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O. 
INTELLIGENT COOPERATION 


T is one thing to make and sell lasts. . . it is Now, as we wish for you, and plan for ourselves, 

| an entirely different thing to cooperate a4 busier and happier year, sound judgment dic- 

¥ » intelligently with shoe manufacturers inthe produc- _ tates that we renew and enlarge upon this sensi- 

| § tion of better styled and better fitting shoes. The ble policy of intelligent cooperation. You can 

| coke po organization has followed the more = count on the VULCAN organization in 1932 
¥ j sensible path, and as a result our plants are busy Vulcan Corporation, 14 Second 

| Pend our people are on the job Street, Portsmouth, Ohio, U.S. A. 











Last Factories : Style Studio: Wood Heel Factories : 
Portsmouth, Ohio . 908 Marbridge Bldg. Portsmouth, Ohio 
St. Louis, Mo. New York City Johnson City, N. Y. 
Brockton, Mass. Effingham, III. 


Johnson City, N.Y. 


U L WOOD HEELS 
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talk of the 














When Good Shoe Men 


Get Iogether 


in Chicago 
7, ...We'll be there—with VITALITY! 
Drop in, January 4, 5, 6, the Palmer 


House, Suite 795 to 799 @ More 
than ever, Vitality will be a profit 
line for spring and summer: a 
broader style range...a greater 
size range... new lasts... adjusted 
prices for a balanced mark-up... 
a quick in-stock service @ Now 
the complete VITALITY LINES mean a sale 
to every call. For here is a complete assort- 
ment; prices and values to excel in every 
competitive comparison; and a margin that 
will pay the profit you have a right to expect 
@ Come in... let us show you why you should 
make 1932 your VITALITY year. 























ON DISPLAY 
The New 


VITALITY LINES 
Jor Spring & Summer 


The PALMER HOUSE 
Chicago 
ey Rooms 


vention by 


ac] 795 -796 -797- 798-799 


VITALITY 


HEALTH SHOES FOR ALL AGES 
ee 
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WHITE LEVOR GRAIN GOAT 
(Genuine Glacé Kid) 


WHITE LEVOR GRAIN KID 
(Genuine Cabretta) 


LEVOR WHITE SUEDE 
(Genuine Kid) 


Enter the New Year with confidence that it will 
yield you profits commensurate with your enter- 
prise and endeavors. 

















Enter the white season with the definite knowledge 
that the all-white . . . pure white . . . kid shoe 
is high fashion and highly salable in every grade. 














You know that you will be right in plan- 
ning for a substantial increase in the 
volume selling of white kid shoes. Secure 
yourself further by concentrating on “THE 
WHITEST WHITES” . . . washable 

. merchandisable . . . and profitable. 


















OME THE GREATEST White Kip SEASON 





WHITEST 
WHITES 
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STRATE LAST 


AtoE 





BANKER 


AA to EEE 





DP RN EE WeEndecewssectivecacsvcccccceecss $4.50 

$56 Black Kid, with Arch Support Insole........ 4.85 
PO UE eavecccsunchubedeeeeseececcdkc ce 4.85 
COMBINATION 


AA to E 





60 Black Kid, Kang, Tips............ isa eee $4.50 
$60 As above with Arch Support Insole........... 4.85 
WP NE S08 Son's ous 0b o6s on dave deus 0s0<ea 4.50 


ORTHOPEDIC 


AA to E 






70 Black Kid, Kang. Tips...................... 4.50 
$70 Same as above. Arch Support Insole......._. 438 
474 Heavy Black Kangaroo Viscol Sole........... 4.50 


POLICE SHOES 


AA to EE 





it Foe Calf, Long Center Viscol Double Sole 


PT re $4.00 
500 Black Kip Viscol Double Sole. 3.35 
550 Black Kip Viscol Single Sole... -. 3.25 
530 Tan Kip Viscol Single Sole................. 3.25 


é 





Elwyn Pond, Mgr. 
THE HUB 
Flint, Michigan 

“The Home of Good Shoes” 


December 8, 1931 
Musebeck Shoe Co. 


Danville, Illinois 
Gentlemen: 


We cannot refrain from writ- 
ing you to tell you how pleased 
we are and _ satisfied with 
Musebeck Shoes. As you know, 
we were very much sold on the 
line of shoes we had been sell- 
ing for several years with very 
gratifying results and were very 
critical and had to be shown 
before we consented to give 
Musebeck Shoes a trial. We have 
found that customers to whom 
we formerly sold this other 
line of shoes are coming back 
for their second and third pairs 
of Musebeck Shoes and are bet- 
ter pleased than they have ever 
been. In addition to this we 
have taken on many new cus- 
tomers. 


We have no hesitancy in rec- 
ommending Musebeck Shoes to 
any merchant who wants to 
build a solid business on shoes 
that will repeat. 


Yours very truly, 
The Hub Shoe Store 
Per Elwyn Pond 


MUSEBECK, 
SHOE COMPANY 


DANVILLE, ILLINOIS . 


EP:N 








? 
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Back for Their Second and Third Pairs 


MUSEBECK. 


Dauble fh Your Sash 
SHOE 


No man can be counted 
“your” customer unless the 
merits of the shoes you sell 
him will bring him back for 


a second pair. 


Musebeck shoes bring repeat 


business. 








Patents 
Pending 
Copy- 

righted 





THE LONGITUDINAL ARCH 


(A) A thick insole with wedged heel 
seat supporting the oscalsis bone and 
center gravity of the body weight. 


(B) A special, wide, strong, guaranteed 
Arch Support shank, wedge shape at 
heel, supports the inner and outer Longi- 
tudinal Arch. 





THE METATARSAL ARCH 


(C) The Musebeck WEAR-STRAIGHT 
insole, shaped to give perfect foot bal- 
ance. Result: Outsoles wear straight 
across the bottom instead of wearing 
thin to wedged shape at outside ball. 


(D) Thick, mellow insole, shaped to 
Metatarsal Arch. permanent solid 
leather arch that fits the normal foot 
and does not collapse. 


(E) Imported hair felt, chemically 
treated. An insulation against dampness, 
cold or heat. 
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BANKER 


AA to E 





COMBINATION 
AtoE 
* 060 Black Kid 
*S060 Same 
065 Brown Kid 
* 080 Black Calf 
* 085 Tan Calf 





BROUWER 
RESEARCH 
No. 100 
AA to E 
70 Black Kid, Orthopedic Heel 


01 
0175 Brown Kid, Orthopedic Heel 
0170 Black Kid, Arch Support Insole 





ORTHOPEDIC 


AA to E 
* 070 Black Kid 
*$070 Arch Support Innersole 





This comfortable leather Arch support 
Insole gives real relief to broken arches. 
is built right in the shoe. 
prefixed with letter “S” have this insole. 


It 
Stock numbers 








7 


EET us at the N. S. R. 
Convention, Chicago, 
Room 808 Palmer House. 


You will see how Muse- 
beck Double-Arch Wear- 
Straight Shoes are made. A 
new standard of quality. 
The kind of shoes that will 
make 1932 a profitable year 
for you. You can build good 
will and permanent custom- 
ers with a profit of $3.00 per 
pair, a 40% mark up on a 
selling price of $7.50. 
Musebeck Shoes are now 
priced $4.50 for all kid and 


calf shoes and oxfords. 


You will also want to see 
the Musebeck Arch Support 
Insole numbers in both men’s 
and women’s shoes, price 
$4.85. These shoes are giv- 
ing relief to the most severe 
cases of bad arch trouble. 


Don’t miss seeing this 
practical line of fine dress 
shoes with construction fea- 
tures not found in any other 
line. Quality where quality 
belongs. Shoes that you can 
always inventory without a 
loss. 


When ordering high shoes 
note: All oxfords that are 
marked with a star are also 
carried in stock in high shoes. 
Be sure to drop the figure 
naught from oxford number 
when ordering high shoes. 


MUSEBECK 
SHOE 


¢ Danville, Illinois. 










? 


Wear-Straight features and the 
quality materials in the best $7.50 shoe 
in America. 





CUSTOM 


AAA to E 
068 Black Calf 
067 Tan Calf 





WALL STREET 
AAAA to E 
014 Black Calf 
013 Tan Ca 
$014 Black Calf 
Arch Support Insole 





LA SALLE 


A to E 
018 Black Calf 
017 Tan Calf 





WALL STREET 


AAAA to E 
08 Black Calf 


04 Bla 
Arch Support Insole 





Show your customers the ee ee 
lig 





You ean write your own future 
in good leathers, good merchan- 


dise and good merchandising. 


s 


a 





19.332- WHAT 





GALLUN LEATHERS 
Always Standard of Excellence 
A. F. Gallun & Sons Corp. 
Milwaukee Wisconsin 
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Y Shown as a part of the 


TRIM-TRED 


Fine Shoe Line 


NWNfhen in CHICAGO 


2s in * 





TOP/ 





Rooms 953"954W 
) PALMER 
HOUSE 


and, see the new 
TURN-MODE 


line of shoes 


“Turn-Modes” bring to the woman accustomed to 
wearing fine turn shoes the same advantages she has 
always admired in them. The same lovely refinement 
of patterning and construction, plus longer wear and 
the economy features made possible by the “Turn- 
Mode” process. 


If your problem is “Lovelier Shoes at a 
Lower Price,” come direct to this display. 


The following salesmen will be in attendance: 


W. J. Harney 
J. E. Ingram 


Roy Fleming Joe H. Reinhart 
Bert Bishop Earl Moore 
A. C. Golden Jack Brevard 


/AVENUE SHOE CO. 


Branch of International Shoe Co. 


BooT AND SHOE RBCORDER 
combining THE SHOE RETAILER, Dec. 26, 1931 





St. Louis, Mo. 
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-~and now- 


Open Toe Sports Sandal. 

Exclusive DOT Fabric in neutral tone with colored 
dots in Black, Red, Blue and Green. Folded Kid sock 
lining, Kid T-Strap, Kid heel cover, and Kid linings, all 
to match dots, Colored kid Best-Ever full-breasted heel. 
Adjustable buckle with snap fastener. 

Leather sole. 16/8 Continental heel. 

A te ii oie cic nse ecexened $2.95 










































_ Style 9276 
Zephyr Sandal 
by “‘Best-Ever’ 


Sports Sandal. 

Exclusive Paillette cloth, in mixtures of Black and 
White, Blue and White, Red and White, Green and 
White, Brown and White, Lavender and White. 
Kid Trim, kid strap, kid lining, folded kid sock, colored 
kid Best-Ever full-breasted heel—all match the color of 
the fabric. Adjustable buckle with snap fastener. 
Leather sole. 16/8 Continental heel. 

Diy NR oe crash cscs scsveeeeb exces $2.95 


Style 9186 
Niobe Sandal 
by ‘‘Best-Ever’’ 


Open Toe Beach Sandal. 

Exclusive striped fabric in novel weave, in Green and 
White, Blue and White, Black and White, Yellow 
and White, Red and White. Waterproot lining. 
Large adjustab!e buckle with snap fastener. Original 
““Best-Ever” Novel-T heel (patent applied for) in two 
tones to match cloth. Very distinctive. Leather Sole. 
Combination C-D last............-.-0cceecees $1.25 


Style $020 
Sun-Klog 
by “Best-Ever’ 





BEST-EVER SLIPPER CO. inc 
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SANDALS by Best-Ever 






























ed 
ck 
all 
el. 


" You are on the threshold of the biggest Sandal year in shoe 
history— and BEST-EVER is all set to help you get your share! 
al | Twelve years of pre-eminence in the manufacture of qual- 
. ity slippers qualify BEST-EVER for even greater success in 
this new department—Sandals!—priced to retail from 
$1.95 to $5.95. 
Distinctive models— only a few of which are shown here— 
offer a nicety of finish and a selling appeal rarely equalled. 
Novel, original fabrics, made exclusively for BEST-EVER, 
: and approved by the country’s leading style authorities, 
te. set this line apart from the ordinary, and add style prestige 
of to your store. 
sig Many daring new touches, both in style and construction, 
5 which we can't attempt to describe, must be seen to be 
appreciated. 
1 See the advance showing at the Chicago Convention, or 
-” write for salesman to call with the complete line BEST- 
EVER Slippers and Sandals. 
We're expecting you at our display at the Chicago 
Convention. Room 1058, Palmer House, January 4, 5, 6. 
- In attendance, Herman Rosenheim, C. B. Collins, 
a E. C. Smeltzer, O. Katz, Howard Connell. 
- New York Showroom, 705 Marbridge Building. 
le. } 
a / / 
Afternoon Sandal. / 
Ae Imported box weave mesh in neutral tone for tinting. \ 
r Full kid lining and folded sock. Leather sole. ‘‘Best- 


Ever” full-breasted heel. Novel interchangeable ankle 

straps to harmonize with various colors of costumes. 

Straps made :n Biack, Red, Blue, Green, Yellow, 

Brown and Neutral. y 

A and C widths with 16/8 Continental heel. / 

AA and B widths with 18/8 Louis heel........ $2.50 / 
Additional straps at 30c. pair. y 


Style 9316 
Six-in-one 
by “Best-Ever’’ 










15 Front St. Brooklyn.NY. 
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Shoes by Curtis Shoe Company, Inc. 

Marlboro, Mass., Style No. 231 

Hubschman's Tandrite Calf, Color 
223. 


Men’s Colored Calf for Spring 


Numbers 217, 223 (illustrated) and 224 of the 
Tandrite line are especially adaptable for men’s 
spring shoes ... having the fine grain, the lustrous 
finish, the tightness of break and the mellow 
feel that are characteristic of all Tandrite Calf. 











E. HUBSCHMAN & SONS, Inc., PHILA., PA. 
Tanners of Fine Calf Leathers 
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An Invitation to View an Innovation 



















the Palmer House —in Chi- 
cago — (rooms 788, 789,790 
and 791) during the National 
Shoe Retailers Convention — on Jan- 
vary fourth, fifth and sixth — you are 












invited to view the first presentation 






of a new line of shoes for teen-age 
girls — in twoheel heights — sizes 1 to 9, 
AAA to C— most appropriately called 


























IN CHARGE | P 
_ weetneaRr HOES niece i CU WL 


1 
FOR LOVEL/IER PELT 4 } 9 jig i > BREATH OF JTHE BOULEVARDS 


A surprise in beauty, qualit ED. WALD ill i 3 
p y, Quality Pepys ic A A thrill in new high style pat 


and appealing value | J. W. COWEN Jr. terns for fashionable women 











PENNANT SHOE CompaANy 


BRANCH INTERNATIONAL SHOE CO. 
ST. LOUIS 
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RESS an Armstrong’s Cork Box Toe in your 

fingers. See how soft and flexible it is. Then see 
how quickly it regains its shape—with never a 
wrinkle or crease to mar its style. As long as the shoe 
can be worn these toes hold their shape. That's 
because the forepart and sidewall remain firm, while 
the part between the tip and the vamp yields to 
every movement of the foot. No “‘breaking in,’’ no 
chafing, no pinching—just solid, stylish comfort! 
And that goes for any shoe in your stock—narrow 
toe or broad, dress shoe or sport. Order Armstrong’s 
Cork Box Toes the next time you buy, or write us 
direct for a list of manufacturers who 4. tron gs 
regularly use them. Armstrong Cork 
Company, 933 Arch St., Lancaster, Pa. Product 


12 






THIS SOFT TOE YIELDS EASILY... 


YET SHOWS 
NO TRACE OF 
WRINKLES 


Ask for 


ARMSTRONGS 
CORK BOX TOES 


ATLANTA ‘ Boston . CHICAGO : CINCINNATI 
Detroir - New YorK <: PHILADELPHIA «< St. Louis 
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Sunlight 
FOOTWEAR 
DISPLAYED 


ROOMS 


13-714 


PALMER HOUSE 


During the N. S. R. A. 
Convention, at Chicago 
January 4-5-6 





Once in a 


blue moon there ts 
something 


NEW 
DIFFERENT 
DISTINCTIVE 


Are you interested... . 


Then see how the new popular price 
range has been blended with fashion 
in SUNLIGHT Footwear. 


INDEPENDENT SHOE Mc. Co. 


MEMBER OF HAMILTON BROWN 
SAINT LOUIS MISSOURI 


YOu NEED NO LONGER PAY 
EXORBITANT PRICES FOR STYLE 
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Here is the Most Important News Releag, 











afte 































>. INTERNATIONAL SHOE 


COMPANY WILL HENCEFORTH 
MAKE AND DISTRIBUTE... 








ne and a new significance is attached thereto. Now, an ag- 


gressive, modernized promotional policy heralds the creation of 
two new and distinct lines of Dorothy Dodd shoes for women of 
particular tastes. Now, there is a complete line to retail at $6.00 
and the Hand Craft line to retail at $7.50 and $8.50. Both lines 
containing Goodyear welts and Super Flex lightweight'styles. Now, 
these new styles are being assembled for presentation in rooms 
756, 757 and 758 Palmer House, Chicago, during the National 
Shoe Retailers Association Convention, January 4th, 5th and 6th. 
Now, you may see, as well as hear, the advantages which have 
already resulted from the merging of these two potent forces 
within the shoe: industry. 


DOROTHY DODD SHOE Co. 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS 


2) 
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lead by the Shoe Industry in Many Years! 


Qy 


HE INTERNATIONAL SHOE - 
COMPANY WILL HENCEFORTH = 
MAKE AND DISTRIBUTE... ne Ny 


























ao the vast resources and manufacturing facilities of the 
largest shoe manufacturing company in the world have been 
added to the reputation and character sustained for many years 
by Queen Quality. Now, the country’s foremost stylists have cre- 
ated two new and distinct lines of Queen Quality shoes, featur- 
ing styles that will strike a new note in the realm of smart footwear 
for discriminating women. Now, there is a complete line to retail at 
$6.00 and the De Luxe grade to retail at $7.50 and $8.50. Both 
lines containing Goodyear welt sand Super Flex lightweight styles. 








Now, you are invited to view these new creations and to learn the 
details of our plans to promote the unquestioned advantages ac- 
cruing from the merging of these two powerful factors. Rooms 
~ 756, 757 and 758 Palmer House, Chicago. During the National 
Shoe Retailers Association Convention January 4th, 5th and 6th. 


QUEEN QUALITY SHOE Co. 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS 
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Nuke a note of this =, 

















- areal style note—this 
KEPNER WHITE ELK—for 
the white and combination sport 
shoe. White leathers are destined to 
be more in demand in 1932 than ever 
before, hence it is well to specify the 
finest leathers for your line. 
KEPNER WHITE ELK is one of the 
famous KEPNER line of ELK 
LEATHERS that goes into the very 
finest sport and spectator sport shoes 


made in this country. 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Massachusetts 
St. Louis Milwaukee 
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lo 
WANAMAKER’S 


6 « « « the greatest siep 
forward made by the shoe 


2 


industry in 130 years.’ 


e The evidence of this “step 
forward” will be on display in 
Chicago during the convention 


of the National Shoe Retailers’ 





Association, at the Palmer House 
Suite 814-815 
Vv 
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MANUFACTURERS OF 


@me() 


SHOES 





E. x. Apt Shoe Co., Manchester, N.H 





Best-Ever weer. Co. Brooklyn, I N. 
Bresnahan Shoe Co., ‘Boston, 
Brown Snoe Co., Dixon, noi 
(W. B. Johnson Shoe Com pany) 
Brown Shoe Co., Charleston, Illinois 
Carlisle Shoe Co., Carlisle, Penn. 
(Branch I. Miller & Sons) 
peat ey Inc., Portsmouth, N. H. 














































Clark Shoe Corp., Auburn, Maine 
Conrad Shoe Co., Brockton, Mass. 
J. & T. Cousins Co., Brooklyn, N. Y. 
Cushman-Hollis Co., Auburn, Maine 
W. L. Delaney Co., Beverly, Mass. 
Delman, Inc., New York Cit 
Walker T. Dickerson Co., Columbus, O. 
The Irving Drew Co.,,Portsmouth, Ohio 
Dunn & McCarthy, Inc., Auburn, N. Y. 
Dyer & Hall, Inc., Auburn, Maine 
Newton Elkin Shoe Co.,Philadelpbia,Pa. 
Farina-Chaves Shoe Co., Lynn, Mass. 
Fern Shoe Co., Los Angeles, Calif. 
Florsheim Shoe Company, Chicago, III. 
(Harding Plant) 
Florsheim Shoe Company, Chicago, III. 
(Lincoln Plant) 
C. P. Ford & Co., Rochester, N. Y. 
Gale Shoe Co., Manchester, N. H. 
Gold Seal Shoe Corp., Newburyport, 
Massachusetts 
Goldstein Footwear, Inc., New York 
Hamilton-Brown Shoe Co., Union, Mo. 
Herbert Holtz Shoe Co., Haverhill, 
Massachusetts 
Jellerson-Rafter Co., Norway, Maine 
Julian & Kokenge Co., Cincinnati, Ohio 
ame. Be Dunham & Kraus, Inc., St. Louis, 
Kimel Shoe Co. y ny Mass. 
Kleven Shoe Co., § jpencer, Mass. 
Kozy Komfort Shoe ManufacturingCo., 
Milwaukee, Wis. 
Lax &Abowitz, Inc., Brooklyn, N. Y. 
L qn Ideal Shoe Co., So. Boston, Mass. 
Mackey Co., Inc., Brooklyn, 
New 3 ¥ ork 
Margolin Shoe Co., Chicago, Illinois 
.. V. Marks & Sons Co., Augusta, Ky. 
Marlboro Shoe Co., Inc., Marlboro, 
Massachusetts 
Marmon Shoe Co., Jamaica Plain, Mass. 
~~ > A. ee Shoe Co., Milwaukee, 
Mayer “Martha, areas Shoe Co., 
Milwaukee, W 
he Charles Mei sis Shoe Mfg. Co., 
Lebanon, Ohio 
H. W. Merriam Shoe Co., Baltimore, 
Maryland. 
MesepestentieeCe. ,»Manchester,N H. 
(Branch of International Shoe Co.) 
Midvale Shoe Co., St. Louis, Mo. : 
Mildred Shoe Co., Brooklyn, N. Y. 
Milius Shoe Co., St. Louis, Mo. 
I. Miller & Sons, Inc., L. I. City, N. Y. 
Minerva Shoe Co., Beverly, Mass. 
Moore Shoe Co., St. Loui uis, Mo. 
Muskin Shoe Co., Baltimore, Maryland 
National Shoe Co., Boston, Mass. 
M. T. Ornsteen Shoe Co. Marlboro, 
a tts 
le Footwear Mfg. Co., N.Y.City 
ye erkins, Quebec. Sanada 
Pontiac Shoe Co., Pontiac, Illinois 
Prospect Shoe Co., Boston, Mass. 
Publix Shoe Co., Stoneham Mass. 
Rich-Vogel Shoe Co., Milwaukee, Wis. 
Roth Shoe Mfg. Co., Cincinnati, Ohio 
Samuels Shoe Co., St. Louis, 
Sbicca-Sanford, Inc., Philadelphia, Pa. 
Scholnick Shoe Co., ‘Boston, Mass. 
Selby Shoe Co., Portsmouth, Ohio 
many « Sons, Philadelphia, Pa. 
ignal Shoe Co., Boston, Mass 
a Edwin Smith "Bhoe Co., Columbus, 0. 
Stern-Auer Co., Chilicothe, Ohio 
(Branch U.S. Shoe Corporation) 
Seymour Troy & Co., Brooklyn, N.Y. 
Tupper he yo Co., Brooklyn, N. Y. 
The Uni States Shoe Corp., Cin., O. 
Unity Shoemakers, Inc., Boston, Mass. 
Valley Shoe Co., St. Louis, Mo. 
Waban Shoe Co., Jamaica Plain, Mass. 
il The C. V. Watson Co., Lowell, Mass. 
Wellesley Shoe Co., Framingham, Mass. 
Werenors | Shoe Mfg. Co., Milwaukee, 


wolne’ Tober Shoe Co., St. Louis, Mo. 
J.S. Zulick & Co., Orwigsburg, Penn. 





. * Compo shoes can be 
furnished to you only by au- 
thorized users of Compo ma- 
chinery and Compo adhesives 





A. J. Anderson, Inc., Amesbury, Maas. 


Arrow Shoe Company, E. Boston, wow. 


Shoe ‘Company, Boston, Mass. 





WANAMAKER S is only one of many leading stores 
where Compo shoes are meeting with tremendous 
success. In a recent survey, 82% of the most 
alert and progressive shoe merchants report that 
their sale of Compo shoes is increasing constantly 
—and profitably. 


The well-informed shoe buyer knows the true 
significance of the name Compo. He knows that 
manufacturers supplying him with genuine Compo 
shoes have the benefit of certain distinct advan- 
tages in manufacture.* He knows that these 
advantages enable him to serve his own custom- 
ers with a grade of style and value not possible in 
shoes made by any other process or method. 


In Chicago, the outstanding shoes displayed 
will be Compo shoes, presented by leading manu- 
facturers. And the most successful shoe mer- 
chants of the country will order them in greater 
volume than ever for their spring lines. 





Compo StryiLeE Exuisit, :: Palmer House 
SUITE 814-815 


Compo conveyor on display in the fourth floor lobby 


Ome() 






REG. U.S. PAT. OFF. 


Shoe Machinery Corporation 


BOSTON «© MASSACHUSETTS 
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SEE THE COMPLETE LINE 
ROOM 915 PALMER HOUSE 


| Bob Smart Shoes are stepping high, wide and handsome... 


es are way ahead and gaining every month 
































PF) es NEWS (F] 


kKkKkKk* FINAL 









‘WELL KNOWN 
COMFORT TURNS 
IN NEW HOME? 





















THE “KUSH-IN-EZE” LINE 
GENUINE HAND TURNED 


Good Comfort Turns have been made and sold by the 
Vaughan-Towle Company of Lynn for many years. They 
have a strong place in the lines of many good merchants. 
After January Ist, this line will be made in Wakefield 
by the L. B. Evans’ Son Company who have been famous 
for their turn footwear for over a century. 


All the prestige and experience of the older company 
will be back of this new line-up and several of the sales- 
men formerly carrying the Vaughan-Towle shoes will 
join with the Evans’ men to present this Turn Comfort 
line to the trade. 


The Vaughan-Towle line will be produced under the same 
supervision as formerly — and over same lasts and 
patterns. 





We present the compliments of the season to all old 
friends and many new ones who we hope will find this 
reorganized enterprise merits their attention. 


30 LINES IN STOCK 


* 


IN-STOCK FOLDER 
ON REQUEST 


VAUGHAN-TOWLE CO. 


| (Division of L. B. Evans’ Son Co.) 
I. WAKEFIELD, MASS. 
kKkKekx 
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CONRAD SHOE COMPANY 


ANNOUNCING 


NEW PRICES 


CONRAD 
PACE MAKERS 


NOW 


Priced to Retail at $5 and 86 


“CATALOG ON REQUEST 
(60 STYLES IN STOCK) 








FULL DISPLAY AT CHICAGO CONVENTION 
ROOMS 


859 — 860 — 861 


PALMER HOUSE 











% 





CONRAD SHOE CO. 


BROCKTON, MASS. 
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Vow (Crstle 


PRECISION 


Gi ei. 


Gives you an opportunity to concentrate buy- 
ing on shades keyed to outstandingly success- 
ful woolen colors for spring coats and suits. 





















—a true navy-blue, that reflects the cast of the 
(| 0.1312  Forstmann Woolen Co.’s volume blues— 
“Corsair” and “Spanish Blue” 


—a fawn shade deep enough to accent the 


C opo (MY, 5 Forstmann Woolen Co.’s volume beige 


“Cocoon” 
—for immediate wear with brown winter 
ms N coats, and as an accent to spring costumes in | 
uanee o. 172 “Cocoon,” light browns, bright colors, 
“Spanish Blue,” and pastels 
—a bright brown, very smart as an accent to 


7 MY. 3M costumes in “Cocoon,” “Spanish Blue,” 
P bright green, or pastels 





—a soft brown, that matches the Forstmann 

4R | () y| 6 Woolen Co.’s best-selling brown, ‘Mellow- 

ey 0. 05 brown,”’ and is a good accent to costumes in 
“Cocoon” bright colors, or pastels 





( The Now Crstle . © ©, Ere. 


cbugles by request to «ne 1702-100 old Sireet, New York 
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6, 1931 








| was magnificent . . . the response 
to our recent statement that THE 
RED CROSS SHOE AT $6 would 
be the most outstanding event in shoe 
history. 






Today the BEST merchant in communi- 
ties our representatives have visited, 
now owns the profitable RED CROSS 
franchise. This franchise (where avail- 
able) is open to one merchant in your 
community. 








Write us for representation; or visit 
us (8th floor Palmer House) during 
N.S. R. A. Style Show in Chicago and 


see what is unqualifiedly regarded as 


She Standard of Shoe Value 


RED CROSS SHO 







COMPROMISED 


THE UNITED STATES SHOE CORPORATION 
CINCINNATI, OHIO 
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ELL WHAT 
EVERY 





WOMAN LIKES TO WEAR! 


Shoes of BLACK GLAZED KID 


are always the odd’s on favorite 


The very smartest way to keep sales rolling up is to “Sell 
what people want to buy.” Women like footwear of Glazed 
Kid. And year in and year out the great, profit bringing, 
staple color for Glazed Kid is BLACK—women have always 
given it the stamp of consistent approval and there’s never 
danger of being caught “up the creek” with an overstock 
of colors that didn’t take the way they were supposed to. 

Into Surpass Black Glazed Kid we put the entire strength 
of our organization; buying contacts in every continent, a 
background of more than fifty years experience, a sincere 
effort to faithfully sort grades always the same. Surpass 
Kid not only offers lustrous beauty and quality for the Re- 
tail Store, but it makes a definite contribution of consistent 
grading and easy workability for the Shoe Manufacturer. 


JRPASS 


LEATHER COMPANY 


Block and colored glazed kid for outside stock 9th & Westmoreland Sts., Phila 
and li 3 (also y i K Y 00) con be oy ° 
New York Boston Chicago 


obtained from Surpass in any grade 
ond of standard unvarying quality Cincinnatti St.Louis lLondon(England) 
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Eeol at the Linings” 


Mr. Sidney J. Eisman 


of CHARLES MEIS SHOE Mec. Co. 
CINCINNATI, OHIO 


says e ce “We have depended on the su- 
perior qualities of Nu-Process 
lining leathers for several years. 
It helps to produce the grade of 
shoe our customers expect.” 


The Charles Meis Shoe Mfg. Co. knows those extra details which improve 
shoe value and saleability. Their opinion in this matter carries weight. 
When they say they depend on HAMEL LINING LEATHER that means that 
this leather produces superior shoe linings. 


L. H. HAMEL LEATHER CO. 


SPECIALISTS IN LINING LEATHERS 
TANNERY AT HAVERHILL, MASSACHUSETTS 
BOSTON SALES OFFICE: 164-168 SOUTH STREET 


“WILLIAM G. BLAIN GEO. W. NEWMAN JOSEPH S. SALOMON 
Philadelphia, Pa. LEATHER CoO. Seiderman, Salomon Co. 
JOHN B. DAILEY & CO. Columbus, Ohio New York City 
St. Louis, Mo. NORMAN NELSON F. DOLL & COMPANIA 
JOHN T. QUINN St. Paul, Minn. Havana, Cuba 
Rochester, N. Y. A. G. MOONEY, LTD. JOHN R. H. WARD 
GEO. W. NEWMAN Montreal, Canada Milwaukee, Wis. 


LEATHER CO. RAYMOND H. THAYER 
Cincinnati, Ohio London, England 























NEW GRO-CORD 


Sport Sole and Heel 














Sells Quickly Because It 
Gives You Something to Sell 






















1. Upright Cords fused in live rubber . . . built on 
same principles as durable cord tires. 


2- Non-Slip to last day of wear. Exposed upright 
cord ends provide positive non-slip gripping surface. 


3- Greater Economy... the result of longer wear. 


4. Extra Reinforcement at points of greatest wear. 
Special upright cord construction right to edge 
of toe and heel. 


Gro-Cord Sport Soles and Heels are made in two-toned 
color effect. Tap area in light color corded crepe. For the 
edge, choice of black, chocolate, brick red, French nude or 
gray. Accommodates narrow shank last. Ask your manu- 
facturer forGRO-CORDSportSoles. Or, write for sample. 





Washerless 
Heels 


NOTE: In a day of changing values, GRO-CORD 
quality remains as always... uniformly high grade. 


Another GRO-CORD Achievement 








GRO-CORD upright cord construc- - sa = ee : nee 


tion. No washers. No nail holes. ation Exhibit. The Palmer House, Chicago. 
Greater beauty, utility and wear. 














THE LIMA CORD SOLE & HEEL CO., Dept. 12-A, Lima, Ohio 





Fally Protected By Patents 


The Boy Scouts and Girl Scouts of America NON-SLIP 


have officially adopted GRO-CORDS. Na: 12 YE 
Safety Engineers in many industries are Spits g® StS 


rapidly encouraging workers to wear them. SOLES AND HEELS 
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Regarding Resolutions 





ELL, here’s another New Year 

staring us right in the face. The 

fellow who has a grudge against the 

last one, can forget all about it now. It’s 

just like getting a new sweetheart. You 
can profit by your past performance. 

It’s customary to make a flock of 
new resolutions. No one has ever in- 
vented a Non-breakable New Year Res- 
olution, but they may have ’em this 
year. They’ve got shatter-proof glass, you know. 

So, like the roofer said when his foot slipped, 
“We're off! Off toa brand, new start.” And, if you are 
not in the mood to make new resolutions, you can 
always polish up the old ones. 

That’s what we’re doing. 

You remember we made some resolutions nearly 
seven years ago when we started in business. We put 
them in print on paper and we called them THE 
BOOTH CREED. 

It was nothing more or less than a declaration of 
policy covering the manufacture and sale of Booth 
Shoes. The basis of a friendly, helpful understanding 
between all Booth Shoe Merchants and our company. 

It was, and is a pledge of performance in the mak- 
ing and selling of BOOTH SHOES. It was, and is 
for your protection and GREATER PROFIT. 

If we knew of any New Resolution that would add 
to the effectiveness of THE BOOTH CREED, we’d 
make it now. 

And do our darnedest to keep it! 




















WALTER BOOTH SHOE Co. 


302 NORTH BROADWAY « cd MILWAUKEE, WISCONSIN 


MANUFACTURERS OF MEN'S DRESS SHOES 


Retailing at $3.50 $4.00-$5.00 $6.00 at a Profit 
IN STOCK AAAtoEEEE « « « SIZES5tol4 


“e 
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THE 
ROAD 


N. S.R. Aj 


Get Aboard the 1937 
N. S. R. A. Convert 


HAT promises to be the most outstand- 

W ine N. S. R. A. Convention in many years 
will occur in Chicago on January 4, 5 and 6. 
Day by day, the plans for the administration 
of this convention assume greater proportions. 
There is not a single phase of the retail shoe 
industry that will not be covered, so each 
individual problem now confronting various 
retail dealers should be quickly solved. 









For all Hotel Reservations apply to 
NATIONAL SHOE RETAILERS ASSN. 
8 South Michigan Avenue, CHICAGO 
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HETURN IN THE 
AOWILL BE AT THE 


AICONVENTION/? 


934Prosperity Special—It’s Headed for the 
veition in Chicago on January 4, 5 and 6 





















‘and- If you attend this N. S. R. A. Convention you will have a 
years keener perspective of 1932—you will be able to exchange 
ae Non-Members as Well as Members ideas with other shoemen—you will be able to better 
— of the N. S. R. A. Are Welcome judge the future from your own analysis of the predictions 
ition ee see made by the most experienced shoemen and merchan- 
ions. Retailers — Shoe department buyers — chain-store disers in America. No merchant can combat single- 
tine Dentin tabi aieieee sili eabeiin ie ile handed, today s business problems—the ideas, problems 
NSRAC , and experiences from a great number of other shoe 
each - 9. R. A. Convention. merchants, both big and small, that you will hear of at 
‘ious : the convention will help you to solve your problems for 
BE THERE! the coming season. It will pay you to attend this greatest 
of all N. S. R. A. Conventions. 
0 
: Special reduction in railroad rates by securing special certificate 





from railroad agent when purchasing transportation. 
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RESOLVE 
TO SELL 
DEPENDABLE 
SHOE LACES 

IN 1932 













Thirty years of dependable service 
stands behind 


™~ 
SHOE LACES PENNSYLVANIA 


They will help you to make a lasting 
impression on new customers while 


you also retain the good will of the THE YNafeshond, 


old ones. DEPENDABLE FIVE— 
Don’t take a chance on spoiling shoe 3278—Mercerized Tubular 
sales by selling cheap shoe laces. 3590—Mercerized Tubular 

! : T-4253/60—Rayon Tubular 
Steady profits on repeat business T-4253/88—Rayon Tubular 
are far more desirable than a large T-6414/88—Bemberg Tubular 





profit on a “once and done sale.” 


Start 1932 with the %@fet De- 
pendable Five. Order from your 
jobber. 






We take this opportunity of thanking every 
NUFASHOND dealer for his cooperation and patronage 
during 1931. May the New Year bring to every one a 
full measure of prosperity. 


READING, PA. 





> THE NARROW FABRIC CO., 
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AUTHENTICITY 


Foe more than a half-century the Laird- Schober 
imprint has symbolized individuality, style prestige, and 












masterful craftsmanship in footwear of distinction. Always 
impeccably correct in seasonal smartness. Styled for— 


general utility wear, formal afternoon, formal evening, 


sports and spectator sports. In a variety of fine leathers and 


novelty fabrics authentically conceived and designed. Also, 





“Travelese’—combining style with graceful walking ease. 
And for misses and children, shoes of classic refinements, 
originality and _ perfect fit. » » Pre-eminent footwear 


achievements reflecting the ultimate in smart economy. 


Gora, thober® bo 


PHILADELPHIA, MARKET AT 22nd STREET 
NEW YORK, 535 FIFTH AVENUE, AT 44th STREET 
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KID FLATTERS THE €0O0T 2 8 









M and P Glazed Kid 


will comply with all 















your 1932 demands! 

















Just as manufacturers who boast rigid standards 
have looked to Mitchell & Peirson for the past 44 
years, so today — on the dawn of a new year—they 
will employ M & P fine Glazed Kid. This all-around 
leather for Uppers and Linings adapts itself very 
readily to the 1932 trend in street, spectator and 
sport shoes. Stylists will specify M & P Glazed 
Kid because it is durable, pliant, and especially 


for its Black, Browns and Blonde Spring Colors. 


Specialized Service for SPECIAL Demands 


Specialized Service, a new department, is devoted to serv- 
icing individual requirements. Enlarged facilities allow 








ey special attention to rush orders, and all queries as to style, 
\\ AAT: color and production are answered without cost or obliga- 
MITCHELL  PEIRSON tion. The inaugural feature of this division is“GLOSSPAT”, 
lauea hae a pliant, workable Glazed Kid for Spats. Write for swatches. 


| N Cc oO R P O R A T E D 
FACTORY & SHOWROOMS - 36th & REED STS. - PHILADELPHIA 


AGENTS: F. C. DONOVAN, INC. 44-46 South St., 
Boston, Mass., and 231 W. Lake St., Chicago, Ill. JOHN A. SPILLE CO 228 
East 8th St., Cincinnati, Ohio. BIRON & CAHN, 100 Gold St., New Yerk. 
ARTHUR S. PATTON LEATHER CO., 1602 Locust St., St. Louis, Mo. 








BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 26, 1931 





















Press On! 
Business is Good 

with us. Join our Parade to 

Prosperity! We have Taken 

DE “I” out and put “LIFE” in 

OLD MAN DEPRESSION! 


Marking The Road 
to 


== Profits = 
















CONSTANT COMFORT and 
STYLITE Turn footwear will be on 
display in Room 783 Palmer House, 
Chicago, at the N.S.R.A. Convention. 
In attendance Charles Ault, Edward 
Warnshuis, R. P. Boothby, O. L. 
Rappleye, P. R. Howard, J. C. Wil- 
son, Ross Bowman. Come in and 
see “what's what” in popular-priced 
Turn footwear. 





Above—Style No. 313—-Black Ruby 
Kid Gore Pump; 35 Last; 15/8 Wood 
Heet; In Stock AAA, AA, A, B, C 
at Auburn, Maine. Price $3.60 


At the left—Style No. 284—Black 
Ruby Kid Three-Eyelet Tie; 60 Last; 
13/8 Heel; In Stock A, B, C, D, E. 

Price $2.60 


At the right—Style No. 413—Black 
Ruby Kid One-Strap Center Buckle; 
“79” Last; 16/8 Wood Heel; In Stock 
AAA, AA, A, B, C. Price $3.60 

















Back to Commonsense in Business! 
Analyze your lines and yow'll find 
Constant Comfort Shoes have always 
been profitable to you. Staple Foot- 
wear—minimum risk at inventory— 
no odds and ends to cut your profits 
—Constant co-operation. This Year 
concentrate on Constant Comfort 
footwear in your staple types. Con- 
stant Comfort customers repeat! Visit 
Room 783 at the Palmer House. 





Ault-Williamson Tufn Footwear can be as profitable to you as to hundreds of others! 


Include more of these staple Turn Shoes in your Spring buying! Build Permanent 
Repeat Business with this good Turn footwear—Absolutely superior for Comfort! 





AULT-WILLIAMSON SHOE CO. 


AUBURN, MAINE 
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“TURN SHOE HEADQUARTERS OF AMERICA” 
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Lowers Retail Price Range 
to Begin Af 


“10° -*12°° 


—opening up an entirely new market and making it 
possible for J & M's thousands of customers to buy these 
fine shoes at the lowest price in 15 years. 






















This new price range, with a highly efficient 24 hour serv- 
ice In-Stock Department and a vigorous new local ad- 
vertising campaign to assist the dealer, makes the J & M 
Franchise one of the most valuable and profitable in 
the history of the shoe industry. 


Write for details. Johnston & Murphy, 44 Lincoln St., Newark, N. J. 


THE 
JOHN YN RPHY 
"ahh HOE 


Convention Address, National Shoe Retailers Association ° Room 884, Palmer House, Chicago. 













| 
; 
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| SILHCQYWELT 


yr “SELL MORE pm 
SHOES 


IN 
I932t” 
* 


As a slogan for a shoe merchant - - something to say and 
then do - - we don’t believe you can beat “Sell More Shoes 
in 1932”—not awfully clever, but it makes sense and ought 
to make some dollars - - 





















































The new Cincinnati 7-Point Silhouwelt Shoe for Women 
will help Sell More Shoes in 1932, and we can prove it - - 


Silhouwelt is the essence of modern shoe-worthiness - - a 
perfect blend of the lightness and grace of a dancing shoe 
with the sturdy value of the walking shoe - - 

a oe. 

° Cincinnati’s 7-Point-Silhouwelt is not made to a price, but 
to the specifications of what women want. It retails at a 
price which is in step with today’s bigger buying power 


of the dollar. 


At your request, we'll tell you the complete 7-Point Story 
-- Write or wire today - - 


SEE 7-POINT-SILHOUWELT SHOES AT THE CHICAGO SHOW— 
ROOMS 948 -49-50W PALMER HOUSE 


* 
THE CINCINNATI SHOE COMPANY 


CINCINNATI, OHIO 
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CHARLES AULT, President 
Ault-Williamson Shoe Co. 


my will nol allempl lo 
nubslilsle low pitce 


i 
“In fairness to consumers, retailers, the workers in our factory, and to 
ourselves as leaders in an industry where courage of convictions must 
be respected, we pledge this Company to support and maintenance of 


prices that are fair to those three vital elements in business—labor, 


management and capital.” 


We are privileged to quote this excerpt from Mr. 
Ault’s ringing announcement of his firm’s general 
policy for the future which has excited so much 
widespread comment and applause within the 
shoe manufacturing and allied industries. 


We are likewise pleased to show herewith several 
typical in stock models made of RUBY KID from 
Ault-Williamson’s “CONSTANT COMFORT” 
and “STYLITE” lines. 


These will be shown at the N. S. R. A. Conven- 
tion, Room 783 in the Palmer House. 


IT'S AN 
EVAN Ss 
LEATHER 
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R47 YEARS — USERS OF 


EXCLUSIVELY 


For 17 years Ault-Williamson Shoe Co. 
of Auburn, Maine, has used RUBY KID 
exclusively in their black kid footwear. 


We have no more significant testimony to 
the consistent service and quality mainte- 
nance which RUBY KID brings to its users. 


Ault-Williamson Shoe Co. recognizes that 
First Grade Quality exemplified and steadily 
repeated in RUBY KID is the surest of 
influences upon holding customer con- 
fidence. 


“RUBY KID IS A DEFINITE SALES 
INFLUENCE.” 


JOHN R. EVANS & CO. 


CAMDEN, NEW JERSEY 


Cincinnati Milwaukee Boston 
St. Louis Rochester Philadelphia 
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°° SUNSHINE AT LAST ° 





OUR UNLINED 


GHILLI€ | 


cilia: IS MAKING THEM BUY | 


for 


immediate delivery Something in shoes is selling. Not half-heartedly 
but a real business getter. 





Here's the shoe that’s bringing sales. Unlined, 
open, airy and extremely smart. Different but 
correct. An authentic model of a new mode. 


Rush your order now and cash in. 


See us at the Chicago Show, Room 
685, at the Palmer House. 


The hottest line of active, and specta- 
tor sport shoes at attractive prices for 
quality shoes. 


























No. 819—brown elk, $4.25 
No. 818—black genuine pig, $4.50 
No. 820—white genuine pig, $4.50 


Plump mellow leather. 

223 last, 13/8 leather 

heel. Long laces and 
leather tassels. 





Widths 
AAA to C 
Sizes 
3to 9 


TERMS: 
5%—30 days 






CARLISLE SHOE COMPANY 


722-724 Marbridge Building, . . New York, N. Y. 











FACTORY: CARLISLE, PA. 
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Conaway-Winter revives the Importance of the Mesh Shoe 








FOR RESORT 
FOOTWEAR 
e@e. 










Shoe design by Conaway-Winter 
is expressive of the Resort. The 
bouclette suit in two shades of 
yellow with the knitted hat to 
match is a Bonwit Teller crea- 
tion. 












ANUFACTURERS have been 

alert to appreciate that meshes 

have achieved a most important place 
in the styling of Resort Footwear. 






Conaway-Winter have created a va- 
riety of those types ingenious enough 
to suit the taste of the keenest critic 
of fashion. 








At Chicago, January 4, 5 and 6, 
Conaway-Winter stylists and ex- 
ecutives will be at the Palmer 


House Suites 700-7004. 










Shoe Fashion Service 


CONAWAY- 
WINTER 


o« « Seaomeo... 



















214 Duffield St., 1421 Olive St., St. 
Brooklyn Louis 

11 South Street, Bos- 210 Michigan St., Mil- 
ton waukee 









VUVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVG 
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There’ll be some SCramble 
for these shoes — 


3.50 -orail! 


T’S the new Popular price! 




















Whole armies of men have 
their mind fixed on $3.50. No more—no 
less. $3.50 is the standard—the big mid- 
dle—the high spot price in the sale of 


men’s shoes. 


Good business says “Give them QUAL- 
ITY at that price and you'll reap a rich 








reward in volume and profits.” 


To meet this demand, we have built See this line 


a line of genuine CALFSKINS. The line || at the NSRA, 
is complete in sports and regular pat- 
terns. Up-to-the-minute styles—combina- Palmer House, 
tion lasts—oak bend outsoles—wide Rooms 
range of sizes and widths—carried in 


stock and allowing a mark-up that per- 707 708 


mits you to make a splendid profit. wr 


iim $3.50 


to retail at 


United Shoe Mfg. Co. 


1610 Washington Ave. St. Louis 
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Announcing 


$1,000 IN PRIZES 








FOR A KID SHOE DESIGN 


ESIRING to inspire a new theme in footwear and accelerate the shoe 
business, the Kid Tanners of America have inaugurated a com- 
petition to be known as 


National Shoe Design Contest 


The contest is an expression of the confidence of the Kid Industry 
in the skill and ingenuity of American shoe manufacturers and de- 
signers. Its purpose is to achieve through the spirit of friendly com- 
petition the creation of an original and practical design which will 
stimulate the public’s desire for shoes. 


Conditions: 


1. Originality is the first essential. The shoes must be new and 
different. Any design which has been used, either as an actual shoe 
pattern or as a style suggestion in a publication or service, will not be 
eligible for a prize. 

2. Practicability is also required. The judges will weigh the fac- 
tors of prospective fit and comfort, as well as appearance, of shoes made 
to conform to proposed designs. 

3. Designs should be created especially for reproduction in 
kid. The versatility of kid, which is flattering to the foot, and its ex- 
tensive use in various types of women’s shoes—for general wear, spec- 
tator sports and tailored gown, afternoon and evening—and in men’s 
shoes as well, give contestants a wide range. 

4. Designs shall be in black and white on sheets of drawing board 
or paper not less than 5 x 7 inches. 

5. Contestants may submit more than one entry, but each must 
be on separate paper. 

6. To insure anonymity no name, trademark or other means of 
identification may be used on the same sheet of paper with the design. 
Instead the name and address of the contestant, with name of employer 
if a professional designer, must be printed on a separate slip of paper 
and attached to the sheet on which the design is drawn. Upon receipt 
at contest headquarters, this slip will be numbered and detached and a 
corresponding number placed upon the design, so that authorship will 
be unknown to the judges. 

7. The sponsors of the contest acquire the reproduction rights to 
prize winning designs and reserve the right to purchase at regular de- 
sign rates (three dollars) the reproduction rights to any design not 
awarded a prize. 

8. All entries are submitted at the risk of the designer. No 
liability is assumed by the Kid Tanners of America for loss or damage 
in transit. 


Send all entries to: 


KID TANNERS OF AMERICA 
270 Madison Avenue, New York 
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$1,000 in Prizes 
Fit. os « « « Oe 
Second . . . . . 250 
Tae « 6 «© e% 100 
Four prizes of . . . 25 


Five prizesof . . . 10 
8 


WHO MAY COMPETE 


A. Any designer employed by 
or affiliated with a shoe manufac- 
turing or pattern company in the 
United States. 

B. Any person connected with 
the shoe manufacturing, retailing 
or allied trades not primarily en- 
gaged in designing. 

C. Artists and students of art 
and design. 

D. Stylists engaged in fashion 
promotion. 


E. The general public. 
2 


CONTEST CLOSES FEB. 15th 


Entries bearing postmark later 
than midnight on that day will 
not be eligible for prizes. 


JUDGES 


A. H. GEUTING 
J. GORDON McNEIL 
JOHN J. HOLDEN 
FRANK A. GARSIDE 
HARRY G. JOHANSEN 
EVERETT BRADLEY 


MISS KATHLEEN HOWARD, 


Harper’s Bazaar 


MISS MARGARET CASE, 


Vogue 


MRS. ETHEL HOLLAND LITTLE, 


Woman’s Home Companion 












De Olde Tyme Comfort Shoes 


A Famous Name New Year’s Greetings From an Old Friend 


. for Good News for the New Year! Adequate “Ye Olde Tyme 
Thirty Years Comfort” IN STOCK DEPARTMENT now ready—Same 
Day Service on Orders—“Ye Olde Tyme Comforts” 

on display at the Palmer House, Room 875, during 

N. S. R. A. convention. In attendance—Fred 
Adams, Sales Manager; Murray Bentley and 
C. E. Carpenter. For thirty years “Ye 
Olde Tyme Comfort Shoes” have been 
sold ae 7 rye _ give 

GoorSnes Real Service. riends are ee wot? 

*&G Us. PATO the Best—the most depend- Ye a, 
Straps, Sandals made over the fam- 

ous Comfort lasts—just the staples 


able! Buy with Safety— 
No. 117. Black Kid Open Throat Cutout Tie; Com- you need to complete your stock » 


Sell with Profit! 
b : ; ift. ice. No. 135. Black Kid Cutout Open Throat Tie; 
stock widths A, B.C. D. E Priee $265 ass and service Modified Toe Last; Leather as 14/8 nee 
Rubber —_—. In stock widths A, B, C, D, 
Price $2. 


m, 






























In Stock Catalog 


Important—Write today for new 
“Ye Olde Tyme Comfort” Catalog. 
Same Day Service on Oxfords, Ties, 

















No. 1000. Black Kid Boudoir Slipper; Combination 


° . Last; 6/8 Leather Heel; In stock widths B, C, D, No. 936-8. Black Kid Tip Oxford; Full 7 
sa3 Te — ee en we re E. Price $1.65. Combination Last; Drill Lining; 10/8 Heel; 


” Olde Tyme Comfort’? Rubber Toplift. In an 
Olde Tyme Comfort’’ Rubber Toplift. In stock widths C, D, E, EE. Priee $2.10. 


widths A, B, C, D, E. Price $2.65. 





Noe, 911-8. Black Kid Two-Strap Sandal; Combina- Ne. 902-8. Black Kid One-Strap Sandal; Drill Ne. 934. Black Kid Commonsense Oxford; Com- 
tion Last; Drill Lining; 14/8 Heel; “Ye Olde Tyme Lining; 10/8 Heel; ‘““‘Ye Olde Tyme Comfort’’ Rub- bination Last; Drill Lining; 8/8 Heel; ‘‘Ye Olde 
Comfort’’ Rubber Toplift. In stock widths A, B, ber Toplift; Combination Last. In ‘stock widths Tyme Comfort” Rubber Toplift. In stock widths 
C, D, E. Price $1.95. B, C, D, BE Price $1.85. E, EE. Price $2.10. 








LUNN and SWEET 


Division of Ault-Williamson Shoe Co. 


AUBURN—MAINE 
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AT THE RECENT SPRING STYLES CONFER- 
* ENCE THAT 60% OF THE STREET AND 
GENERAL USE FOOTWEAR 
FOR WOMEN WOULD BE 
MADE OF BLACK KID. 


PREDICTED : : 


CHOOSE 
EITHER 
WITH 
CONFIDENCE 


ATS 


FINISH 


-KID- 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 26, 1931 










ALL PURPOSE 


DA ee a OO 











SPORTS WEAR 





FOR SPRING 
ex on 








SPECTATOR 






STREET WEAR 






EVERYWHERE 






should be made of 

























ELKO or 
DEERSKIN 
OR SPRING IS A. LISTS because 
TS AGREE ON ONE 1 H WHITE FOR they are pliable— 
FOR SPRING IS A C STYLISTS soles 
TS AGREE ON ONE T WHITE FOR —_ ortable— 
FOR SPRING IS AC STYLISTS easily cleaned 
TS AGREE ON ONE T 


N WHITE FOR and durable. 
FOR SPRING SALL STYLISTS | 







IS A CE AS ALL STYLIST! 
NONE TH: MUCH WHITE FOR 





NORTHWESTERN LEATHEFS 
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furthermore... 


these companion leathers 





















have won wide esteem as 
perfect juvenile shoe 
leathers. Parents appreci- 
ate shoes which keep 
youthful feet carefree and 
lively. So, sell them the 
extra comfort and service 


in Elko and Deerskin. 





OTHER 
NORTHWESTERN 
LEATHERS 


RUSSIDE 
RUGBY 
KITCHENER 
SMOOTH SIDES 
W. L. I. 
Newtan 
Sootan 


THEFCOMPANY TRUST BOSTON Ek Sides 
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Style 333—Patent Leather. 
Style 326—Madrid Brown Kid. 
Style 320—Black Glazed Kid. 


Tongueless Tie, 313 Combination 
Last, 14/8 Wingfoot Heel. 


Widths AAA to EEE. 320 e 

Sizes 2% to 10. 326 : 

lalallala rn 333 . 
Style BB.ccccccccccccscce 4.65 405 

413x 

436 . 

437 . 


1912x 
1918x 










Style 413—Black Kid One Strap, 
Rajah calf underlay, 314 last, 14/8 
leather Cuban heel. 


Widths AAA to EEE. 
Sizes 3% to 10. 


Style 41B.ccccccccccccc ce cQ4.C8 









underlay, 314 last, 14/8 leather Cuban 
heel. 


Widths AAA to EEE. 
Sizes 3% to 10. 


Style 405 ....ccecceccees $4.65 


To Retail for 
$7.50 to $8.50 


Code Words for Use in 
Telegraphing Orders 












gee ee fe ee ee 
37 Canal Street 
Rochester, New York 
















Style 436—Black Royal Calf. 
Style 437—Brown Royal Calf. 


Perforated Blucher, 609 Combination 
Last, 16/8 Leather Cuban Heel. 


Widths AAAA to C. 
Sizes 3% to 10. 
Style 436.......000 000+ 84.65 
Btvle: ADF o.oo scvececivcsess AGG 








Barclay 






President 
Golden 
Goshen 


Clarissa 










James 






Lorimore 
Kirk 

Mento 
Moose 
















Style 1918x—Black Kid, silver dot 
Hippo calf trim. 






Style 1919x—Patent Leather, silver 
dot Hippo calf trim. 
Button One Strap Slipper, 314 last, ° 
14/8 leather heel. 

Style 1918x..........02.- 84.65 

Style 1919x.........0056-6-- 4.65 


















Style 1912x—Black Kid Tongueless 
Tie, black Hippo calf saddle, 313 last, 
15/8 leather Cuban heel. 


Style 1912x......000000- 84.65 
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FOR MEN’S 
SMOOTH » and BOYS’ 
RUNNING <n TRADE 





These shoes are not a “new line” created to meet the present emergency. 
Hazzard Shoes have been leaders in the popular price field for many years. 


Their style makes them “quick sellers”! They have “quality” in them to 
give satisfaction. See this smoothly running line at your wholesalers. 


GARDINER, MAINE—2, FACTORIES —AUuGUSTA, MAINE 
R. P. HAZZARD COMPANY 


Salesrooms General Offices 
119 Lincoln St., Boston Gardiner, Maine 
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LET’S THINK AN TERMS OF THINGS THAT ARE 


N E W 



















Age-old theories are in the discard. Today the themselves. The principle on which they are made 
reward goes to the merchant who offers something is altogether mew and different, and represents a 
new, distinct, different. Like Foot Delight shoes. radical advance in shoemaking technique. 

The success of Foot Delight during the past two Plan on seeing the Foot Delight Display in 
years has been nothing short of amazing, due Chicago—and in making your selection for 1932, 
primarily to the distinctive features of the shoes remember these things about Foot Delight shoes: 




















Once a woman has worn Foot Delight, she is never really 
happy in any other shoes. They make permanent friends 
and enthusiastic customers for the stores where they are 
sold. They hold your own customers and bring others to you. 





Due to their remarkable fitting qualities and their smart 
styling, they sell quickly and easily. 





No other shoe can be like Foot Delight! Its features are 
exclusive . . . patented.* Don’t make the mistake of re- 
garding Foot Delight as merely a line of shoes. It is far 
more than that. In the opinion of many of the most 
prominent shoe merchants, Foot Delight stands for the 
soundest, most complete proposition in the shoe industry. 


Bancroft Walker Company, Boston, Massachusetts. 





125 Foot Delight shoes are carried in stock, thus insuring to our customers 
a service and a rate of turnover never before known in shoes which retail at 
$7.50 and $8.50. Foot Delight shoes will be on display at the N. S. R. A. 
Convention in rooms 648, 649, 650. 


* Reg. U. S. Pat. Off. 
Patent 1,695,134. 


Be A her ll br Me OAD LINE ow we ae ES ae ee ae T O a ae 
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(RE 


» made 
ents a 


lay in 


1932, 
OeS: 





Next Week 
You Will Find 


in “The Recorder” 


WE have asked a timely question 

one thousand’ merchants: 
“Have you your house in order and are 
you ready for come what may in 1932?” 
No man in the trade should miss the 
symposium scheduled for the January 
2nd issue. Here are samples of its 
contents: 

L. P. Hallack of Wichita, Kan., says: 
“IT have come to the conclusion that I 
am not responsible for conditions but 
I am responsible for profit. We have 
lost volume but we are most certainly 
on the right side of the ledger and 
that’s what, counts. In 1932 we must 
have absolutely fashion-right shoes. 
Heretofore, we have been too willing 
to buy experimental shoes; but not from 
now on.” 

George Fisher of Knoxville, Tenn.: 
“Maintain the quality of merchandise 
just as high as the character of the 
store will justify. When the mist is 
cleared away such merchants will be 
found on the top of the pile.” 

Milton G. Harper of Philadelphia: 
“Spring season offers greater possibil- 
ities for promotion in our trade. With 
favorable retail prices we can get a 
greater share of the public’s apprecia- 
tion.” 

Seaton Alexander of Wheeling, 
W. Va.: “More truthful advertising 
will result in better advertising. Too 
many makers and dealers have gone 
broke making ‘dream shoes.’ Let’s 
make the practical beautiful so that 
customers come back to the same dealer 
again for the second pair.” 
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DESPITE 
the pleadings of the 
BANK OF ENGLAND 


we refuse to abandon the gold standard! 
There's more gold than ever in them thar 


Hills... 


o 
WHICH 


accounts for the fact that more merchants 
take to the Hills each year... 
AND KEEP OUT OF 
THE DEPRESSIONS 


6 


Our scientific department reports that 
SANTA CLAUS 
does not come down the chimney. The 
latest evidence shows that he enters through 
a large hole in the pocketbook .. . 


o 


Statistics likewise prove that the salesman 
makes his money on the dotted line ... . 


while the shoe merchant makes his on the 
Hill line... 


o 


For the HILL LINE is the shortest line 
between two profits—the first sale and the 
resale. 





NUMBER 510 costs $3.25 SELLS AT $5.00 
and is only one of 45 styles shown in our latest catalogue. 


write 


THE FOUR HILLS OF HUDSON 


commonly known as 


HILL BROS. CO. . 
HUDSON 
MASS. 
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The VOICE of the TRADE 


Dolores Del Rio 


doesn’t wear stockings in the pic- 
tures for the reason that, when she 
signed her contract to appear in 
the movies, she insisted on a clause 
providing that the producers should 
supply her with hosiery. The 
thrifty magnates cast her in roles 
that required no stockings. 

Even the staid, old Bureau of 
Standards in Washington is hos- 
iery-conscious. A Washington dis- 
patch states that the Bureau has 


SIR-NOT LIKE THEY 


ut ~ / 





been investigating feminine hos- 
iery, and the scientists have decided 
that an average standard length of 
thirty inches should be established 
for stockings. Many women have 
sent in protests stating that in the 
arbitrary length some of them look 
like infants in socks, while others 
whose legs are shorter than nor- 
mal claim the stockings will ap- 
proach their ears. The announce- 
ment is made that now that the 
stocking length is standardized, the 
Bureau scientists skilled in such 
matters are proceeding with the 
study of the feminine leg in order 
to fix a national standard. This 
will include measurements for the 
instep, heel, toe, ankle, calf and 
welt for the various sizes. Now 
that style shows are waning, those 
optically-interested might apply to 
the Bureau at Washington for fur- 
ther information. 
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The Lynn Chamber of 


Commerce just received from 
Thomas Bata, the celebrated shoe- 
maker of Czechoslovakia, a check 
for $25 in payment of his member- 
ship dues for the coming year. He 
has been a member of the organ- 
ization for years, joining just af- 
ter the war, when he started two 
factories in Lynn. He later sold 
the factories but continued to 
maintain his membership even 
when the Lynn Chamber was de- 
manding a duty on shoes and was 
saying plainly that it wanted to 
keep Bata’s shoes out of the Amer- 
ican markets. He shows good 
sportsmanship—ever. England and 
Germany are all aflutter over re- 
ports that the Czar of Zlin is con- 
templating new factories in their 


countries. 
* * * 


‘ er has its 
Four Marks Bros.—‘‘Mc- 


own 


Kayo” Emanuel, “Welto” Leslie; 
and 


the 


“Compo” 
Cincinnati 


“Archo” Julian, 
Maxwell—and 


i 
Sr 


NN 


newspapers have pictures of the 
members of the L. V. Marks & 
Sons Shoe Company being intro- 
duced to the Four Marx Brothers 
—Groucho, Harpo, Beppo and 
Chico. 

“Here we are all together,” 
“Groucho said to the shoe Markses, 
“and what strikes me funny is you 
don’t look like us.” 
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“Thank heaven,” muttered one 
of the Cincinnati Markses, where- 
upon Harpo put up his fists and 
began kicking his own _ brother 
Beppo in the pants. You see by 
this time Harpo, whose mind is in 
constant confusion, had all the 
Marxes and Markses mixed up and 
couldn’t separate the visitors from 
members of his own family. Har- 
po’s attack ended only when the as- 
sorted silverware of the Nether- 
land Plaza, Sinton-St. Nicholas 
and Gibson Hotel began to fall 
from his pants leg. 

es 


six XE "t35. 


\ 


Le sw) 





ls) mae 
rade associations 


may balance production and de- 
mand through limitation of over- 
production,” is the statement made 
by Walter D, Hines, at the third 
session of the symposium of Anti- 
Trust Laws conducted by Colum- 
bia University. He further states: 
“They can function effectively un- 
der the present laws if they do not 
attempt to stifle price competition” 
—and that “the principal hindrance 
to initiative of industry in limiting 
overproduction is the fear of pos- 
sible legal action by the govern- 
ment.” 

There is much the same thought 
in the Swope Plan. Let us now go 
back to Henry, King of England, 
in the year 1272. Henry, King of 
England, then being faced with a 
situation not so very different from 
































that of today, ordered that there be 
established “Ye Cordwainers & 
Cobelers Companie,” and, further- 
more, he authorized it to “supervise 
ye trade and fixe ye prices for ye 
reliefe and ye advancement of ye 
wholle business.” 

That phrase “‘ye wholle business” 
is most inclusive to say the least. 

x * x 


Lvs surprising to 
learn that even cannon balls con- 
tribute something to leather for 
shoes. A few of them are put into 
revolving drums, together with 
pigments for making finishes for 
leather, and as the drums revolve 
the cannon balls grind the pig- 
ments to a very fine powder. This 
powder is subsequently mixed with 
liquids and the mixture is applied 
to leather to finish it. 

o-oo 


A dyed-in-the-wool 
Arch Preserver enthusiast names 
his son after his beloved business 
trade name. Sidney Newman, man- 
ager of the A-P 39th St. shop in 
New York City is not to be won- 
dered at. This first born of New- 
man’s was duly christened James 
Sidney Newman, but nicknamed 
“Archie.” 







YES MAM - WHILE You 

watt FOR r 
On OUR LATES 

TRY OY SHORS 


— F. Dutton, 
of Lexington, Mass., making a 
drug store purchase the other day, 
chanced to see some baby shoes on 
the counter nearby. On inquiry, it 
developed that these particular 
shoes were being sold in drug 
stores at somewhere around $1.75 
to $2.00 per pair, as part of the 
merchandising plan of a manufac- 
turer of canned food for babies. 
In sales retaliation, let the shoe 
store go one better—a Gandhi cos- 
tume with every pair of baby shoes. 
ee 


A cengenieniens Connery, 
who is now chairman of the House 
Committee on Labor, has intro- 








NOW’S THE TIME TO FALL 
IN LOVE 


With apologies to Eddie Cantor 
By C. C. Sutherland, Omaha, Nebraska 


Patents are cheaper, 
Satins are cheaper, 
Now’s the time to buy your shoes. 


The buyer, the seller, 
You’ve heard them all beller, 
| haven’t very much to lose. 


Now go downtown and do some 
fancy shoppin’, 

Buy some shoes and then do some 
fancy hoppin’, 


For, calfskins are cheaper, 
Kids are still cheaper, 
Now’s the time to buy your shoes. 








duced into the House a bill that 
provides that merchandise, wares 
and goods, produced by women or 
minors who work more than 48 
hours a week, may be divested of 
their interstate character. A hear- 
ing on this bill is ordered for Jan. 
4 at Washington. 

If this bill is enacted, then it 
will become possible for a State 
which has adopted a forty-eight 
hour law for women and minors to 
forbid the sale within its bounds 
of any merchandise, wares or other 
goods made in another State that 
has no forty-eight hour law. 


* %* * 


dd 
Late Botte Sauvage” 


is the novel heading used by Free- 
man, Thompson Shoe Co. of St. 
Paul, Minn., to arouse interest in 
a winter boot, bottomed like a moc- 
casin—with an outsole, and a knee 
high leg. An ankle strap, with a 
buckle fastening is incorporated 
into this boot as a means to hold it 
snugly around the instep and pre- 
vent slipping, as well as to serve as 
a brace for the ankle—something 
in the same way that a strap is 
passed around an army shoe by an 
old soldier when he has to make a 
long march. This boot, of substan- 
tial construction, is fairly light in 
weight. It is intended for hunt- 
ers, fishermen and other sports- 
men. It is waterproof. 
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F. £. Hart, 


of Kansas City, sends us the fol- 
lowing by Judge Dickerson of 
Wichita, Kan.: 

“So old Sitting Bull is dead and 
here we didn’t even know he was 
sick, but we do know that a lot of 
merchants and other business men 
have been doing a sitting bull act 
for the past several months. 

“They’ve been content to sit and 
bull each other into the idea that 
good times were just around the 
corner. That’s a laugh for you. 





RE \ BIN SITTIN’ 
ary SITTIN ‘—AN 
NOT A SIGN 

oF AN ORDER 











“The guy that wrote that good 
times were just around the corner 
was seated in the middle of a round 
house without a corner in sight. 
He’s like the chap who said: ‘All 
things come to him who waits.’ 

“Maybe so, maybe so, but it’s 
usually the sheriff with a writ of 
ejection in his hand who arrives 
first. 

“The real merchant is the one 
who hasn’t the time to sit and bull. 
He’s up and at ’em from a little 
earlier in the morning to a little 
later at night. 

“Instead of pondering for hours 
on what’s wrong with things, he’s 
busying himself with righting 
things. He’s advertising a little 
more; brushing up his store a lit- 
tle more and giving more of his 
personal attention to the conduct of 
his business. 

“Produce or vamoose.” 


* * x 


uu Wallace, 


operating several retail shoe stores 
in Boston, is giving away a ton of 
coal a day to those in need of it. 
The system is simple. Visitors to 
the store, whether customers or 
others, write out the name of some 
person who needs coal, or the name 
of some charity organization. At 
the end of each day one name is 
drawn from the list of those turned 
in and to that address Mr. Wallace 
sends a ton of coal. 













ace, 
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5 or 
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Benj. W. Childs, 
of Holyoke, Mass., and Hartford, 
Conn., is interested in winter sports 
to the extent of emphasizing in his 
stores: “Enjoy New England 
weather by taking part in winter 
sports. For your footwear require- 
ments look to Childs whether you 
are a spectator or a participant. 
Women’s Smart Rubber Oxfords, 
Women’s Rubber Overshoes in 
new designs, Women’s Jersey 
Smartics for warmth, Men’s New 
Rubber Arctics in low or high 
cuts, Ice Hockey Shoe Skates for 
all, Ski Boots for Men and 
Women, Skiis, Snowshoes, Acces- 
sories, Fancy Silk Umbrellas.” 
Health and the great outdoors sold 
through shoe stores. 


Visitors to 


Brockton are hereby warned to 
bring or buy smoked glasses before 
touring the various shoe factories. 
It seems according to a two-column 
story in the Times that the Doyle 
Shoe Co. has painted their plant 
in such colors that the opticians are 
doing a rushing business. 

Both Billy Doyle and his Uncle 
Albert duck the responsibility for 
the vivid, dazzling green and silver 
color scheme used. Even the Doyle 
symbolic shoe that tops the apex 
of the building received a brilliant 
coloring. What the Empire State 
building is to New -York, the new- 
ly painted Doyle factory is to 


Brockton. 
kok x 


4d 
ite to me as 


if the shoe trade can’t make up its 
mind what to do about prices.” 
This was the comment of Joe Edel- 
mann who, until his retirement a 
few years ago, was one of the best 
known traveling representatives 
for Brooklyn shoe manufacturers. 
Joe is living at the Commodore 
Hotel, New York, and insists that 
he wasn’t visiting the shoe show, 
but that the show was visiting him. 
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4d 
Where is that 


very attractive young man who 
waited on us yesterday,” inquired 
a couple of dizzy platinum blondes. 
“In the hospital,” replied the 
shoe store floor man. 
“That’s funny. He was so agree- 
able and attentive only yesterday.” 
“Yeah, that’s what his wife 


thought.” 
* ¢ 4 
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4d 
The Snow Train” 


is going to run out of Boston an- 
other season, to carry winter 
sportsmen to “Ski-Land.” Last 
winter this “Snow Train” carried 
many people to a Sunday outing 
where the snow was deep and the 
ice thick, and as a consequence 
Boston stores increased their sale 
of ski and skating booths, and like 
equipment. Some of the bus com- 
panies are going to run motor 
trips, over the week end, to the 
winter resorts. A sports-winter 
ahead. 














* * * 


Bub Gallagher, 


of the Lorraine Children’s Bootery 
of Miami, Fla., writes: 


“Having read the article on taxes 
in one of your December issues, I 
wish to state that it is one of the 
finest articles I ever read on the 
Sales Tax. I believe that the peo- 
ple of the United States cannot be 
taxed for the necessities of life and 
hold the standards of living they 
are accustomed to and still be a 
strong, patriotic nation. 

“Human nature doesn’t mind 
paying for luxuries. A tax on to- 
bacco, soft drinks and amusements 
would go a long way in taking care 
of the deficit and the public would 
not mind paying for that tax as 
they would be getting a return in 
pleasure immediately for their in- 
vestment. 

“Businesses all over the country, 
due to the depression, have had to 
cut the salaries of their employees 
anywhere from 10 per cent to 50 
per cent. Federal employees have 
not been cut 1 per cent. Govern- 
ment, State and municipal adminis- 
tration costs are increasing, due to 
politics. 

“Let us look to our standards— 
the legitimate merchant is not mak- 
ing money this day and time. It is 
the fly-by-night and cheap-quality 
merchant that is muddying all busi- 
ness and helping to increase the 
depth of this depression. But busi- 
ness is taking a turn. Manufactur- 
ers and merchants have found that 
all cannot be selling cheap mer- 
chandise.” 
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SPECIAL TODAY! 


WITH EVERY $5 
PAIR OF SHOES 
GET A NEW YEAR'S 
NECKTIE FREE 
FoR 
HUBBY / 


—— CASHES IN ON His CALAMITY! 





No Unemployed Brains 


And—It You'te Looking 
for Somebody to Help 
You Out of Your Diffi- 
culties Next Year— Take 


a Real Good Look at 


Y ourself 


By 
PELHAM BARR 


/o you remember ‘way back 
in 1931? When everything broke through to new 
lows and they had to make chart paper twice as deep, 
and men were actually selling apples on the street 
and business turned the corner so often that it got 
dizzy? 

It has been said by some economist that 1931 wasn’t 
such a good year. Perhaps it wasn’t; they come that 
way once in a while. But 1932 What kind of a 
year will the retailer have in 1932? And what should 
he do about it? Perhaps it would be easier to predict 
the kind of a year 1932 will not be, and to suggest 
what the retailer should not do about it. 

What kind of a year will it be? In 1932 business 
will be half as good as the Republicans say it is and 
half as bad as the Democrats say it is. 

Those merchants who think that 1932 will be 
another 1929 (first half) will be disappointed. There 
will be no grand buying rush. For a good part of 
the year, at least, there will still be twice as many 
soles worn out as uppers. Business will not be easy 
to get and those retailers who are planning to do 


their merchandising in three hours on the golf course 
and ten minutes at the stock ticker will be disillu- 
sioned. Even the president of the company and the 
advertising manager will have to work for a living. 

Nor will 1932 be a year in which just volume will 
mean big profits. It will take a lot of hard squeezing 
to extract from a big volume of sales even a couple 
of specks of the vitamins of profit. And there are 
a lot of tricks in squeezing, as every merchant has 
found out even in good years. 

It will not be a good year for cutting expenses. 
They have been trimmed too much already in the last 
two years and in the wrong places. Overhead, par- 
ticularly, has been overcut; it isn’t necessary for a 
man to cut his throat in order to get a clean shave. 
Especially has there been too much cutting of expen- 
ditures which don’t cost anything, and of these the 
most important are the expenditures of thought. The 
administrative overhead of any retail store is seldom 
too high; it simply isn’t being used enough. 

The new year will not be a good year for the kind 
of advertising we have been having for the last five 


BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 26, 1931 








years. Advertising alone will not revive prosperity, 
no matter what nice things advertising agents say 
about it. Back of advertising must be sound mer- 
chandising thought, but it has always been easier to 
substitute high flown words. The advertising which 
we have seen since the excess profits tax made ad- 
vertising profitable is not the kind which can revive 
anything, because it is dead itself and should be given 
decent burial. 


\dvertising to the 1932 consumer 
will need, more than anything else, the truth. For 
years now millions on millions of dollars have 
been thrown away on words which sometimes didn’t 


mean anything. And when they did, they were 
sometimes not true. We have deflated everything else 
until it seems as if it were turned inside out. About 
the only important deflation still to come is that of 
advertising language. Unfortunately, in the last year, 
language has had a big boom and the slimmer the 
appropriation, the more blown up the copy. There 
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are a lot of words which would be bet- 
ter in the unemployed part of the 
tionary. 


dic- 


Next year will not 
be a good year for high pressure sell- 
ing. Most of our merchandising 
chinery should be retired to Mr. Ford's 
industrial museum along with the other 
antiques. Most of it has been decrepit 
for some time, in spite of our pride in 
“modern methods” and new types of 
efficient outlets. One reason why we 
are where we are today is because we 
tried in our prosperous years to put 
high pressure on this tottering ma- 
chinery. To try to run it during 1932 
under the high pressure which we think 


ma- 


is the cure for slow business is like 
putting three airplane engines into an 
1895 automobile. 

It will not be a good year for imagic. 
Nobody is going to discover any mer- 
chandising panacea which will do away 
with every trouble except the trouble 
of banking the profits. A lot of manu- 
facturers these days are looking at 

their retail accounts and wishing they 
weren't there. These manufacturers are 
dreaming dreams of eliminating the re- 
tailer and reaching the great American 
consumer direct. That is nothing for 
the merchant to lose sleep over; he 
needn’t lie awake nights himself trying 
to think up some merchandising scheme which will 
make all his problems evaporate. There isn’t any such 
scheme and there won’t be one in 1932. 

But 1932 will be a good year for a number of de- 
velopments which have long been overdue, some of 
which are total strangers to us. If there is anything 
in the theory that American business is having valu- 
able lessons paddled into its head during the long 
session behind the barn, then 1932 is the time to prove 
the value of those lessons. It will be a fine year for 
showing whether we have learned sense and worked 
up enough courage to use it. Perhaps there have been 
too many lessons packed into one paddling and the 
merchant has stopped trying to know what it all 
means. He sees so much red ink in his accounts that 
he has forgotten that black ink is manufactured. Per- 
haps he has become so accustomed to seeing red that 
he can’t get mad any more. When an individual or 
a city or a nation loses the capacity for getting mad, 
things are in a very sad way. 

At what and whom should the retailer get mad in 

[TURN TO PAGE 108, PLEASE | 


























Novelty Interest to 


HE Spring holds promise of a goodly percentage of black for the open- 
ing months. Because of the great percentage of black coats worn this 
Winter and the continued vogue of black and white dresses, green and 

red woolens and silks, black will continue. 


Brown carries on in deep rich shades as a complement to the brown and 
green ensembles, also as a contrast for Scotch and woolen mixtures. Brown 
will also be used as contrast to plain and figured beige silk dresses. 


A revival of blue in pumps and tailored shoes for the town ensemble 
is forecast. Dark blue leather will be the complement for the chalk and 
lavender blue, also powder blues which are selling in the silk marts. 


Fawn brown is styled for the between season footwear, to be worn with 
novelty tweeds and woolens. A very light eggshell tone is probable because 
of the fact that eggshell beige is shown in dresses and hats for Spring and 
Summer, and because of the jacket dresses in pastel shades are using a tiny 
jacket or bolero which is trimmed in eggshell fur or light tan. The tendency 
to wear all white or white combinations with all types and styles of garments, 
including the outer coat in beige, blacks, browns or Scotch mixtures and nov- 
elties, makes white paramount this season; in fact white shoes will be an im- 
portant item in every wardrobe. Color in vivid and pastel effects will be 
seen in resort and leisure footwear. 


BooT AND SHOE RECORDER 
58 combining THE SHOP RETAILER, Dec. 26, 1931 













































Dominate in 1932 


ATTERN interest centers in the novelty types for Spring. Prince of 

Wales themes are registering in spectator and town types, accenting a 

rounder toe last and open tongue effects. Unlined pumps are showing 
in bench lines, taped on inside of top line often decorated with perforations. 
Sandal themes either in closed types of banded vamps are selling in all white 
in high colored kid and fabrics, and in the newer very light welts made of calf 
in high colors, or pig and mesh, or ecré and fabric in combinations. Novelties 
in rough grain and dulled surfaced leathers are shown in high colored 
medium and block heel sandals. 

Special lasts have been worked out with a shelf-like quarter before the 
drop. Colored heels are much in favor and the black celluloid heel cover 
is shown with the black kid vamp, piped in red with grey suede quarter. 
These types are ultra and promise a Parisian vogue also. Red or blue and 
orange kid trimming on fabric shoes is repeated in heel covers and underlays 
for resort wear. Care should be exercised in the placement of the vamp 
straps on the toe lines of sandals. 

Some manufacturers are leathering up pump lasts. But the necessary 
spring or lift up of the throat line may be accomplished by using different 
thicknesses of shovers between the lasting. Patent leather is registering in 
combinations of early shoes in slashed sandals and as trimming on black 
mesh or fabric. 
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ew Styles G 


HOE locomotion and tire locomotion have something 


in common in January. Both start a new season with 
display shows. In the automobile shows, orders are ex- 
pected for a million cars—more or less—stimulated be- 
cause of new models, stream-line pattern and design. Prac- 
tical features in hood designs, in engine dependability and 
case of handling will be the sales appeal and not glitter 
and color. 

Men’s shoes that present practical ideas will have the 
best chance this spring. Color is important, but not so 
important as stream-line appearance, crimped vamps, bel- 
lows tongues and the new Blucher developments. 


ANY practical features have become stylish this 

year, because the style leaders have adapted them. 
Shoe retailers have an opportunity to sell shoes cn some 
other basis than plain shoes if they feature types. 

All predictions point to ventilated shoes as being the 
leaders in the feature field, and many are the variations of 
patterns, fabrics and leathers used in the laudable attempt 
to keep the feet cool and comfortable during the warm 
weather. 

Elk finish leathers in both regular and unlined patterns, 
are being developed with the idea of making many extra 
sales. 


ive Momentum 


Some of the outstanding “promotion” shoes in brown 
include: A high style Bourbon brown oxford which 
may be worn with both the greys and browns in the 
spring suitings. Semi-brogue, straight tip, Blucher pat- 
tern on the new narrow toe lasts will sell in the coast 
cities, while the modified French last will still hold 
in the Central States and Texas. 

Next comes the full brogued fairly heavy oxford in 
either light weight genuine cordovan, cordovan colored 
or oxblood calf. Primarily this is a campus type. The 
plain toe Blucher cut, both with saddle and plain will 
go very well. This particular shoe is the college staple. 


HE custom last and spade shank combination, with 

the last carrying a bit of a spring, and a 9/8 heel, so 
that the shoe may be promoted for walking, looks promis- 
ing. The new tight grain Bourbon shade calf is best 
suited for this shoe. 

Brown buck is due for promotion in the high grades, 
but will not be successful in the regular run of trade, as 
it is a real extra pair dress sport type, not suitable for 
general street or dress wear. Good in the neutral browns, 
the very dark fawn but not the yellows, and in narrow toe 
lasts only. Quite a bit of perforation as well as wing 
tips on both the shoes made of all buck or suede and those 
fashioned with combinations of buck and calf. 
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to Speed Up 


B LACK shoes may also be sold on a type basis and 
thus increase the pairage sales. Consider the semi- 
bright calf straight tip, circular seam oxford. A fairly 
light weight shoe on a custom last which carries a de- 
cided spade shank to good advantage. 

Then a novelty oxford for the young men, combining 
the smooth and boarded calf finishes. May be made on 
many different lasts, depending on the grade and part 
of the country covered. 

A practical shoe for salesmen must be a good walking 
type, high arch, good tread, but not too conservative. 


UCH black and white shoes as may be worn in place 

of the all white shoe for regular street wear. Regu- 
lation black calf wing tip and heel foxing with white calf 
or buck. New models in black calf, contrasted with gray 
elk finish in a street sport novelty. Saddle of black calf 
on white buck, a plain toe pattern. This same shoe is 
adapted for golf by using the Blucher pattern, large eye- 
lets and bellows tongue, composition soles for the most 
part. A rather heavy sport oxford in plump white boarded 
calf and black grain in both leather and composition soles. 
This shoe will be seen on the street for general wear, in 
spite of the fact that it was primarily designed for popular 
priced golf use. 
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Shoe Selling 


HARACTER of leather is very important this Spring, 

as there will be many combinations of leathers used. 
There is every possibility of promoting some real extra 
business in leather soled sport shoes for young men by 
contrasting the elk finish leathers with the grains. Blond 
pig with pebble grain is one of the new combinations. 
Genuine white pig, when used with black calf and made 
on a narrow toe last, Blucher cut and wing tips will be 
an important type for sports wear. Many variations of 
ventilated shoes in both the mesh fabrics and leathers 
lend themselves to practical selling promotion. 


BOVE Recorper models reveal: Brown calf and 

brown mesh fabrics, with many variations even to 
white buck and white mesh. Young men’s ventilated types. 
Brown calf, tip and trimmings, smoked elk vamp and quar- 
ter. Brass eyelets, green fittings and green crepe soles, 
green fair stitching. White calf vamp, used in many 
leathers, except black. White quarter, new stream-line 
appearance, the “Spat” effect. Pattern best in narrow toe 
last. Young men’s model, snapped up with four rows of 
yellow silk fitting. Note the pinking and perforations. 
Seamless vamp, a brand new pattern. Sometimes carries 
a bellows tongue. 





Sandal Patterns for Girls; 


P roblems in styling growing girls 
footwear can be minimized to a great degree if the 
correct lasts with lines and proportions reflecting 
youth are incorporated. The heel seat should continue 
into a shelf for the first lift of the arch so the weight 
is properly balanced. Wide and short vamp shoes do 
not solve the problem. It’s the length of the arch 
and toe room, plus a narrow heel with fullness at the 
base line of the counter which fits the growing foot. 
The second consideration is suitable patterns and 
trims with the correct youthful patterns of prints or 
leathers for the accomplishment of strap or trim 
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Top of page, left to right: Girl’s sandal in black patent or brown kid, 
with contrasting trim and strap, walking type heel; girl’s lounging 
or beach sandal with low block heel and interlaced thong on fore- 
part; young girl’s Mary Jane pattern in black patent leather; at the 
bottom, girl’s eyelet tie in brown alligator with brown calf trim. 


detail. Plain buckles and simple perforations should 
be employed in growing girls’ lines. 

The heights and contours of heels should also be 
studied as certain round toed sandal types require a 
square looking block heel, while a pump with throat 
trims sometimes needs the petite Louis for daytime and 
afternoon wear. The vogue of white footwear for 
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Sports Footwear for Boys 


Top of page, left to right: Boy’s spring heel Blucher moccasin in 
brown elk with ornamental stitching; boy’s rubber soled natural pig- 
skin sport oxford with light elk saddle; rubber soled sport oxford in 
white calf with black trim, heavily perforated and pinked; at the 
bottom, boy’s wing tip sport type oxford in two tones of brown calf. 


growing girls is causing all types of smart footwear 
to be made in white kid and novelties. Elk and calf 
shown in perforated and smart cruiser lines are finding 
place in town footwear for growing girls. 

A division exists, practically an even division, as to 
whether. the styling of boys’ shoes should be from a 
“like Dad” point of view or from distinctly health or 
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corrective angles. As in the men’s shoes, the Bluchers 
are swinging into considerable popularity. Wing tips, 
and long ones at that, are decidedly strong. Shark 
tips have been somewhat backward until the present 
season, when it is believed that they will develop 
considerable strength in the better grades. 

There is a real trend to the browns in boys’ shoes 
for the early Spring. Orders placed show the browns 
are selling on an even basis with the blacks. Last 
season the percentage was 60 per cent black to 40 per 
cent brown. Until Easter a generous proportion of 
all shoes will be of elk or pebble finish. 
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From New Home Building 


Basis of Our Next Era of Prosperity 
to be Found in Mass Production 
of Dwellings—Stores Also to 
Feel Effect of Scientific Application 


Where is new money for shoe profits 
to come from? Shoes aren’t bought out of accumu- 
lated capital as are houses, automobiles and the 
major items that have to do with our daily needs 
or even our major luxuries. Shoes are bought out 
of wages, the daily, weekly or monthly stipend for 
labor. What is there in prospect that will furnish 
new wages for the purchase of new shoes? 


Let’s look back over the last twenty years to see if, 
in the economic history of those two decades we 
cannot find something that will serve as a key to 
unlock the door of the future to give us a peek, at 
least, into the unknowable and give us a glimpse, 
perhaps, of something that will stimulate our hopes, 
our desires and, possibly, aid us in shaping our future 
courses of business policies. 

It is pretty well agreed among economists that much 


of the prosperity that extended from 1920 to 1930 
was founded on the development of the motor car, not 
only as a vehicle for personal pleasure and travel, but 
as a means of commercial transportation as well. Not 
only did the automobile in its mass production bring 
about a revolution in transportation, but, by virtue 
of the millions of men employed in the industry and 
the billions in wages paid out over the period of the 
last twenty years, which was one of the sustaining 
factors in the greatest era of prosperity the country 
ever has known. 

Casting aside, for the moment, the possible argu- 
ment that the automobile industry will continue as 
a big factor in rebuilding prosperity and assuming 
that a new industry is needed to give a new impetus 
to a new prosperity, in which direction may we look 
for that industry? What is it likely to be? 
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Will Come New Shoe Money 


Radio and aviation, two new industries which gave 
some promise shortly after their inception of reaching 
large-scale proportions, seem definitely out of the 
running. Mass production has been applied to radio 
and wide distribution has been gained in radio sets 
and equipment, yet the industry is not comparable to 
the automotive industry in size, in volume of money 
handled or in wages paid out. Aviation is still an 
infant industry and showing signs of reluctance to 
progress to adolescence. Few experts believe that 
airplanes ever will become as popular as automobiles 
are now. The development in aviation is more likely 
to be along the lines of our railroad development in 
the last century ; that is, as a system of transportation. 
While this development undoubtedly will add to our 
prosperity, it is unlikely that mass production of air- 
planes will reach, within the next decade at least any- 
thing like the proportions that mass production of 
automobiles has attained. 

Instead of a new industry, it now appears that 
we must look to an old industry—one of the oldest 
in the world—to furnish the new impetus. Atten- 
tion is centering more and more on home building. 
But it will be a new kind of home and a new kind 
or industry that will build it. 
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Attention has been focused on the possibilities of a 
gigantic revival in the building industry by the recent 
Conference on Home Building, called by President 
Hoover in Washington. Some interesting facts were 
presented at the conference and from them some 
highly important conclusions may be drawn. 

It was generally agreed at the conference that new 
houses, as constructed at present, and meeting an 
acceptable standard of living are too expensive for 
fully two-thirds of our population. The answer, the 
conference developed, appears to lie in the application 
of large-scale production to home building as it was 
applied to the motor car. 


Here we have something definite and tangible. 
It is estimated that 3,000,000 homes are desperate- 
ly needed in this country, and a tentative period of 
five years has been set for constructing them. Most 
of the talk has centered around homes costing 
$5,000 or possibly less. Taking this figure as an 
average, if the huge project can be started, this 
will mean, during the next five years, an expendi- 
ture of around fifteen billions of dollars, or at the 
rate of around five billions a year, which will be 
put into these new homes in actual cash or financ- 
ing credit. Fully two-thirds of this amount, even 

[TURN TO PAGE 104, PLEASE] 
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1932 


Increasing ? 


Tie study was entered 
into in an effort to determine : 

1. The normal seasonal variation in 
the production of various types 
of shoes. 

2. Those changes in seasonal varia- 
tion, if any, that have taken 
place since 1922. 

. The causes of any such charges, 
and, finally 

. Whether wide seasonal variations 
are a necessary part of shoe 
production. 

The accompanying charts show 
the actual output per working day 
of total shoe production as well as of 
the eight component parts making 
up this total. 


Women’s Shoe Production. In 
the production of women’s shoes, 
the autumn peak has become more 
and more pronounced. Obviously 
there has been an increasing concen- 
tration of production during Au- 
gust, September, and October at the 
expense of the succeeding winter 
months, November, December, and 
January. The expected April-May 
slump following the February- 
March spring peak has been com- 
pletely offset by the strengthening 
of June and July production. It 
would seem that the wider variety 
of women’s spring and summer 
shoes now in demand has enabled 
manufacturers to distribute their 
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production more evenly over the six 
months, February through July. 
There is no doubt that some of the 
fall peak could be distributed both 
over the preceding as well as the 
following months by a more careful 
appraisal of style trends and possi- 
bilities. 
Men’s Shoe Production. Despite 
the noticeable decline in the spring 
peak and the exaggeration of the 
fall peak, the spring and summer 
months, February through July, now 
normally account for 49.5 per cent 
of the annual total as compared with 
between 47.4 per cent and 47.9 per 
cent during the first few years under 
examination. The absence to a 
great extent, of the style factor in 
men’s shoes should enable producers 
to distribute their output with a 
greater regularity than is now being 
done. There are probably enough 
staple models in men’s shoes to make 
this possible. It should be pointed 
out here that inventory policy may 
well be a contributing factor caus- 
ing seasonal variation in production. 
It does not, however, justify the in- 
crease in variation that has been in 
progress. 


Misses’ and Children’s. In the 
production of this type relatively 
little change has occurred in the 
spring peak which has continued 
throughout the years to be the major 
peak. The fall peak, which in 1922 
consisted of September, October, 
and November, has changed in re- 
cent years to August, September, 
and October. While it is true that 
the style factor has been entering 
into this type, it is not sufficiently 
strong or erratic to prevent pro- 
ducers from distributing their pro- 
duction more evenly. 


Boys’ and Youths’. Although 
month to month changes have oc- 
curred in the normal seasonal prod- 
uction of boys’ and youths’ shoes, the 
general picture has remained much 
the same during the past five or six 
years. The fact that there is prac- 
tically no style element involved in 
[TURN TO PAGE 177, PLEASE] 
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In the final analysis, production scales and 
valleys are man-made—they can also be 
man-corrected. 
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Stand on Your Ow 


HE so-called better minds in gov- 

ernment and in business have not 
solved the problem of this depres- 
sion nor pointed the way out. Per- 
haps it was too much to expect of 
so-called leadership. Haven't we 
reached the time when we should, 
each and every one of us, stand on 
our own feet instead of leaning 
against leaders—be they bankers, 
manufacturers, merchants, bosses or 
neighbors? There has been too 
much of the idea of letting the other 
fellow solve the problem. We must 
realize that no outside force is go- 
ing to solve the inside problems of 
industry and business. Fach little 
business, by itself, must work along 
a practical path to betterment. 

We are on the threshold of a New 
Year and the first opportunity of 
the year comes in convention in Chi- 
cago. There merchants may get to- 
gether to talk over their problems so 
that each can bring about an indi- 
vidual solution in his own way. Each 
man must begin to carry his own 
load. Here’s the job for the New 
Year in a paragraph: 

The factory is expected to 
make the best possible shoe, in 
the best possible fitting, at the 
best possible price, and must tell 
the merchants about it. That is 
about the complete job for a fac- 
tory to do well—all things else 
are incidental. The factory no 
longer can do everything right 
down to wrapping up the shoes 
and taking the cash. From now 
on the merchant has got to use 
his brains to justify his mark- 
up and his net profit. Each man, 
each concern and each division 
of the trade must do its own 
work if it is to justify a profit 
for the service rendered. There 
are no master brains capable of 
doing the entire job from hide to 
fitting-stool. 





Individual responsibility and team 
work for 1932. One thing is cer- 
tain—shoes must be pretty nearly 
right in standards and in fitting to 
justify a fair price in the year to 
come. The public has had quite 
enough of deception as to values. 
No longer can comparison prices of 
a 1929 be a base for sales promo- 
tion. We are on a new and com- 
mon sense set-up. This depression 
has eliminated the pocketbook dunce. 

There will be no unemployed 
brains in 1932. We are not saying 
this with any feeling that trade has 
been dumb in the past—for the shoe 
trade has been very much more sane 
in its product and its service than 
many of the industries. Other trades 
have believed that a Rolls-Royce ap- 
petite can be served by a Ford sal- 
ary on the installment plan. 

The house of the shoe industry is 
pretty much in order and we are 
perhaps in better shape than any 
other industry in America to do a 
good job in 1932. For one thing, 
shoe men are back in the shoe busi- 
ness. They talk shoes—not every- 
thing else but. That is one of the 
encouraging things prefacing the 
twenty-first convention of the Na- 
tional Shoe Retailers Association. 
We expect a real maturity of brains 
in that gathering. Many merchants 
everywhere will come, with many 
ideas. These ideas may be worthy 
of test and trial by many other men. 
It will be our function to gather 
them in. 

We believe that out of the retail 
field will come new experience and 
new methods of merchandising to 
be used in getting more shoes sold 
right. It is for us to tell it early so 
that others can profit also. 

May we present one of the first 
ideas for 1932 out of the field, crys- 
tallized in seven clear-cut paths to 
profit, by J. R. Minco of the May 
Company, Cleveland, Ohio: 





n Feet in 1932 


A—Establish close relationship 
with outstanding resources. 

B—Analyze your resources, to see 
which ones are giving you 
your volume and your profit. 

C—Rate your resources for your 
own guidance. 

D—Confine purchases to as few 
resources as possibie. 


Know Your Stocks: 
A—Continually inventory your 
stocks to know what you have 
on hand. 
B—Analyze sales 
best sellers. 
C—Promote best-selling items 
where customer acceptance 
has been determined. 
D—Make continual check up of 
classifications and price lines. 


to determine 


Complete Stocks: 
A—Carry complete stocks of best 
selling items. 
B—Carry complete stocks of fea- 
tured lines. 
C—Have peak stocks prior to peak 
selling seasons. 
Planning: 
A—Plan your sales before you buy 
the merchandise. 
B—Make out an accurate plan of 
anticipated purchases. 
Training Sales People: 
A—Explain history and fashion 


points of new merchandise. 
B—Develop better standard of 


salesmanship so that your 
salespeople will sell more 
merchandise. 

Selling: 


A—Get out on the floor and have 
personal contact continually 
with your merchandise and 
with your salespeople. 

Competition : 

A—Watch competition — BUT 

MIND YOUR OWN BUSI- 


NESS. 
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Which shall it be? 





































. Red or Black—it’s 
up to you! 
4 
p 
Which shall it be? 
€ Find the answer by 
u placing a piece of 
t. paper down the 
ir center of the little 
fellow—it’s up to 
| New Shoe Year vi 
r 4 
"| Starts at Chi 
- | tarts at Chicago 
; “The year 1932 should be 
- 4 approached with caution—but 
not without faith” ...... 
t 
OME to Chicago, Jan. 4, 5, 6, and join 
k with us in the twenty-first annual con- 
vention of the National Shoe Retailers As- 
; sociation. You are sincerely welcome for 
| we may collectively and individually learn 
f much. 
The year 1932 should be approached 
y with caution, but not without faith. Bally- 
F hoo is no longer an asset. Confidence can- 
r not be restored with these methods. These 
; times call for sound merchandising policies, 
real integrity, hard work, good manage- 
, ment, individual efforts. On this basis only 
y can a new prosperity be established. 


A. H. GEUTING, 


President. 





Meet With Us in Convention January 4-5-6 
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RETAIL CHIEF 


Anthony H. Geuting, perennial president, keynotes 21st 


Convention. 


MAKERS’ MESSAGE 


Roger A. Selby gives manufac- 
turers’ observations 





1932 CHICAGO CONVEN- 
TION COMMITTEE 
Chairman: John O’Connor, 
O’Connor & Goldberg 

Otto H. Hassel, Hassel’s 

Reuben Stiefel, Peacock Shoe 
Shop 

Rube Metz, Metz Men’s Shoes 

A. E. Taylor, Hassel’s. 


ADVISORY COMMITTEE 


Chairman: James P. Orr, Potter 
Shoe Co., Cincinnati, Ohio 
Frank P. Meyer, Danville, Ill. 
Paul O. Kuehn, South Bend, Ind. 

W. J. Crawford, Peoria, II. 

S. J. Brouwer, Milwaukee, Wis. 
Tom Folrath, Decatur, Iil. 

A. E. Ebbs, St. Louis, Mo. 
Chas. E. Williams, St. Louis, Mo. 
Arthur Brown, Indianapolis, Ind. 
R. E. Sager, Green Bay, Wis. 


EXHIBITS 
Chairman: A. E. Taylor, Hassel’s 
F. E. Foster, F. E. Foster & Co. 
Reuben Stiefel, Peacock Shoe 

Shop 
Harry Levinson, Harry’s Shoes 
John Spalo, The Hub 
— Grossman, Grossman Shoe 
oO. 


MARSHAL HOST 


William J. Gibbs serves in Chi- 
cago hospitality field. 








PUBLICITY 


Chairman: Reuben Stiefel, 
Peacock Shoe Shop 

Carl H. Fliessbach, Walk-Over 
Shoe Stores 

Henry A. Meyer, Bostonian Shoe 
Store 

Harry Silver, O'Connor & Gold- 
berg 

Jos. Thompson, Hanan & Son 

Chas. H. Feltman, Feltman & 
Curme 

W. J. Gibbs, Marshall Field & 
Co. 


ENTERTAINMENT 


Chairman: Rube Metz, Mets 
Men’s Shoes 

Julius A. Goldberg, O’Connor & 
Goldberg 

Morris Wolock, Wolock & Bauer 

F. Arthur Clark, Chas. A. Ste- 
vens & Co. 

Carl Burgstahler, F. E. Foster 
& C 


oO. 

T. T. Metzel, Cutler Shoe Co. 

A. J. Martin, Martin & Martin 

Leonard Van, Van’s 

A. J. Ruby, A. J. Ruby & Co., 
Inc. 

Henry Hassel, Hassel’s. 


AMBITIOUS CHAIRMAN 


John O’Connor, generalissimo of 
Windy City committee wonders. 








BRINGS FLORIDA 


Reuben Stiefel flys from Miami 
with spring shoe song. 


GREAT GREETER 


Rube Metz merriment monarch 
of N. S. R. A. frolic. 
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IN 21st CONVENTION. 


PROGRAM 
Chairman: Otto H. Hassel, 


Hassel’s 
John O’Connor, O’Connor & 
Goldberg 
F. E. Foster, F. E. Foster & Co. 
W. J. Gibbs, Marshall Field & 
Co. 
Reuben Stiefel, Peacock Shoe 
Shop. 


REGISTRATION 


Chairman: Otto H. Hassel, 
Hassel’s 
Frank Hough, Stetson Shoe Co. 
Eugene Degge, M. L. Rothschild 


& Co. 

Paul Seigel, O’Connor & Gold- 
berg 

A. Silverman, I. Miller & Sons, 
Inc. 

A. Sachs, Boston Store 

1; Epstein, Boston Store 

R. L. Thompson, Carson Pirie 
Scott & Co. 

J. E. McGinnis, Davis Co. 

S. Katz, The Fair 

A. E. Taylor, Hassel’s 

M. Propper, Mandel Bros. 

R. E. Kenny, French, Shriner & 
Urner Co. 


A. H. Buehler, Hanan & Son 

E. T. Van Nice, Edwin Clapp & 
Sons 

V. H. Parott, Foot-Saver Shoe 
Shop 

Ray Mann, Cutler Shoe Co. 

. H. Brandenberg, Marshall 
Field & Co. 

P. Allison, A. E. Nettleton Co. 

a Mosler, Nunn, Bush Shoe 


Fred L. Young, W. I 
Shoe Co. 

A. Allen, Regal Shoe Co. 

Frank B. Simons, Florsheim 
Shoe Stores 

John Bittner, Boston Store 

Louis Maling, Maling Bros. 

E. E. Hedke, Davis Co. 

E. H. Lawton, Davis Co. 


. Douglas 


MANUFACTURERS 


Chairman: R. E. Smith, J. P. 
Smith Shoe Co. 
Irving S. Florsheim, Florsheim 
Shoe Co. 
C. T. Cole, Cole, Rood, Haan & 
McGregor Co. 
rs“ A. Rogers, Pontiac Shoe 


0. 
Arthur Berg, Athletic Shoe Co. 


N. S. R. A. MANAGER 


James H. Stone will be everywhere, everytime. 


PROFIT TURNER 


M. E. Mittleman leads turn- 
over forum on Tuesday. 


FAIR PROPHET 


D. F. Kelly brings fraternal co- 
operation of N. R. D. G. A. 


ROUSES RETAILERS 


Walter C. Roose runs round 
table on Tuesday. 


CONSUMERS’ MAN 


William N. Taft opens ledger 
to satisfy public. 


RINGS BELL 


Cal. J. Mensch reduces over- 
head at Tuesday session. 
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Headquarters 
Palmer House 


Where Merchants Will Get IDEAS 


To Sell More Shoes in 1932 Through 
Co-operation with Trade Neighbors 


PROGRAM OF THE 21st ANNUAL CONVENTION, N. S. R. A. 


MONDAY, JANUARY 4 (Noon) 


Luncheon-business session at the Palmer House. Opening 
of the convention with introductory remarks by JoHN O’Con- 
NOR, convention chairman, followed by the 


Welcome to Chicago By Mayor Anton J. CERMAK 
The President’s Address..By Prestpent A. H. GEuTING 


Address 


By D. F. Ketty, president of the National Retail Dry 
Goods Association and president and general manager 
of the Fair Department Store, Chicago. 


“RETAILING IN 1932” 
BUSINESS ANNOUNCEMENTS BY THE SECRETARY 
TUESDAY, JANUARY 5 (Noon) 
Address 


By Rocer A. Sevsy, president of the National Boot and 
Shoe Manufacturers Association and president, Selby 
Shoe Co., Portsmouth, Ohio. 


“My OBSERVATIONS ON SHOE RETAILING” 
Address 


By Mervin A. TRaytor, president, First National Bank 
of Chicago. 


“THE BUSINESS SITUATION IN 193?” 


WEDNESDAY, JANUARY 6 (Noon) 
Luncheon-business session at the Palmer House. 


Address 


By WittrAM NE son Tart, editor, Retail Public Ledger, 
Philadelphia. 


“SATISFYING THE CONSUMER” 


Address 
By JoHN GueERNsEy, Census Bureau, Washington 
“Facts REVEALED By CENSUS OF DISTRIBUTION” 


ROUND-TABLE PROGRAM 


Planned to Answer the Retailers’ Great Problem—Providing 
the Public with What It Wants in Footwear—Quality, 
Fit, Wear and Store Service—At a Price 
to Insure a Profit 


1. MERCHANDISING WITH THE MARKET 
(a) Concentration on Fewer Lines 
(b) Reduction in Number of Styles Carried 
(c) Maintaining Size Runs 
(d) Frequent Contacts with Sources of Supply. 
Chairman—Epwarp HAHN, William Hahn & Co., Washing- 
ton, D. C 
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Assistant Chairman—Ricuarp Horuetmer, Hofheimer’s, Inc., 
Norfolk, Va. 

Assistant Chairman—-Dan Byck, Byck Bros., Louisville, Ky. 

Assistant Chairman—Wi.1am J. Crawrorp, Peoria, III. 


2. MAINTAINING PropER MaArK-UP To Assure A PROFIT 


(a) Budget Plan of Buying 
(b) Proper Stock Control System 
(c) Moving Slow-Selling Stock 
(d) Relation of Mark-Up and Mark-Down as Bearing on 
Profit. 
Chairman—W ALTER 
Omaha, Nebr. 
Aeeient Chairman—Etwyn Ponp, Hub Shoe Store, Flint 
ich. 
Assistant Chairman—ArtHuR SPRINGER, Payne Shoe Co., 
Topeka, Kan. 


C. Roost, Nebraska Clothing Co., 


’ 


3. Ways AND MEANS oF REDUCING OVERHEAD 


(a) Rents 

(b) Advertising 

(c) Sales Expense 

(d) More Efficient Selling 

(e) Stopping Store Leaks of All Kinds. 
Chairman—Cat J. Menscu, Philadelphia, Pa. 


Assistant Chairman—A. J. Kempner, I. Kempner & Bros., 
Little Rock, Ark. 


Assistant Chairman—Morrts Ettts, Ellis Shoe Co., Nashville, 
Tenn. 


a 


There will be three noon- 
day business-luncheon ses- 
sions of the N. S. R. A. 
Convention at the Palmer 
House, January 4, 5 and 
6. Except on Monday, the 
official opening day of the 
convention, when the vari- 
ous addresses and reports 
incidental to the opening 
will be given, there will be 
only two speakers at these 
noonday luncheon sessions. 


Pa 


WwW 


Assistant Chairman—Joun Metcatr, Strubel Co., Lansing, 


Mich. 
4. GetTING More FoR THE ADVERTISING DOLLAR 


(a) Newspaper 

(b) Direct Mail 

(c) Building and Maintaining a Mailing List 

(d) Best Use of Windows 

(e) Interior Store Display. 
Chairman—MicuHaet Murrny, Krupp & Tuffly, Houston, Tex. 
Assistant Chairman—Artuur G. Brown, Marott’s, Indian- 

apolis, Ind. 

Assistant Chairman—Henry Hasse, Hassel’s, Chicago, III. 


5. MAINTAINING Unit SALEs oF PAIRS 


(a) Right Selection of Styles 

(b) Proper Presentation by Salespeople 

(c) Work Customer List by Telephone and Mail 

(d) More Concentration on Children’s Business 

(e) Special Contacts with Customers Requiring End 


Sizes 
(f) General Improvement in Customers’ Service. 
Chairman—REUvBEN STIEFEL, Chicago. III. 
Assistant Chairman—Harry A. Gipson, Hanan & Sons, San 
Francisco, Cal. 
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Where Shoe Men Will Meet Daily 





Assistant Chairman—Pavut O. Kueun, South Bend, Ind. 


6. TURNOVER—WHaAT It Is ANp How To Get It 


(a) Figuring Turnover 

(b) Turnover with Relation to Profit 
(c) Price Range—Long or Short 

(d) Best Prices to Concentrate on 

(e) Advertised or Unadvertised Lines. 


Chairman—M. E. MittLeMAN, Goetz & Mittleman, Detroit, 
Mich. 


Assistant Chairman—Jozt M. Ryan, “Fashion,” Columbus, 
Ohio. 


Assistant Chairman—WI1.L1AM 
Schlaefer, Wausau, Wis. 


C. ScHLAEFER, Porath & 


Meeting of N. S. R. A. Styles Committees 


Separate meetings, under their respective chairmen, of the 
Women’s, Men’s, Children’s, and “Volume” Committees, to 
review the style reports created at the meetings last October 
and to discuss new developments in materials, colors, pat- 
bg etc., as a guide to correct buying for the first half of 


Following the consideration of the style programs, there 
will follow at each meeting a round-table discussion of ideas 
for the purpose of developing a consensus of the best plans 
for merchandising the shoes that will be sold during the 
Spring and Summer seasons. 


a 


Retail shoe problems, in- 
cluding style, merchandis- 
ing, mark-up, stock control, 
store management and 
operation will be discussed 
from all angles at the round 
table sessions to be held 
during the convention. 
Definite time and place of 
these meetings will be an- 
‘nounced later. 


WwW 


BREAKFAST CONFERENCE OF PRESIDENTS AND SECRETARIES OF 
REGIONAL, STATE AND LocaAL ASSOCIATIONS 


Eight o’clock Tuesday at the Palmer House 


C. J. Menscu, Chairman, Secretary 
Middle Atlantic Shoe Retailers’ Association 


For the purpose of stimulating interest and enthusiasm in 
association work and providing opportunity for President 
Geuting and others to appeal for more cooperation in pro- 
moting the N. S. R. A. 


N. S. R. A. FROLIC 
Tuesday Evening 10 P.M., Hotel Sherman 


A splendid evening’s entertainment for all attending the con- 
vention as guests of the N.S.R.A. <A buffet luncheon will be 
served, followed by a high class entertainment in the Grand 
Ballroom of the Sherman, supplemented by a number of 
unique and original attractions in various rooms surrounding 
the Mezzanine floor. 

Admission will be by ticket only. Tickets will be supplied 
gratis to all attending, on personal application to the Conven- 
tion Registration Headquarters, maintained in the Exhibition 
Hall, fourth floor, Palmer House. 





WHO'S WHO AT | 


PALMER HOUSE 


Abbott, Armstrong, Abbott, 


Inc., 
L. Aldstadt—E. Waldner, 
American Shoe Co., 
American Shoemaking, 
Amesbury Shoe Co., 
A. J. Anderson, Inc., 
E. R. Apt Shoe Co., 
Arnold Bros. & Co., 
Arrow Shoe Co., Inc., 
Artistic Shoe Co., Inc., 
Ault-Williamson Shoe Co., 
Avenue Shoe Co., 
Avon Sole Co., 


Bancroft-Walker Co., 

Banner Shoe Workers, Inc., 

Barney, Capen & Denham 
C 


0., 
Barr-Bloomfield Shoe Mfg. 


Co., 
Bates Shoe Co., 
Becker Bros. Shoe Co., 
C. W. Bennett Shoe Co., 
Best Ever Slipper Co., 
Bleecker Shoe Co., Inc., 
Blue Ribbon Shoemakers, 
Inc., 
THE Boot & SHOE RECORDER, 
Boyd-Welsh Shoe Co., 


Brauer Bros. Shoe Co., 


Bresnahan Shoe Co., 
Brown Co., 


Capitol Shoemakers, Inc., 

The Carlisle Shoe Co., 

Carmo Shoe Mfg Co., 

Central Shoe Co., 

The Chicago-Godman Shoe 
c., 


ROOM 
NUMBER 
A 


862-864 
961W 
683 


Booth 9 
923W -924W 
645 


Auburn, Me. 

New York, N. Y. 
Boston, Mass. 

Boston, Mass. 

Amesbury, Mass. 
Amesbury, Mass. 
Manchester, N. H. 882 
N. Abington, Mass. 879-880 
E. Boston, Mass. 1050W-1051W 
Brooklyn, N. Y. 1075 
Auburn, Me. 782-783-875 
St. Louis, Mo. 953W-954W-1065 
Avon, Mass. 1001W 


B 


Boston, Mass. 
Boston, Mass. 10 


648-649-650 
S9W 


881 
1066W -1067W 
827 


1017W 
641 

1058 
1016-1017 


779-780-781 
Y. Booths 15-16 
748-749-750-751 
752-754-755 
759-760-761-762 
763-787 
1048W-1049W 
Booths 7-8 


Brockton, Mass. 


Lynn, Mass. 
Webster, Mass. 
Raymond, N. H. 
Fitchburg, Mass. 
Brooklyn, N. Y. 
New York, N. Y. 


St. Louis, Mo. 
New York, N. 
St. Louis, Mo. 


St. Louis, Mo. 


Boston, Mass. 
Portland, Me. 


{ 


St. Louis, Mo. 
Carlisle, Pa. 

Carthage, Mo. 
Boston, Mass. 


715-716-730 
685 


906 
1006W-1007W 


Chicago, Ill. 935W 


And Where New Lines 


Chouteau Shoe Mfg. Co., 
The Cincinnati Shoe Co., 


Edwin Clapp & Son, Inc., 

Clark Shoe Corp., 

Clayman Shoe Co., 

Clinton Shoe Co., 

B. E. Cole Shoe Co., 

Colella, Leighton Co., 

Cole, Rood, Haan & Mc- 
Gregor, 

Commonwealth Shoe & 
Leather Co., 

Compo Shoe Mach. Corp., 

Conaway Winter, Inc., 

J. M. Connell Shoe Co., 

Conrad Shoe Co., 

Corbin, Holmes Shoe Co., 

Cornell Shoe Co., 

Cornell-Unity, Inc., 

G. P. Gratts Co., 


ROOM 
NUMBER 
731 
948W -949W 
950W 
E. Weymouth, Mass. 824 
Lynn, Mass. 927W 
Boston, Mass. 1040W -1041W 
Haverhill, Mass. 969-970 
Manchester, N. H. 1052-1053 
Lynn, Mass. 957W-958W-959W 


830 


852-854 
814-815 
700-700 
1063W 
859-860-861 
633-634 
1016W 
1073-1074 
845 


St. Louis, Mo. 
Cincinnati, Ohio. 


Chicago, II. 


Whitman, Mass. 
Boston, Mass. 
Brooklyn, N. Y. 
So. Braintree, Mass. 
Brockton, Mass. 
Hudson, Mass. 
Nashua, N. H. 
New York, N. Y. 
Manchester, N. H. 
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Will Be on Display 


Crescent Co., 

Croxton Wood & Co., 

Curtis, Stephens Embry 
Shoe Co., 


Daly’s Golden Rule Shoe 
Co., 

Deauville Import Corp., 

W. L. Delaney Co., 

Delman, Inc., 

Devine & Yungel Shoe Mfg. 


Co., 
Diamond Shoe Co., 
Doyle Shoe Co., 
The Irving Drew Co., 
Dunbar Pattern Co., 
Dun-Deer Sandals, Inc., 
Dyer & Hall, Inc., 


Charles A. Eaton Co., 

Eby Shoe Co., Inc., 

J. Einstein, Inc., 

= Eisendrath Tanning 
0., 
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ROOM 

NUMBER 

Keene, N. H. 1054W 
Philadelphia, Pa. 681 
Reading, Pa. 963 

) 

Lynn, Mass. 656 
New York, N. Y. 909W-910W 
Beverly, Mass. 1079W -1080W 
New York, N. Y. 659-687 


Harrisburg, Pa. 958 


New York, N. Y. 821-822 
Brockton, Mass. 1062W 
Portsmouth, Ohio. 946W-947W 
St. Louis, Mo. 709 
Auburn, N. Y. 938W 
Auburn, Me. 836-838 
' 

Brockton, Mass. 843-844 
Ephrata, Pa. 857-858 
New York, N. Y. 679-680 
Chicago, IIl. 897 


Elco Shoe Mfrs., Inc., 
Empire Specialty Footwear 


0., 
Endicott Johnson Corp., 
Exeter Shoe Co., Inc., 


The Fairfield Shoe Co., 

The Florsheim Shoe Co., 

Freeman Shoe Co., 

Freeman Shoe Corp., 

Freeman-Thompson Shoe 
Co., 


Gale Shoe Mfg. Co., 
Andrew Geller Shoe Mfg. 


0., 
Gerberich-Payne Shoe Co., 
Gilbert Shoe Co., 
Goldberg Bros., 

Golo Slipper Co., 


Gray Bros., Inc., 

Great Northern Shoe Co., 
Gregory & Read Co., 
Groves Shoe Co., 
Gutmann & Co., 


Hagerstown Shoe & Leg- 
ging Co., 
Hakim Bros.-Kassar Co., 
Hannahsons Shoe Co., Inc., 
Harold Shoe Co.. 
Hartman Shoe Mfg. Co., 
Harvard Shoe Co., 
F. Hecht & Co., Inc. 
J. Heilbrunn & Sons, 
Herbst Shoe Mfg. Co., 
Marcus A. Heyman. 
Heywood Boot & Shoe Co., 
High Shoe Mfg. Co., 
Hoague-Sprague Corp., 
Holmes Terhune Co., 


CHICAGO SHOW 


Brooklyn, N. Y. 


Endicott, N. Y. 
Endicott, N. Y. 
Exeter, N. H. 


‘ 
Columbus, Ohio. 
Chicago, Ii. 
Framingham, Mass. 
Beloit, Wis. 


St. Paul, Minn. 


Manchester, N. H. 


Brooklyn, N. Y. 
Mount Joy, Pa. 
Thiensville, Wis. 
Haverhill, Mass. 
New York, N. Y. 


Syracuse, N. Y. 
Manchester, N. H 
Lynn, Mass. 
Chicago, Ill. 
Chicago, III. 


Hagerstown, Md. 
Brooklyn, N. Y. 
Haverhill, Mass. 
Chelsea, Mass. 
Haverhill, Mass. 
Boston, Mass. 
New York, N. Y. 
Rochester, N. Y. 
Milwaukee, Wis. 
New York, N. Y. 
Worcester, Mass. 
Saco, Me. 

Lynn, Mass. 
Lewiston, Me. 


1049-1050-1051 


807 
636-638-639-640 


[CONTINUED ON NEXT PAGE] 






ROOM 
NUMBER 


651-652 


916-917 
918-919 
1018W 


1018 
886. 


1078W 
816 


920W 
911-912 


678 

903 

979-980 

901W-903W 
962W 

1077W 

892 

849-850-851 

832 


809 










619 

635 
926W 
1068W 
925W 
1053W 
601 
1072 
959-960 
775 
1056-1057 
1048 























WHO'S 











Herbert Holtz Shoe Co., 
Homan Shoe Co., Inc., 
Horn Shoe Co., 

Vincent Horowitz Co., 
F. M. Hoyt Shoe Co., 
Hurley Shoe Co., 

Huth & James Shoe Mfg. 


0, 













Independent Shoe Co., 
Interstate Shoe Co., 







James Shoe Mfg. Co., 
Jarman Shoe Co., 
Jellerson-Rafter Co., 
Johansen Bros. Shoe Co., 










Wm. B. Johnson Shoe Co., 

Johnson, Stephens & Shin- 
kle Shoe Co., 

Johnston & Murphy, 

Juvenile Shoe Corp., 











Kane, Dunham & Kraus, 
Inc., 

Kesslen Shoe Co., 

Keystone Slipper Co., Inc. 

Kimel Shoe Co., 

Kleven Shoe Co., 

Knipe Bros., Inc. 

Koss Shoe Co., 

F. A. Kuhnert Shoe Corp., 

Kurz & Lapidus, Inc., 














Laird, Schober & Co., 







Lancaster Shoe Co., 

John J. Lattemann Co., Inc., 
LaValle, Inc., 

Lax & Abowitz, Inc., 

The Leader Shoe Co., 
The George B. Leavitt Co., 
Jerry & Herbert Lehmann, 











nc., 
Lenox Shoe Co., 

Liberty Shoe Co., 

Lima Cord Sole & Heel Co., 
Lynn Ideal Shoe Co., 
Hugh Lyons & Co., 








McElroy-Sloan Shoe Co., 
McNichol & Taylor, Inc., 
Marathon Shoe Co., 
Marks-Chandler Co., 
Marlboro Shoe Co., 
Marmon Shoe Co., 
Marshall, Meadows & Stew- 
art, 
Fred A. Mayer Shoe Co., 
Mayer Martha Washing- 
ton Shoe Co., 
Fred W. Mears Heel Co., 
The Chas. Meis Shoe Mfg. 
















0., 
Melanson Shoe Co., 
Metropolitan Shoe Co., 
Frank C. Meyer Co., 
Meyer Bros. Shoe Co., Inc., 
Meyer-Rudolph Shoe Co., 
Milchen Shoe Co., 
Milford Shoe Co., 













WHO AT 


ROOM 

NUMBER 

Haverhill, Mas. 1008-1009 
Philadelphia, Pa. 976 
Spencer, Mass. 817 
New York, N. Y. 1012W 
Manchester, N. H. 833-834 


Rockland, Mass. 1012 


Milwaukee, Wis. 964-965-966 


I 


St. Louis, Mo. 713-714 
Manchester, N. H. 1028W-1029W 


J 


Milwaukee, Wis. 800% 
Nashville, Tenn. 812-813 
Norway, Me. 654-655 
St. Louis, Mo. 776-777-778 
784-785-786 
Dixon, IIl. 913 
St. Louis, Mo. 963W to 980W 
Incl. 
Newark, N. J. 884 
Aurora, Mo. 831 


K 
St. Louis, Mo. 745-746-747 
764-765 


Kennebunk, Me. 951W-952W 


Philadelphia, Pa. 971 
Haverhill, Mass. 1060 
Spencer, Mass. 818 
Ward Hills, Mass. 825-826 
Auburn, Me. 1039W 
Rochester, N. Y. 1042 
Brooklyn, N. Y. 626 
L 
Philadelphia, Pa. 1071W-1072W 
1073W-1074W 
1075W 
Elizabethtown, Pa. 1021W-1022W 
Brooklyn, N. Y. 1055 
New York, N. Y. 1066-1067 
Brooklyn, N. Y. 644 
Rochester, N. H. 1046W-1047W 
Farmington, N. H. 1061 
New York, N. Y. 942 
Freeport, Me. 1003 
Lynn, Mas. 1010W-1011W 
Lima, Ohio. Booth 13 
S. Boston, Mass. 908W 
Lansing, Mich. Booth 4 
M 
St. Louis, Mo. 835 
Lynn, Mass. 893 
Wausau, Wis. 953 
Epping, W., N. H. 1054 
Marlboro, Mass. 967-968 
Boston, Mass. 642-643 
Auburn, N. Y. 944\V 
Milwaukee, Wis. 974-975 
Milwaukee, Wis. 1010-1011 
Boston, Mass. Booth 14 
Cincinnati, Ohio. 1019 
Manchester, N. H. 887 
Manchester, N. H. 894-895-896 
Brooklyn, N. Y. Booth 12 
Brooklyn, N. Y. 1062-1063 
Chicago, III. 905W 
Lawrence, Mass. 937W 


801-802-803 


Milford, Mass. 





1 





& 


Milius Shoe Co., 


I. Miller & Sons, Inc., 
The Moore Shoe Co., 


Morton Last Co., 
Walter Lee 
Corp., 


Moulton, Bartley, Inc., 
Mound City Shoe Co., 
Municipal Shoe Co., Inc., 
Musebeck Shoe Co., 


National Shoe Co., 
Natural Bridge Shoemakers, 
Nu-Matic Shoe Co., 
Nunn, Bush & Weldon Shoe 


Co., 


O’Donnell Shoe Co., 


Osgood Shoe Co., 


Paramount Shoe Mfg. Co., 


Peck Shoe Co., 


Pedigo-Lake Shoe Co., 


Pennant Shoe Co., 


Pilgrim Shoe Co., 


Pincus & Tobias, Inc., 


Plaut-Butler Co., 
Pontiac Shoe Co., 


Premier Shoe Co., Inc., 
Progressive Shoe Co., 
Prospect Shoe Co., 
Publix Shoe Corp., 


Queen Quality Shoe Co., 


Racine Shoe Mfg. Co., 


Rebot-Prime Shoe Co., Inc., 
Red Cross Shoe Division, 
E. P. Reed & Co., Inc., 
Reliance Shoe Co., Inc., 
Rice O’Neill Shoe Co., 
Richards & Brennan Co., 
Rich-Vogel Shoe Co., 
Rickard Shoe Co., 

Rogers Bros. Shoe Co., 
Roth Shoe Mfg. Co., 


Ruth Shoe Co., 


Samuels Shoe Co., 


A. Sandler, Inc., 
Saxe Bros. Co., 


Shapiro & Sons, Inc. 
Shoe Form Co., Inc., 


Shoe & Leather Reporter 


Co., 
Si-En-Tiffic Shoes, Inc., 


Signal Shoe Co., 
Simon Shoe Co., 


Simplex Shoe Mfg. Co., 
Bob Smart Shoe Co., 


Smart Shoes, 


J. P. Smith Shoe Co., 
Spaulding Fibre Co., 
St. Louis Shoe Mfg. Co., 


R. Stern Co., 
Stern-Auer Co., 


Mosbacher 





ICAGO SHOW 


[CONTINUED FROM PRECEDING PAGE] 






ROOM 

NUMBER 

St. Louis, Mo. 792-793-794 
Long Island City, N. Y. 684-686 


St. Louis, Mo. 703-704-705-706 
939W 


Cincinnati, 

New York, N. Y. 846 
St. Louis, Mo. 733-734 
St. Louis, Mo. 735-736 
Brooklyn, N. Y. 1002 
Danville, II. 808 
N 

Boston, Mass. 931W-932W 
Lynchburg, Va. 955-956-957 
Milwaukee, Wis. 1001 
Milwaukee, Wis. 819 
O 

St. Paul, Minn. 1014W 
Methuen, Mass. 1042W 


P 


St. Louis, Mo. 
Worcester, Mass. 
St. Louis, Mo. 


907-908-909-910 

890-891 
701-702-738-739 
740-741-742-743 


744 
St. Louis, Mo. 788-789-790-791 
So. Boston, Mass. 1003W-1004W 
Brooklyn, N. Y. 676-677 
Cincinnati, Ohio. 942W -943W 
Pontiac, Il. 920-936W 
Long Island City, N. Y. 682 
Derry, N. H. 961-962 
Boston, Mass. 1057W-1058W 
Stoneham, Mass. 1047 


St. Louis, Mo. 756-757-758 


R 


Racine, Wis. 


921W-922W -940W -S04W 
Marlboro, Mass. 902 
Cincinnati, Ohio. 878-885 
Rochester, N. Y. 1069-1070-1071 
Beverly, Mass. 1015-1015W 
St. Louis, Mo. 710-711-712 
Randolph, Mass. 876-877 


Milwaukee, Wis. 804-805-806-829 
Haverhill, Mass. 604 


Roston, Mass. 943-944 
Cincinnati, Ohio. 906W -907W 
Salisbury, Mass. 1005W 
Ss 
St. Louis, Mo. 724-725-726 
727-728-729 
Boston, Mass. 1059-1060 
Boston, Mass. 1056W 
Haverhill, Mass. 1064W-1065W 
Auburn, N. Y. 941W 
Booths 5-6 
Boston, Mass. Booth 11 
Columbus, Ohio. 949 
Boston, Mass. 800-899 
Haverhill, Mass. 1007 
Milwaukee, Wis. 1038W 
Milwaukee, Wis. 915 
New York, N. Y. Booth 10 
Chicago, III. 810-811 
Rochester, N. H. 1061W 
St. Louis, Mo. 901 
New York, N. Y. 1044 
Cincinnati, Ohio. 878-885 
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The L. D. Stickles Shoe 


Co., 
Stone-Tarlow Co., 
Strout, Stritter Co., Inc., 
The P. Sullivan Co., 

The Sycle Shoe Co., Inc., 


E. E. Taylor Corp., 

The Teeple Shoe Co., 
Trias Shoe Mfg. Co., 
Seymour Troy & Co., Inc., 
Tull & Gordon, 

Tweedie Footwear Corp., 


United Last Co., 
United Novelty Shoe Co., 
United Shoe Mach. Corp., 


United Shoe Mfg. Co., 
United States Shoe Co., 
Unity Shoemakers, Inc., 
Universal Shoe Corp., 


Valley Shoe Corp., 
Virginia Lee Shoe Co., 
Vitality Shoe Co., 


Vulcan Corp., 


Waban Shoe Co., 
Walden & Perry, Inc., 
Wall-Streeter Shoe Co., 
Watertown Shoe Co., 
C. V. Watson Co., 
Wear Ever Slipper Co., 
Wear Plus Shoe Co., 
Weissmann-Sass Shoe Co., 
Wellington Shoe Co., Inc., 
Weyenberg Shoe Mfg. Co., 
Wiley Bickford Sweet Corp., 
The Williams Mfg. Co., 
Winchell Shoe Mfg. Co.., 
a, alleen Shoe Mfg. 
0., 
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ROOM 

NUMBER 

Red Wing, Minn. 865 
Brockton, Mass. 888 
Lynn, Mass. 934W 
2 


Cincinnati, Ohio. 


828 
Lynn, Mass. 1019W-1020W 


T 

Brockton, Mass. 883 
Waupun, Wis. 1004-1005 
New York, N. Y. 1013W 
Brooklyn, N. Y. 660-661 
New York, N. Y. 657-658 


Jefferson City, Mo. 717-718-719 
720-721-722 


U 
Boston, Mass. 855 
Lowell, Mass. 1045 
Boston, Mass. 602-603 
Booths 1, 2, 3 
St. Louis, Mo. 707-708 
Cincinnati, Ohio. 878-885 
Boston, Mass. 928W-930W -929W 
Boston, Mass. 1046 
v 
St. Louis, Mo. 945-946-947-948 
Milwaukee, Wis. 1037W 
St. Louis, Mo. 795-796-797 
798-799 
Portsmouth, Ohio. 842 
W 
Boston, Mass. 933W 
Lynn, Mass. 840 
No. Adams, Mass. 839 
Watertown, Wis. 1013-1014 
Lowell, Mass. 960W 
So. Norwalk, Conn. 1052W 
Lowell, Mass. 956W 
Brooklyn, N. Y. 632 
New York, N. Y. 605 
Milwaukee, Wis. 856 
Worcester, Mass. 1008-1009 
Portsmouth, Ohio 940W 
Natick, Mass. 847-848 
Cedar Grove, Wis. 972-973 





























M. Wolf & Sons, 
Sam B. Wolf Sons Co., 


Wolff-Tober Shoe Mfg. Co., St. Louis, Mo. 904-905 


Altman Bros., 

Ansin Shoe Mfg. Co., 
Anwelt Shoe Mfg. Co., 
Atkinson Shoe Corp., 


ROOM 

NUMBER 

Brooklyn, N. Y. 662 
Cincinnati, Ohio. 1043W-1044W 

MORRISON HOTEL 

Cincinnati, Ohio. 335 

Athol, Mass. 625 

Athol, Mass. 626 

3oston, Mass. 433-434-435 


3elleville Shoe Mfg. Co., Belleville, Ill. 501 
A. Bloom Shoe Co., Boston, Mass. 402 
Brilliant Bros. Co., Boston, Mass. 424-429 
Burtman-Rondeau Co., Boston, Mass. 425-426 
Fashion Shoe Co., St. Louis, Mo. 525-526 
Fiebrich Shoe Co., Racine, Wis. 427 
Five Star Shoe Co., Long Island City, N. Y. 628 
Gerber Shoe Co., Lawrence, Mass. 624 
S. Goldstein & Sons, Boston, Mass. 337 
The P. Hagerty Shoe Co., Washington Court House, 
Ohio 727-728-729 
A. R. Hyde & Sons Co., Cambridge, Mass. 622-623 
Ideal Shoe Mfg. Co., Milwaukee, Wis. 341-343 
H. Jacob & Sons, Brooklyn, N. Y. 630 
Jefferson Shoe Mfg. Co., New York, N. Y. 535 
Langer-Lippman Co., 3oston, Mass. 330-331 
Lion Shoe C Lynn, Mass. 423 
Marcus & Cohen, Inc., Boston, Mass. 436 
I. Mathes & Sons Co., St. Louis, Mo. 528 
Merrimack Shoe Mfg. Co., Lowell, Mass. 620-621 
Progress Shoe Co., Inc., 3rooklyn, N. Y. 529 
Reisman, Glass, Fitzgerald 
0., Boston, Mass. 333 
Ruth Shoe Co., Salisbury, Mass. 329 
Saxe Bros. Co., 3oston, Mass. 432 
Schworm & Finke Shoe Co., Boston, Mass. 619 
A. Shapiro, Boston, Mass. 302 
Sherwood Shoe Co., Rochester, N. Y. 739-740 
Benjamin Shir, Boston, Mass. 532 
Shu-Stiles, Inc., St. Louis, Mo. 725-726 
St. Louis Novelty Shoe Co., St. Louis, Mo. 527 


Walk-Over Shoes, 


Stanley Wass, 


Enna Jettick Shoes, 


























Menominee, Mich. Parlors “F” 
and “G” 
Boston, Mass. 521-522 


SHERMAN HOTEL 
Martin-Weinstein Shoe Co., Brooklyn, N. Y. 
Mildred Shoe Co., 
GREAT NORTHERN HOTEL 
Auburn, N. Y. Entire 7th Floor 


612-614-615 
Brooklyn, N. Y. 2388-2389 




















Plan to visit the scenes of the Century of Progress World’s Fair to be held in Chicago in 1933. Many buildings are nearing completion. 












Little Friends a Big Asset 


And So a St. Louis Department 
Store Planned the Kind of Depart- 
ment Children Would Like Best 


One of America’s most unique children’s 
shoe departments was opened recently in the basement of the 
Scruggs, Vandervoort & Barney department store, St. Louis. It 
represents a radical departure in treatment of a shop for fitting 
little feet. ; 

W. C. Middleton, manager of the basement shoe department of 
this large down-town store, conceived the idea of creating a chil- 
dren’s shop the kiddies never would forget once they saw it. He 
calls it Jungleland and that’s exactly what it is, as the photographs 
clearly indicate. The walls and ceilings are so designed as to give 
one the impression of being in a. veritable underbrush of an 
Amazon jungle. 

Mr. Middleton states that the new department has proved a 








W. C. MIDDLETON 


Manager Downstairs Shoe Department of 
_ Scruggs, Vandervoort & Barney, St. Louis 
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splendid drawing card—that children who 
hear about it simply drag their parents into 
it. The results so far show an increase in 
sales of children’s shoes in the basement, 
and the attention of a better class of cus- 
tomer. Mr. Middleton believes that this de- 
partment will point the way to a series of 
specially designed shops for all types of 
wearing apparel in department store base- 
ment merchandising. 

Successful merchants in all lines of juve- 
nile apparel have learned from experience 
that it is highly essential to appeal to the 
mind of the child. One of the obvious 
ways of doing this is to create an atmos- 
phere in the store or department that will 
make youngsters like to come there. This 
isn’t a new idea, for it has been tried and 
found successful by a great many stores, 
but few stores have succeeded in drama- 
tizing an atmosphere and a setting calcu- 
lated to appeal to the boy and girl so well 
as has Scruggs, Vandervoort & Barney in 
this new footwear department. 

All children are interested in animals 
and visiting a department like this one is 
to them a positive delight. 
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Special Trains from Many Points to Carry 


Convention Visitors; Fare and a Half Rate 


Obtains on All Railroads 


.* keep in the spirit 
of their craft shoe men should walk or dance to the 
21st annual convention of the National Shoe Retail- 
ers Association in Chicago, January 4, 5 and 6, for 
riding wears out no footwear, but it is probable that 
most of the convention visitors will use some means of 
transportation to get there. Several reservations have 
been made on leading air-lines for seats in planes that 
will land in Chicago on Sunday or early on Monday. 
Electric trains will be used from many nearby points, 
and not a few convention goers have announced their 
intention of driving to Chicago in their own cars. 
But by far the big majority will stick to the steam 
railroads, which have hauled most of the convention 
visitors during the 21 years that these annual gather- 
ings of the shoe clan have been held. 

At least four trains leaving New York have been 
designated as convention specials. The New York 
Central will run a special section of the Twentieth 
Century Limited, leaving New York Saturday after- 
The Pennsylvania Railroad will run a special 


noon. 


80 








section of its Broadway Limited out of New York 
and a special section of the Duquesne out of Philadel- 
phia is contemplated. The Lehigh Valley is running 
a special train with a sight-seeing stop-over at Niag- 
ara Falls, and the Erie also is running a special. 

The New York Central is running a Shoemen’s 
Special out of Boston on Saturday afternoon and spe- 


cial trains or special sections of fast trains will be run. 


from Cincinnati, St. Louis and other markets. 

While these special trains or sections will enable the 
shoe men to travel to the convention in the congenial 
company of their fellow-craftsmen, it will not be nec- 
essary for the convention goers to take any one of these 
particular trains to obtain the fare and a half rate for 
the round trip to Chicago and back which has been 
authorized for all railroads. All that will be neces- 
sary to obtain this reduced rate is to ask for a conven- 
tion certificate at the time of purchasing your ticket 
to Chicago. This certificate must then be validated 
at the convention before the ticket for the return trip 
[TURN TO PAGE 108, PLEASE] 
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4 T513 — Women’s 
3 “BROWNbilt” White 
“Violet Ray” Open 
i Shank Sandal, 2%- 
Ma inch Covered Spike 
i Heel, Imitation Turn, 
i Lillian Last. AA 5-8, 
£ A 4-8, B 3-8, C 3-8. 
3 $2.50 
\ T512—Same in Patent. 

; : VIOLET Ray SHOE HESE patented Ventilated Shoes broke 

: Dl carpamets u's, Lerrens PATENT on a receptive world last season and 
. NO.1,772,340 AUGUST 5,1930 , - . 
: NO.1,806,673, MAY 261931 immediately created a sensation. Well in- 

S © (LET SUNSHINE |N formed retailers look for a tremendous de- 

, : ‘a atl mand this season. It’s the only footwear ever 
‘ ears ese ° . ° 

1 6G a siete developed that is in perfect harmony with 
Spring and Summer clothes. It gives the feet 

, the same freedom, the same cool breezes, the 

same benefit of sunshine and fresh air, that 

is enjoyed by the rest of the body. 

The public will not be denied—be ready for 

: the demand that is sure to come. 

a CAUTION: These Ventilated Shoes are manufactured by 

us and associated companies, by authority of C. H. Daniels 

r who holds U. S. Letters Patent. Protect yourself against 

t possible action for infringement. The authorized product 

1 bears the patent numbers of C. H. Daniels. 

Wwowrds Sanoe Goungesy, 

MANUFACTURERS ST. LOUIS 
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BROWNDbDilt Official Violet Ray for Women 





Official 


Violet Ray 
Shoes 








T73—Women’s “Brownbilt” Sea Sand 
Beige “Violet Ray” 1-Eyelet Tie, 1%- 
inch Covered Box Heel, Imitation Turn, 
Ginger Last. B 3%4-8, C 3-8 


T74—Same in White. 


Se acai NE EIVE FEDS 


G420—Women’s “Brownbilt” Sea Sand 


Beige Ivory “Violet Ray” Oxford, 
Swagger Brown Trimming, Natural 
Gristle Rubber Outsole, 13-inch Rub- 
ber Top Heel, Welt, Vassar Last. 


AA 4-8, A 314-8, B 3-8, C 2%4-8. .$2.60 


Brown Shoe Company * 


82 


Manufacturers 


T520—Women’s “Brownbilt” White “Vio- 
let Ray” Sport Tie, Wing Tip, 1%-inch 
Covered Box Heel, Imitation Turn, 
Irene Last. , 9, 





50 
T522—Same in White, Dull Calf Trim. 
T523—Same in Beige, Leaf Brown Trim. 





T85—Women’s “Brownbilt” Sea Sand 
Beige “Violet Ray” T-Strap Sandal, 
2%-inch Covered Box Heel, Imitation 
Turn, Society Last. 

B 3%-8, C 3-8 


T86—Same in White. 


T529—Women’s “Brownbilt” White “Vio- 
let Ray” Buckle Strap, Patent Lacing, 
1%-inch Covered Box Heel, Imitation 
Turn, Ginger Last. AA 5-9, A 4-9, B 
3-9, C 3-9 $ 


T532—Same in Beige, Leaf Brown Lacing. 





G470—Women’s “Brownbilt” Sea Sand 
Beige Calf “Violet Ray” Oxford, Leaf 
Brown Calf Trimming, Natural Gristle 
Rubber Sole, 15g-inch Rubber Top Heel, 
Welt, Bryn Mawr Last. AA 4-8, A 
342-8, B 3-8, C 24%4-8........00- $2.85 


G471—Same in White Elkide, Gun Metal 
Calf Trimming. 


Saint Louis 
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BROWNbilt Official Violet Ray for Children 





W321—Women’s “Brownbilt” White “Vio- 
let Ray” Blucher Oxford, Patent Lac- 
ing, Natural Rubber Sole, 1-inch Full 
Rubber Heel, Goodyear McKay, Helen 
Last. C 2%4-8, D 2%-8 $2.00 

W320—Same in Sea Sand, Brown Lacing. 


G414—Women’s “Brownbilt” Sea Sand 
Beige Elkide “Violet Ray” Oxford, 
Natural Sport Rubber Sole and Heel, 
Welt, Health No. 4 Last. AA 4-8, A 
342-8, B 3-8, C 214-8 

G415—Same in White Elkide. 


aa nw e | 

G417—Women’s “Brownbilt” White Elk- 
ide Moccasin “Violet Ray” Oxford, 
White Rubber Sole, 1%-inch Rubber 
Top Heel, Welt, Health No. 4 Last. 
AA 4-8, A 3%4-8, B 3-8, C 214-8. .$2.60 

G416—Same in Sea Sand Beige Ivory, 
Leaf Brown Vamp and Tongue. 


Se 


W246—Misses’ “Brownbilt” White “Violet 
Ray” Center Buckle Sandal, Patent 
Lacing, %4-inch Rubber Heel, Imitation 
Turn, Ballie Last. C, D 1114-2. .$1.65 

Child’s same, 44-inch Rubber Heel, Foot- 
shaping 46 Last. D 84-11 


W245—Same in Sea Sand, Brown Lacing. 


Brown Shoe Company 
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W315—Women’s “Brownbilt” Sea Sand 
-“Violet Ray” Blucher Oxford, Fringed 
Tongue, Natural Rubber Sole, 1%-inch 
Natural Rubber Heel, Goodyear McKay, 
Marcelle Last. 
B 3%-8, C 2%-8, D 214-8 
W316—Same in White. 





L393—Child’s “Brownwelt” Suntan Ca- 
bretta “Violet Ray” Sandal, Laced 
Vamp, Moccasin Sole, Spring Heel, 
Stitchdown, No. 25 Footshaping Last. 
D 5%-8 

Infants’ same, No Heel, Bo Peep Last. 
Pees. cv ctu sae weer ecanewe sees $1.00 

L391—Same in Patent, White Lacing. 

L392—Same in White, Patent Lacing. 


Manufacturers 
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Official 


Violet Ray 
Shoes 


Saint Louis 





Brownbilt Official Foot. Breezers for 





penne? 


er 


BRE E498—Men’s “Brownbilt Violet Ray Foot 

A &> Breezers” Smoked Elk Lace Oxford, Tan 

© Brownbilt0 Trimming, Ventilated, Foot Breathing 

PATENTED U? Insole, Rubber Heel, Welt, Majestic B/C 

+ AUG'5:1930-MAY-21-1931 Combination Last. B 6%-11, C 6-11, 
1772340-1806673 


E499—Same in White Elk, Black Trim. E496—Men’s “Brownbilt Violet Ray 
Foot Breezers” Smoked Elk Blu- 
cher Oxford, Black Trimming, 
Ventilated, Foot Breathing In- 
sole, Rubber Heel, Welt, Raglan 
B/C Combination Last. B eo 


Men like the style, C 6-11, D bell 
but are most appre- 
ciative of those cool 
feet that breathe 


with every step. 


E497—Men’s “Brownbilt Violet Ray 
Foot Breezers” Black Calf Lace 
Oxford, Ventilated, Foot Breath- 
ing Insole, Single Sole, 1-inch 
Rubber Heel, Welt, Majestic B/C 
Combination Last. B 6%-11, C 
sr PD a | a $2.60 


Brown Shoe Company Manufacturers °¢ Saint Louis 
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LICENSOR OF VIOLET RAY AND FOOT BREEZERS 














For Your 
Protection 


Cc. H. DANIELS 
Patentee 


_ The Brown Shoe Company of St. Louis, Missouri, 
and its subsidiaries, makers of VIOLET RAY and 
FOOT BREEZER shoes, and the Woodbury Shoe 
Mfg. Co. of Derry, New Hampshire, and its sales di- 
visions, who are makers of Interwoven and AIR 
COOLER shoes, are the only concerns which I have 


licensed to manufacture under my patents. 


C. H. DANIELS 


Patentee 


The Patents as follows: 
U. S. Letters Patent 


No. 1,772,340, August 5, 1930 
No. 82,079, September 23, 1930 
No. 1,806,673, May 26, 1931 











LICENSOR OF INTERWOVEN AND AIR COOLERS 
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*MODERN 


fhe REIGNING STAR 
of THE SHOW.. 


HE stellar role which Modern Miss 





has so jealously guarded upon the 
stage of footwear style, again finds itself 
the favorite with merchants who are 
seeking individualized creations of ele- 
gant leathers and the finest fabrics. More 
pronounced than ever is this season's 
Modern Miss portrayal of footwear 
with unrivaled delicacy and entrancing 
captivation. A role played not only at 
the show in Chicago, but every place 


where smart footwear is the vogue. 


Moccasins are Again in . Ghillie and Wales Ties will 
Vogue. enjoy increased popularity the 
Coming Season. 


Huth & James Shoe]! 
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Ghillie and 
Wales Ties will 
enjoy increased 
popularity the 
coming Season. 


A Neat 
Strap for 
Spring 


To Retail at 
$4 and $5 





; CA LIE SIG. 


e| Mf g. C O., Milwaukee, Wis. 
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State Street—teeming with pedestrian 
traffic—hundreds of thousands of people going from 
one store to another, buying, and “just looking.” In 
either case, they are greeted by displays, the like of 
which are not to be found elsewhere, elaborate in 
many instances—effective always. State Street has 
long been known as the best show window street in 
America, probably in some respects the best in the 
world. It is jealous of that reputation and is con- 
stantly striving to protect it by evolving new and bet- 
ter displays. 

State Street, the fashion index of the west—the 
street, in seven blocks of which 108,000 people are 
employed daily—the best lighted street in the world— 
the greatest merchandising center in the country— 
that’s where the 21st annual convention of the Na- 
tional Shoe Retailers Association is to be held. What 
a golden opportunity for you to window-shop for 
ideas. 


Window 
Street in 
the World 


“I never visit a city with- 
out spending evening hours 
in window shopping.” 


—A. B. YOUNG 
Los Angeles 


State Street, 
Chicago, Welcomes 
You to Study 
Shoe Displays 


The State Street shopping area is the most concen- 
trated retail district in the world. Into seven blocks, 
from Van Buren Street on the south to Lake Street 
on the north, are crowded most of Chicago’s large 
stores. Stores whose names are known all over the 
country—Marshall Field & Co., Carson, Pirie Scott 
& Co., Mandel Brothers, The Davis Company, The 
Hub, Chas. A. Stevens Co., The Fair, The Boston 
Store, Maurice L. Rotschild, and Sears Roebuck— 
what street can boast a more formidable array? 

All of these stores are recognized as outstanding 
merchandisers, and not the least of their merchan- 
dising effort is placed on their window displays. They 
know that those feet of space that face the street are 
precious, and that they must be put to the best pos- 
sible use. All of them have display departments of 
their own, which are made up of specialists in the art 
of window display. These men devote all of their 

[TURN TO PAGE 170, PLEASE] 
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Scientific Features 


of PROPR-BILT Shoes 
Covered Under 


U. S. Patent No. 1-701-839 


Ts following dealers represent a. partial listing 
of our retail distributors giving testimony to the 
nation-wide sale of “PROPR-BILT” Shoes: 


H. M. Venere & Bro. 
sreues N. 


Eastwood 4 Son 
Rochester and Buffalo, N. Y. 
Park Brannock Company 


Syracuse, N. Y. 
The Shumaker Shoe Company 
Akron, Ohio 


Notice 


THE Junior Shoe Manufacturing Com- 
pany, a subsidiary of the O’Donnell 
Shoe Company of St. Paul, Minnesota, 
operate a specialty factory manufac- allt, Phoontx, Ar peAkren, Obie, aay 
turing PROPR-BILT Shoes, under U. S. want Feanclsee, Calif. Two Stores, oxcuzematl, Oe 
patent number 1701839 in accordance ——_weamse"“Saith sive Company ae see 


D. & H. Rich Company 





Two 
Rike-Kumler Compan: 
Oakland, oot Ohio 


with instructions so set forth. The Vorhes Sive Company rhe ‘Lion's Store, Toledo, Ohio 
urst, oung ‘Shoe Company jootery, Ine. 
Ok lahoma ie 


Denv 

THIS patent covers the construction of wea Sat ea wi, OA any 
scientifically designed and fitted shoes Sp abamaaiaaaaae 8. vBalsimee a Sons, Ine. 
for children under the copyrighted orbit hake Stoobener's Shae Store 


name PROPR-BILT. D._J. Stewart, & Company 


= Geo. J. 

: Indi 

UNDER the law any manufacturer mak- rset Sit 
ing or distributing and any retail mer- Da 


chant selling any shoe infringing this 








patent is liable for injunction and 
damages, and any such infringer will 
be promptly and vigorously prosecuted. 


THE reason for issuing this WARNING 
is for the protection of the many re- 
tailers of quality shoes that are now 
featuring this high grade line of correct 
scientific fitting footwear. 


ittumwa ’ 
Palace Clothing Company 
Topeka, Kan. 
John Braitsch Shoe Company 
hang hag to Kan 
joe Company 
y 3-4 Ga. 
Byck Bros. & Company 
Louisville, Ky. 
Cahn & Wachenheim 


New Orleans, 
Phelps Shoe Seae 


Shreve) 
Hoehsehild, Kohn & Company 
Baltimore, Md. 
=> Marsh S Company 
Robert Kelly, Tne. 
Duluth, Minn. 
The Golden Rule 
St. Paul, Minn. 


The White "House Dry Goods Com- 


any 
Beaumont, Tex. 
er Bros., Inc. 
Dallas, Tex. 
Washer 
Fort Worth, Tex. 
Eiband’s 
Galveston, Tex. 
Kraupp & Tuffley 
Houston, Tex. 
Guarantee Shoe Company 
San Antonio, Tex. 
Roscoe Griffin = Co. 


aleigh, N. 
Hothelmers, Ine. 


Nachreiner’s 
Rochester, 


Minn. 
Robinson Shoe Company 
Five stores, Kansas City, Mo. 
ohn ‘Shoe Ang og! 
ree stores, . Louis, Mo. 


THE quality and reputation of PROPR- 
BILT Shoes will be maintained to 


Anderson Newcomb Company 
Huntington, W. Va. 


enhance their value as trade builders m3 Store, Ine. stane"& Thornes 
and give them a distinction and appeal Nebraska Clothing Company Hegel Hyland: company 


through foot health value. Kattlantie arm Ned. © J Screw Gee Comune 


Junior Shoe Manufacturing Co. 
Branch of O'Donnell Shoe Co. 
St. Paul, Minn. 
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Lower Costs 


for Traveling 


Keynote of National Shoe Travelers 
Association's 2Ist Annual Conven- 
tion in Milwaukee, Jan. 8-9 


Vv Vv VW 


be receded by a 
meeting of its Board 
of Governors, to be 
held Thursday, Jan. 
7, the twenty-first 
annual convention of 
the National Shoe 
Travelers’ Associa- 
tion will be called to 
order at 10 A. M., 
Jan. 8, in the Plank- 
inton Hotel, Milwau- 
kee, this being the 
first time for several years in which the travelers have 
not met in the same city as that chosen for the an- 
nual convention of the National Shoe Retailers’ As- 
sociation. 

The keynote of the convention proceedings will be 
sounded in the reports of committees which through- 
out the year have been working diligently to effect 
savings in the cost of distribution, fully realizing that 
this represents one of the most serious problems fac- 
ing manufacturers of footwear in every part of the 
country. 

The Hotel Committee will be able to report prog- 
ress in its efforts to secure a reduction in the rates 
of sample rooms, and to secure a new rate to be 
known as the “day rate” charged for a sample room 
used only during the day in “one-day” towns. 

The returned-goods evil will be dealt with in an- 
other report which report will also contain a recom- 
mendation that buyers who are known to be chronic 
offenders in this respect be posted with all manufac- 
turers, wholesalers and traveling salesmen. This re- 
port deals, of course, only with those buyers who 
return merchandise without just cause. 

The Railroad Committee will detail its conferences 
with officials of railroad and other transportation com- 
panies in an effort to secure a reduction in rates on 
common carriers, using the argument that salesmen, 
because of the mileage they cover each year, should 
be placed in a preferred class and have the advantage 
of what amounts to a wholesale transportation rate. 
This committee, furthermore, has gone even farther 
afield, and has taken up the question of freight rates. 


JOSEPH KALISKY 


National Shoe Travelers 
Association. 


President, 


90 


Other recommen- 
dations which will be 
taken up on the floor 
of the convention in- 
clude one deprecating 
the too numerous 
style shows at trade 
gatherings which the 
travelers believe in- 
terfere with business 
which might other- 
wise be done; an- 
other that traveling 
men make a close:study of styling so that they may 
be in position to render a positive service of advice 
to their retail accounts; another that closer contact 
be maintained among the major associations in the 
allied shoe and leather trades ; and a fourth, that steps 
be taken by the industry to arrive at some way of 
stabilizing prices, thus overcoming conditions which 
have been brought about by slashing of prices. 

The convention—a two-day affair—will be held im- 
mediately following the close of the National Shoe 
Retailers’ Convention in Chicago; and all meetings 
will be presided over by President Joseph Kalisky. 
Hosts include the entire membership of the Wiscon- 
sin Shoe Travelers’ Association who, in cooperation ~ 
with Wisconsin manufacturers and retail shoe mer- 
chants, are planning as one feature a big banquet 
with vaudeville entertainment. 

Nineteen thirty-one officers of the association are: 
President, Joseph Kalisky, of Chicago; vice-president. 
John S. Whittemore, Boston; secretary-treasurer, 
Thomas A. Delany, Boston. There may be two can- 
didates in the field for the 1932 presidency, Mr. 
Whittemore and Frank B. King. Bob Moody of 
Texas appears to be the only candidate for the vice- 
presidency. 

Regional Governors include Harry P. Lynch, Bos- 
ton; Charles Evans, Chicago; Ross Bates, Minneap- 
olis; G. E. Van Meter, New York City; J. E. Wil- 
liam Prescott, Des Moines; W. E. Mitchell, San An- 
tonio; Paul S. Lippincott, Philadelphia; Halsey EI- 
well, Los Angeles. 


THOS. A. DELANY 


Secretary-Treasurer National Shoe 
Travelers Association 


(TURN TO PAGE 138, PLEASE) 
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ROOMS 972 AND 973 H. L. KINCAID 
PALMER HOUSE E. E. MARTEN 


N. S. R. A. CONVENTION B. E. TREANOR 
B. P. WISWELL 


JANUARY 4, 5, 6, 1932 , will be there 
Chicago, Illinois to greet you 


CE DAR GROVE -:-WISCONSIN 
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Jin O'Connor, of O’Connor & Goldberg. 
“This is going to be a convention for everyone— 
not for members only. We want every merchant, 
large and small, every department and chain store 
manager, assistant manager and clerk, not only to 
come but to join in the sessions and give us the bene- 
fit of their advice and experience. Those attending 
the convention will have the privilege of sitting in 
on round table discussions which will be led by out- 
standing authorities on each of the subjects discussed. 
The greatest collection of footwear and accessories 
ever gathered at one time will be displayed at the con- 
vention—this will be an education in itself. All of 
the shoe stores as well as the department stores will 
be thrown open to visiting shoe men. This will give 
them an opportunity to see how others conduct their 


business.” 


Marris Wolock, of Wolock & Bauer. 
“In my estimation, the most beautiful shoes created in 
a long time were shown at the manufacturers’ show at 
New York—at prices that were far more stabilized 
than they have been. The most sensible thing a mer- 
chant can do is to come to the January show in 
Chicago and buy these shoes. Early in January is an 
ideal time for this purpose since many changes in 
styles and prices can not be made after that. 


A\itred J. Ruby, of A. J. Ruby & Co. 
“It is highly important that all shoe men come to the 
National Convention because no matter what class of 
shoe business a man is in he’ll be out of it unless he 


New Panorama of Business 


Five Nationally Known Merchants Tell You Why 
Chicago Will Help Start the New Shoe Year Right 


knows what’s going on. The shoe business is at this 
time facing a crisis that demands a most careful 
study from a merchandising standpoint. The shoe 
business today is like a panorama going backwards— 
the standard of values is changing so fast that it 
needs the scrutinizing attention of all shoe buyers. 
No shoe man can exist without studying the shoe 
market. It would take a man three months to go 
around and get information that he can get in three 
days at the shoe show. 


Witiiam J. Gibbs, of Marshall Field & Co. 
“Every mind in the industry ought to come to this 
convention with some constructive thought to ad- 
vance. What the shoe business needs now more than 
anything else is something new—new colors, new 
styles, new methods—something entirely different 
from what we have ever had before.’ There is no 
better place to bring these ideas and correlate them 
into worth while practical measures that will pull the 
industry out of the “doldrums” than the coming con- 


vention.” 


Orto H. Hassell, of Hassell’s Shoe Store. 
“Any gathering of men for the purpose of discussing 
mutual problems is profitable. The theme of the con- 
vention, dealing with the one big problem of the shoe 
merchant, is especially timely and unquestionably 
evokes considerable exchange of opinion by the re- 
tailers present. Such debate is extremely valuable 
because it injects ideas from outside sources and much 
good can come from it.” 
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Tuned to the taste 
of the sophisticated 

5 style-conscious _ 
~ miss of tomorrow 


THE WORLDS 3 

GREATEST LINE In rcom 953 cf the 
OF PATENTED Palmer House during 
HEALTH SHOES the NS.RA.convention 


Jan. A*-5"-6". 1932 - 


DIED PIDER SHOE 


WAUSAU, WISCONSIN 
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THE SCOTCH 






BRIERPROOF 
ae 


In this photographic illus- 
tration the background 
shows the grain side, and 
the shoe silhouette the 
suede side of Brier proof— 
the ideal leather for smart, 
unlined footwear. 


CREESE AN D C00 K COMPANY 
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[}INVENTED 


First—they invented golf. They doubled by 
devising the unlined shoe—the most practi- 
cal and comfortable footgear. They tripled 
with a calf leather tannage which made un- 
lined shoes even more comfortable and prac- 
tical. 


Now, America has taken to this unlined shoe 
with arush. Not only for golf wear—but for 
here, there and everywhere. 


Yes—the Scotch invented that leather. But 
in America it is being tanned by Creese and 
Cook. Its name is 


BRIERPROOF 
* * 


Brierproof is extremely comfortable. Unlike 
most flesh-finished leathers which are some- 
what dry and hard, Brierproof is mellow and 
flexible. 


* 


Brierproof is extremely practical. Its even, 
suede-like nap is impervious to the rough 
treatment of active wear. That’s why we 
name it Brierproof. 


* * 


Brierproof is non-crocking. It has a natural, 
aniline-dyed finish without dope or powder of 
any kind. The grain side is boarded. Used 
inside it adds to the finished look of the shoe. 


* * 


Brierproof is smart. Its mellowness, weight, 
flexibility, surface-finish, and color combine 
to make Brierproof the smartest leather for 
unlined shoes. 


95 SOUTH ST. 
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BRIERPROOF 
IS MADE IN 
FOUR POPULAR 
BROWNS 


* 

FAWN 
PUTTER BROWN 
MONK 
HEATHER 


* 


Sample swatches of the size 
below will be sent on request. 


BOSTON, MASS. 





Success Rests on Fitting 
How the Hecht Company of Washing- 


ton Built a Remarkable Business on 


Children’s Shoes by Stressing Service 


wy Ww 


The rise of the children’s shoe 
department of The Hecht Company, of Washington, 
D. C., to one of the largest, if not the largest, in 
volume of sales in the city probably can be traced to 
just two words—proper fitting. 

“This thought of proper fitting is foremost in our 
minds in trying to build up our children’s shoe de- 
partment, and it is stressed continually to our sales- 
people,” said H. E. Ullman, merchandise manager of 
the store. 

“The importance of this thing cannot be too 
strongly stressed, because it is natural that a child 
is unable to judge whether or not the shoe is too 
small or too large.” 

To show doubting mothers just how little Johnny’s 
foot really does fit either into his old shoes or new 
ones recommended by the salesgirls, the department 
has an X-ray machine, which 
gives a complete picture of the 
fit. Many mothers have thus 


Vv 


younger boys and girls and $5 for the junior misses. 
The store concentrates on as few price lines as pos- 
sible, but carries a complete stock of sizes, styles and 
colors in each given line. 

“In the merchandising of the children’s shoe de- 
partment, quality is always considered in our pur- 
chases before price,” Mr. Ullman said. ‘While we 
always endeavor to carry a complete stock in a 
moderate price range, we have never attempted to 
sell or merchandise low grade shoes for children.” 

There are seven salespeople regularly employed in 
the children’s shoe department at the Hecht store. On 
Saturdays additional girls are employed as needed. 

The department makes no special effort itself to 
stage sales promotion stunts, though, of course, each 
sales person is encouraged to increase sales through 
commissions. Sales promotion efforts usually are 

storewide and not confined to 
any particular department. 
For example, the Hecht 





been shown that shoes little 
Johnny has been wearing have 


store recently completed a very 
successful store-wide sales ef- 








been anything but the right fit. 

For the last 10 years the 
children’s shoe department has 
been located adjacent to the 
regular children’s department 
of the Hecht store. Prior to 
that time it was operated as 
part of the women’s shoe de- 
partment. The advantage of 
having children’s shoes located 
near the children’s department 
is obvious, as mothers shop- 
ping for clothing or other 
children’s necessities find it 
extremely convenient. 

The children’s shoe depart- 
ment supplies’ footwear for 
children from the infant stage 
up to about 12 years of age. 
No attempt is made to stock 
cheap shoes. The retail prices 
range around $4 or $5 for the 


One pair of feet 


Must last a lifetime, 
but one pair of Shoes won’t 


if yours is an active, healthy child, how those 
feet do kick a hole in the budget! However, we’ ve 





provided for that, 


Simplex Flexies 


On Nature’s Last to Keep Young Feet’ Young! 


1 
ly and inexp ly 


With Priced According to Size: 


¥ 
4) CS a Y 2 
no nails 
or tacks. 
Flexible 
all-leather soles that 
“give” with every move- 
ment of the foot; nar- 
row heel seats to hold 83¢ to 12........ $3.50 
foot in place. Fitted by 
our X-ray machine, 
showing exactly how 214 to 1........ 34:00 
foot lies in the shoe. 
Becond Poer 


} | 
| THE HECHT CO. ¢ ae 


F Street at Seventh 


An unusual advertising appeal used by The Hecht 


Co. in one of a series of newspaper ads 





. “positions” 


fort, which lasted throughout 
the month of October. That 
month was labeled “Hecht 
Month” by the store and ad- 
vertising in local newspapers 
and placards throughout the 
store carried the legend “Oc- 
tober is Hecht Month.” 

In this store-wide sales pro- 
motion “stunt” the entire per- 
sonnel of the store took part, 
from porter to vice-president. 
The employees were divided 
into two separate groups, one 
known as the “White Army” 
and the other as the “Blue 
Army.” Half the employees 
of each department were given 
in each “army”; 
for example, half the chil- 
dren’s shoe department em- 

[TURN TO PAGE 138, PLEASE] 
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One Half Million 


DAREX ADVERTISEMENTS A MONTH 





4{1TOM ¢g 


ce Wh Vp 


WHEN YOU CHOOSE 
SHOES FOR SPORT 


ell he Day SE 


Aways turn sport shoes 
bottom side up before you try them on. Look at the 
soles— that’s the business side of a sport shoe. If the 
soles are Darex, it’s all straight sailing. . . . (You'll 
know they are Darex Soles at a glance, for they 
look nothing like either leather or rubber soles — 
more like a fine suede.) . . . . Darex Soles will 
give you the prettiest kind of a performance. They 
are waterproof, heat proof, skid proof, cold proof. 
They are sturdy, yet light, flexible, and resili- 
ent — most astonishingly comfortable in action. 
Be sure that every shoe you buy has a Darex Sole. 


Sport Shoes with Darex Soles — Richards & Brennan Co. 
As finea wigs 9! of shoes os you' ey yo ctgeguadponee 


~calf apron and black Darex Soles. For golf, yucht 


ny sport 
wear — and for informal wear, you'll find t Saas disap wath Buren Soke ideal 
STORES FEATURING RICHARDS @ BRENNAN SHOES WITH DAREX SOLES 


Dealers’ names will appear in this space 


Darea Soles 


THE INSULATING SOLES 





732 


January 1932 witnesses the start of the big 
Darex national advertising campaign . . . in 
the country's smartest publications — VANITY 
FAIR, THE NEW YORKER, VOGUE, THE 
SPORTSMAN and HARPER'S BAZAAR. 


It's heavily loaded with, triple-barreled sales 
ammunition: 


1. Each advertisement tells the interesting and 
unique Darex story. 


2. Each advertisement features one shoe from 
a leading manufacturer's line of Darex-soled 
footwear. Each shoe is indicative of the latest 


' style trends. 


3. Each advertisement will carry a list of 
retailers who have selected one or more Darex- 
soled models from the featured manufacturer's 
line of footwear. 


And — we're not finished yet — there's the 
complete Darex merchandising program for 
retailers . . . by itself, tremendously valuable. 


Here's real ‘co-operation ... specific... 
profitable. 1932 will be a banner year for those 
who tie up with Darex. Write for complete 
information — right now. 





DEWEY AND ALMY CHEMICAL COMPANY 
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ls Price the Answer? 


Or What's the Real Low-Down 


on the Men’s Shoe Situation? 


By MURRAY C. FRENCH 


Les make a serious attempt to 
get at the real low-down on the men’s shoe situation 
—not only the present situation but also the solution 
to that situation—as it affects our plans for Spring. 

Much as we all believe in trading-up, we must 
admit the present tendency is downward. The follow- 
ing questions, therefore, seem to strike the keynote 
of the whole men’s shoe problem : 

1. Is this trading-down tendency only temporary? 

2. Are lower prices the answer to the men’s 

problem ? 

3. What about price lines for next Spring? 

Those questions were asked of five well known 
shoe merchants, men who are doing an outstanding 
job in men’s shoes, men who have their finger tips 
on the pulse of the men’s trade. Here are their 
answers : 

We hear first from “Spike” Arnold, of the BOS- 
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TONIAN SHOE STORE, in Kansas City. There’s 
a man’s man for you! Spike is a regular mixer who 
has the rare knack of getting right down under the 
skin of his fellow men and analyzing their real wants. 

His answer is this: “While I believe this trading- 
down tendency is only temporary, still you know that 
word temporary has quite a bit of stretch to it. 

“Personally, I do think next Spring, say for Easter 
selling, the bottom will have been reached. From 
then on, in a very gradual way, prices will get back 
up where they belong. 

“Naturally -we consider this period: of adjustment 
very terrible. But it is no different from what this 
country went through after the War of 1812, the 
Mexican War and again after the Civil War. We 
pulled out then; we'll pull out now. 

“Yes, lower prices are the only answer on the short 
pull of business with a reputable concern. But these 
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WITH 


SEAMLESS QUARTERS 


The Most Astounding Innovation 
Ever Perfected in Children’s Footwear 


Bulb Shaped Heel 


Note the smooth, seam- 
less back. This feature 
obtainable im no other 
shoe. Quarter shaped like 
bulb to fit snugly and 
comfortably. Scientifi- 
cally designed and built 
on nature shaped lasts. 








QUICK 
: FACTS 


PENDING @ 


No seams to rip or tear. 
SE new, seamless quarter KALI-STEN-IKS are the © 
result of more than a year’s experimentation. They hasan iietiabdliaata te 
have been tested and perfected from every angle. There hurt tender feet. 
is not a single seam in the quarter to hurt tender feet. 8 
No heavy, bothersome back stays. Absolutely smooth, neat. tee 
gracefully shaped and above all comfortable. The most ings and seamless 
sensational development and outstanding merchandising “== 
feature ever perfected in children’s footwear. Full de- e 
tails gladly furnished on request. . 


Fall leather counter. 
Pliable yet firm. 


The new spring line of KALI-STEN- @ 
IKS including seamless quarter shoes Bulb shaped heel fits 
(all equipped with cushion rubber snug without binding. 
heels without nail holes) on display e 


during the 
N. S. R. A. CONVENTION wean 


PALMER HOUSE ROOM 903 e 


Fully tested and per- 
ected. 


THE GILBERT SHOE CO. ae 
THIENSVILLE, WISCONSIN Patents are Pending. 


Kali-Sten-Iks will be 


New York Office Los Angeles Office the only shoes made 
425 Marbridge Bldg. 327 Grosse Bldg. with seamless quarters. 


New York City Los Angeles, Cal. 




















Boor anp SHop RECORDER 
combining THE SHOE RETAILER, Dec. 26, 1931 99 








lower prices won’t mean a thing unless we in turn 
give to our trade exceptionally good shoes at the 
prices they ask for. 

“If we fellows are smart enough to pick the right 
styles and give real quality at these reduced prices, 
I do say that when the old dice in the box stop roll- 
ing we will reap the harvest of continual good will. 

“Regarding price lines for next Spring, I would 
say necessity, not preference, is the force which has 
brought cheap shoes into the foreground today. I 
do not believe the public in general will be ready by 
Spring to buy higher priced shoes than they are right 
now. That is just too soon for today’s Pessimism 
and Poverty to run its course.” 

An equally frank and clear statement comes from 
W. R. Werner, of the highly successful FRANK 
WERNER CO., operating five stores in San Fran- 
cisco and one in Oakland. 

“As I see it,” says Mr. Werner, “it would seem 
that this trading-down tendency is not temporary but 
will continue through the Spring season at least. 

“Yes, lower prices are the answer to the men’s 
problem provided we can sell at lower prices the same 
good grades we have been selling. 

For example, we are now carrying 
a very good line at $6.50 and 
$7.50. If we could sell this 

same grade at $5 and $6 I 

think we could really in- 
crease our unit sales. The 
same thing would hap- 
pen—and be much ap- 


ve 






























x ey 





preciated by our customers—if our line now priced 
at $11.50 and $12.50 could be sold at $10. 

“The solution to the men’s problem for Spring is, 
as I see it, to maintain absolutely our grades under 
any and all conditions, but this must be done at lower 
retail prices. Such a policy calls for increased 
efficiency all along the line.” 


= since away back in 1860 
POKORNY ’S have been selling men’s fine shoes in 
New Orleans. The secretary-treasurer, Ralph P. 
Levey, contributes a sparkling little sermonette on 
the men’s problem that no one should miss. 

“For the present, lower prices, as the term is used 
today, are the answer to the men’s problem,” says Mr. 
Levey. “Men realize there has been a downward 
trend in all other commodity prices so they naturally 
expect it in shoes. 

“This puts the conscientious retailer up against a 
man-sized problem. It is truly the day of the careful 
merchant for he is competing for a most “careful” 
dollar. However, as far back as we can remember, 
most buyers unthinkingly want to trade down—and 
retailers, with the hope of volume, have catered to 
that tendency and tried to attract customers with low 
prices. 

“So you see this trading-down tendency is not new 
with us, notwithstanding the fact that customers 
usually get just what they pay for—and they know it! 

“But right now if the retailer is smart and acts 

[TURN TO PAGE 138, PLEASE] 


THEY HAVE A REPUTATION 


FOR HANDLING THE 
CHEAPEST SHOES 











GIVING CHEAPNESS 
Sar GO BY — 


he —" “GO BUY 
ELSEWHERE 
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Adds the Finishing 



























































is, Touch of Styl 

‘s OuUCcNn O tyle 

e 

: a Spring with its blossoms, its gentle breezes, its warm 
sunshine, suggests youth and the utmost in life... 
NUVA CALF LEATHERS fit into that picture. 
Designers of smart shoes, and dealers who sell smart 

50 shoes, are profound in their interest in the NUVA 

: line, for they know it will catch the style fancy of a 

in fashion loving public. Women demand color, snap, 

P. zest—and, above all, style—in their footwear. 

on NUVA responds to this demand. It combines 
beauty, refinement and high style with a glovelike 

if comfort. 

: Made in a range of dainty colors and patterns, light 

28 in weight, NUVA leather will insure shoes of quick 

td turnover. It will act as old wine to a somewhat jaded 

lly business. 
The attractive strap slipper illustrated is from the 

a spring and summer line of Laird, Schober & Com- 

‘ul pany—also designed for southern resort wear, where 

1” it is already Springtime. It shows the effective use of 

- NUVA for the finishing touch of style. 

id The ensemble possibilities of Ohio’s NUVA CALF 
LEATHERS are unlimited. It is ideal for all-over 

to or trimming on shoes. 

id @ oe ie be 

w 

rs 

t! 

ts 


Features which distinguish NUVA CALF are: shape hold- 
ing, meliow, glove-like feel, fine grain with a tight break, 
and sun fast colors. 

Specify it when styling your spring and summer models. 
Color swatches will be sent on request. 


OHIO LEATHER CO, 


GIRARD, OHIO 















White Washette Calf with 
brown linen-effect NUVA 
m. 


By Laird, Schober & Co. 
Philadelphia, Pa. 
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The EYE oF f <a on 


Visit Our Display 
at the Chicago Show 
BOOTH 14 
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is Focused on the HEEL 


When choosing heels for your line, remember that there is a Mears 
heel, with just the proper pitch, contour and deportment, that will 
add to the appeal of each style model... and whatis of still greater 
importance to every shoe manufacturer, the heel model you select 
for your sample, is the heel you get for every shoe in that style. 


The irregular lines of hand-finished heels cannot affect style lines, 
for exclusive machinery and methods reproduce the design of each 
Mears heel with mechanical precision . . . the exact contours of 
the original models are faithfully maintained. 


Mears can supply you with the RIGHT HEEL for any shoe, any 
time, anywhere. 


FRED W. MEARS HEEL COMPANY, INC. 


Auburn, Me. 
Columbus, O, 
St. Louis, Mo. 
Auburn, N. Y. 
Conway, N. H. 
Salem Depot, N. H. 


ZZ 
G 
os 
- 


LOOK FOR THIS 


TRADE —\ MARK 
ON EVERY HEELSEAT 
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From 


New Home 


Building 


Will Come New Shoe Money 


[CONTINUED FROM PAGE 65] 


under mass production methods which are contem- 
plated, will go for labor, either in the actual erec- 
tion of the homes or in fabricating the parts of 
which they will be made. Thus we have an esti- 
mate of around three and one-third billions of dol- 
lars a year to be expended in labor—wages—shoe 
money, if you will. 


The interesting part of the new way of looking at 
the housing problem is the application of scientific 
methods to home building. It is certain that no 
revival can be based on present methods of construc- 
tion. Building each house separately, from raw or 
semi-finished materials hauled to the home site is 
much like building an automobile by hand, and such 
a practice in the automotive industry is unthinkable. 

C. F. Kettering, vice-president of the General 
Motors Corporation in charge of research, and con- 
sidered one of the most far seeing engineers of today, 
has developed in his own mind some theories of how 
modern home building should be approached and what 


@ The N. S. R. A. becomes of age in 1932— 
celebrating its 21st birthday. 


@, Those 21 years have seen marvelous prog- 
ress in the physical development of shoe 
stores. 


@ Cleanliness, more efficient layout, bigger 

and better display windows, more comfort 6 
for customers, are a few of the improve- 

ments. 


@ What next? Shall we throw away tradi- 
tion and start anew? Or will we improve 
still further upon what we have now? 


@ The new store to match the new home 
is within the realm of possibility. 


the modern home should be. He foresees a home of 
fabricated materials, insulated against heat and cold, 
supplied with conditioned air and standardized as to 
equipment, but not as to outside appearance. He 
believes that many materials can be developed which 
can be cast or fabricated into large standardized units 
and used in the building of homes—a sort of sectional 
product. Refrigerators, cooking equipment, bath 
equipment, radios and even a large part of the fur- 
niture will be built in. In some of our larger housing 
projects of recent years some attempt at making 
much of the home equipment built in has been made 
successfully. Mr. Kettering believes that this will 
continue as an evolution; in fact, that the whole build- 
ing industry will gradually evolve into a more scientific 
and mass production proposition. 

Disagreeing with him on this point is Walter B. 
Pitkin, a noted professor of journalism who has made 
a deep study of the home building problem, and who 
asserts that only through an immediate revolution in 
the industry can a néw basis be reached. 


He foresees gigantic developments on tracts within 
5 to 20 miles of city centers, where land is cheap but 
access to the city easy on the new improved highways, 
and where 500 or more dwellings may be erected at 
one time. 

He goes along with Mr. Kettering in most of the 
former’s ideas of what the new home must be like, but 
adds radically new ideas of his own. He believes that 
traditional forms of architecture must be thrown out 
of the window and a new school of architecture de- _ 
veloped, based upon the use of new materials. The 
traditional stone, brick and lumber, he says, are too 
expensive to go into the modern low priced home. He 
suggests the use of fabricated steel and its alloys, 
fabricated castings, fabricated glass (with or without 
integral metal), fabricated copper and _ brass, 
fabricated felt. and asphaltum, fabricated insulating 
material and the like. Heavy sections, including 
whole walls, roofs, floors and partitions, will be 
assembled in factories and assembled on the site 
with cranes and other machinery, welded or 
riveted together. Light brick or concrete slabs 
will be used, shot full of air holes to make them 
about a fifth as heavy as present materials and of 
greater insulating value and easier fabrication may be 
used in the construction of our new home. The cellar 
will be dispensed with. A small excavation may be 


[TURN TO PAGE 106, PLEASE] 
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Shoe Conventions Are For 


URING the past year radical price reductions have 

been featured in advertising clothing, shoes, etc. 

The idea of lower prices is now definitely fixed in the 

mind of the public. They expect the former $10.00 
shoe for $8.00. The $7.50 shoe for $6.00, etc. 


Men who have been wearing any nationally advertised 
“established price” $5.00 shoe reasonably expect to buy 


that shoe for about $4.00—or pay $5.00 for a higher 
grade shoe formerly priced at around $6.50. 


The new RACINE line offers the HIGHER GRADE 
shoe for $5.00. Shoes that are distinctive in quality, 
workmanship and special features of construction— 


sound selling points. The stock oxfords, regulars and 
sports, are priced at $3.25 and $3.35—5% Thirty Days. 


We would like to see you at the Convention. You can 
look us over without embarrassment. The strangle hold 
and high pressure selling is barred in our display rooms. 


THE PALMER HOUSE rooms 904w-921w-922w 


RACINE SHOE MANUFACTURING COMPANY 
SINCE 1902. RACINE, WIS. 


Makers of the 
FAMOUS DOCTOR SHOE FOR MEN 





From New Home 


Building 


Will Come New Shoe Money 


[CONTINUED FROM PAGE 104] 


used for an individual heating plant, but a central 
heating plant and air conditioning machinery for the 
entire community may be used. Movable partitions 
within the house will solve the problem of expanding 
or decreasing families, together with the problem of 
caring for guests. The roof will serve as a sun deck 
and the lighting system will emit sun rays so that 
perpetual sunshine and its health-giving qualities will 
be available. 

The imagination may roam at will to fill in the 
picture. Certainly when one looks at pictures of the 
first crude automobiles, built after the fashion of 
what was then the last word in horse-drawn con- 


@ Raymond Hood, head architect of Radio 
City says our big cities are not congested 
enough. 


@ He forsees buildings of the future con- 
taining virtually entire cities in themselves. 


@ Streets will attain two or three levels with 
shops in tiers. 


@ New building materials may change the 
shape and layout of our stores. 


@ But the old principle of plenty of display 
space with which to intrigue the customer 
will prevail. 


7 i; — ~ 


a 
i i —_ 


veyances and compares it with the vastly different, 
more efficient and really more beautiful motor car of 
today, who can set the limits for development in home 
building Many of the things in the most modern 
of homes today are traditional carry-overs of former 
times, even of ancient times. It is appalling that, 
with all the scientific developments in other fields 
the home has been so neglected—has been so left with 
its vestiges of antiquity 

Already in Germany houses of fabricated copper 
can be bought on something like the American mail 
order plan. A six or seven room dwelling made of 
this fabricated copper can be erected by six men 
within twenty-four hours. Perhaps this is a start on 
our new era of home building, the era that will give 
us a new prosperity. 

Along with the application of science to home 
building will go similar developments in commer- 
cial buildings, in stores—even shoe stores. If tra- 
ditions can be tossed out the window in the build- 
ing of new homes, why not in the erection of new 
shoe stores. 


We thought we had hit something in the salon or 
parlor type of store with its concealed stock, but this 
has not worked out to advantage in all cases. Then 
came a wave of modernistic store decoration, the 
mere use of the new type of decoration for its sake 
alone, and not hooked up directly with the purpose 
for which the store was erected. What an oppor- 
tunity for a new store architect to disregard all that 
has gone before and begin from the ground to develop 
and build a new type of store, starting from the basis 
of what is to be accomplished in the store ; namely, the 
fitting and selling of shoes, at a profit, taking into 
consideration the character of the merchandise han- 
dled, and building from that a new type of store that 
will be more efficient and therefore more beautiful 
than anything that has gone before. It is unthinkable 
that a people who are already demanding a modern 
type of home, constructed along scientific lines to fit 
our modern mode of living, will not demand that 
the same scientific and modern thought be put into 
the establishments from which they will buy the other 
things necessary for life and comfort. 


Simmered down to the ultimate the proposition 
looks something like this—New homes mean new 
wages for new shoes—also a demand for new and 
more efficient shoe stores. Surely the industry can 
develop within itself the brains that will solve the 
new problem. The problem itself seems clear. 
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- - again amaze the shoe industry 
by showing one of the fastest and 
smartest lines of popular priced 


shoes made in St. Louts. 


Don’t miss the opportunity 
of visiting our show rooms. 


907 - 908 - 909 - 910 
PALMER HOUSE 


during the N. S. R. A. convention at Chicago 


PARAMOUNT SHOE MFG. CO., St. Louis, Mo. 
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No Unemployed Brains in 1932 


[CONTINUED FROM PAGE 57] 


1932. At his competitors? What good 
has that ever done? What the retailer 
needs, like the manufacturer, is dis- 
armament in competition. There is no 
more profit in competitive warfare and 
there never was any. If the retailer 
wants to pick out the right man at 
whom to get mad, he can find him in 
the mirror when he shaves. And if he 
takes a real good look at himself and 
his store, he will find plenty to get mad 
about. 


Skeletons Under the Counter 


There probably isn’t a store in the 
country today which isn’t hiding some 
skeleton under the counter, and that 
goes for the big stores as well as the 
small, for the chains as well as the in- 
dependents, for department stores as 
well as specialty shops, and for every 
retail line. These skeletons are not 
the result of the depression; they have 
been there for years. And the funny 
thing about retail store skeletons is 
that they keep right on growing all the 
time. 

The first and most important good 
resolution of every retailer for the new 
year is, therefore, “I’ll quit kidding 
myself.” Even if he breaks every other 
resolution on the morning of January 
2, this one will make 1932 profitable if 
he sticks to it. 

If he keeps to this resolution he will 
start with a big write-off. This doesn’t 
mean on inventory. We’re going to 
have a nice easy inventory time this 
season; all most of us will need for 
figuring will be our fingers. No, the 
inventory of stock has been written 
down enough; the inventory which still 
needs writing off is ourselves. We all 
thought we were pretty good up to the 
end of 1929, and there are still too 
many of us who believe that everything 
which is wrong is the fault of the de- 
pression. If writing off our inventory 
of ourselves sounds too painful, let us 
say writing down the good-will item; 
the good-will we have towards our- 
selves, 

The first thing that most merchants 
are going to devote themselves to after 
the turn of the year is the clearance 
sale. If the average retailer would de- 
vote as much time to ideas of obviating 
the necessity for clearance sales as he 
does to planning these “events,” his 
margins might begin to rise up over 
his mark-downs. Of course, there will 
always be stuff which has to be moved, 
but too many retailers have got them- 
selves to believing that there is some 
amendment to the Constitution about 
clearance sales; that they would be 
breaking a law or something if they 
didn’t have one. 

We can try to laugh it off by saying 
it is obvious or by saying it can’t be 
done, but the test of efficient merchan- 
dising is in how little there is to clear 
away. It doesn’t matter how much the 





sale may be “sweetened” by cheap dis- 
tress merchandise; the slow stock is a 
confession of poor buying and poor sell- 
ing. In the stuff which needs clearance 
sale dynamite to move it are the secrets 
of the store’s failures. It would pay 
any retailer, if he had to do it, to buy 
back all his clearance sale goods at 
twice what his customers paid for it, 
in order to study it carefully. It would 
pay, because what he would learn, if he 
really studied it, would be worth all 
his 1932 profits to him. 

But there is no balm for wounded 
pride in looking at our mistakes. We 
put a low price tag on them and hustle 
them out of the store as quickly as we 
can. We move them, instead of being 
moved by them; moved to change our 
buying methods and our selling meth- 
ods, no matter how difficult it may be. 

The worst curse of the country to- 
day is not in idle hands or idle ma- 
chines or idle money, but in idle brains. 
This doesn’t mean only the executives 
who are looking for ditch-digging jobs; 
it means the men who have jobs and 
who have stores. Too many of the 
brains which are supposed to be run- 
ning the factories and stores and banks 
are not working; they are moping. 

If the average merchant gave half 
as much thought to doping out his 
plans as the football coach does to his 
team’s plays, the gate receipts would 
be a whole lot better. Whatever we 
may think of our college football heroes, 
nobody can accuse our merchants of 
professionalism; they fumble whatever 
good plays they know and they certain- 
ly don’t act as if they are out to make 
money. We’ve gotten so that we can’t 
cut a deck of cards without looking at 


a book; yet we keep on trying to play. 


at merchandising and keep on losing 
and losing without trying to find out 
even the rules of the game. 


The Retailer’s Big Chance 


If the retailers of the country ever 
had their big chance, it is right now. 
Every one of them has had some good 
idea for better methods which he didn’t 
have time to work out. Where are those 
ideas? Every merchant has always 
wanted to know certain things about 
his business, but never got around to 
finding out. What are those questions? 
Now is the time to learn all those 
things and do all those things which 
we never have been able to tackle be- 
cause we were too busy ringing up the 
cash register. 

There are a dozen big things which 
almost every store is crying for: A bet- 
ter stock control system; a better buy- 
ing budget plan; some method for help- 
ing the selling force to get more sales 
out of their time on the floor; a new 
advertising appeal which will ring 
true; price-lining which will be nearer 
the pocketbook of the 1932 consumer; 
any store executive who thinks consecu- 
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tively for ten minutes can make a 
longer list. Has there ever been a bet- 
ter time than the present for wrestling 
with these things? Has there ever 
been a time when they were more 
needed? 

“We don’t need any more systems,” 
is the answering cry. ‘“We’re fed up 
on systems. All they do is eat up 
overhead. We spend all our time writ- 
ing on pieces of paper and nothing 
happens. What we need is not systems, 
but sales.” That cry comes straight 
from the heart; but not from the head. 
We have become a nation of system- 
haters. Is it our rugged, or ragged, 
individualism? We want a particular 
brand of gasoline wherever our car 
takes us; we want to laugh at the same 
comic strip wherever we go and see 
the same greatest lovers of the screen. 
We want to tune in on the same black- 
face comedians at the same hour. But 
how we hate systems! 

Whether we like it or not, the mer- 
chandising progress of 1932 is going to 
be made silently and, perhaps, disgust- 
ingly, by more system, not less. Next 
year will not be a good year for play- 
ing hunches. It will be a fine year for 
writing things down on pieces of paper 
and planning them out. It will be a 
fine year for filling out records and 
studying them. The year 1932 will be 
a fine year for knowing what we are 
doing. And what a revolution that will 
be! 


On to Chicago 


[CONTINUED FROM PAGE 80] 


is bought. This ticket can then be 
bought at half rate. The special rate 
obtains for 30. days from the time of 
purchasing the initial ticket to Chi- 
cago. However, the return ticket must 
be purchased, in most cases, not later 
than Jan. 9. Although the ticket must 
be purchased then, it need not be used 
until a later date when reservations 
may be made. 

The allowance of the 30 day return 
period, together with the cutting down 
of validations to 100, to obtain the 
special rate, is a departure this year. 
forced, no doubt, by the keen competi- 
tion for railroad traffic that exists at 
present. In former days as high as 250 
validations were necessary to obtain 
the half fare return rate, but this year 
the number of such ticket validations 
necessary has been cut to 100. 


Donovan on N. E. Council 


Boston—Alfred W. Donovan, presi- 
dent of E. T. Wright & Co., Rockland, 
Mass., is one of the twelve new mem- 
bers recently elected to the New 
England Council for a two-year term. 
Mr. Donovan has been an enthusiastic 
supporter of the Council ever since it 
was organized and for some years has 
been one of the New England Shoe and 
Leather Association’s official delegates 
to the Council meetings. 
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YOU NEED 
NOM EO) NCIS. 
Be TOLD 
THAT YOU 
HAVE AN 


cohabit AAAAA to EEE, Sizes 1 to 12 











WE INVITE 


your: most critical examination of the NEW and SMARTER 


numbers in the fastest selling line of women’s shoes in 
America. 





These Spring and Summer Styles in ENNA JETTICKS add new lustre to an 
already famous name. You owe it to yourself to see them at the 


N. S. R. A. CONVENTION 


where ENNA JETTICKS will occupy 
the ENTIRE FIFTH FLOOR of the 


GREAT NORTHERN HOTEL, CHICAGO 
| January 4, 5,6, 1932 


Listen to ENNA JETTICK MELODIES, every Sunday Evening WJZ and Associated Stations 


ENNA JETTICK SHOES, 1c 


AUBURN NEW YORK 
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Let Shoe Lace Sales 
Pay Your Light Bill 


Everybody—men, women and children— 
uses shoe laces. Since most shoes require a 
second pair of laces they find a ready sale as 
replacements. The attractive margin of profit 
they pay will more than pay your monthly 
electric light bill. 


A complete line of soft finish, glazed and 
mercerized laces suitable for every type and 


grade of shoe. 


Tips may be either fab- 
ric, metal or celluloid. 
We recommend the re- 
cently perfected 


JOSCO FABRIC TIP 


—a small, neat tip that 
will enter any eyelet with 
ease. It has no shoulder 
to catch, scratch or tear 
and is absolutely water- 
proof. 


SHOE LACE COMPANY, LTD. 


(Successor to Joslin Mfg. Co., Established 1856) 
PROVIDENCE, R. I. 
SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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“CHICK” EVANS 
Managing Director of 
NATURAL BRIDGE SHOEMAKERS 


SETS UP 
A MODEL STOCK 


fora 
NATURAL BRIDGE 


WOMEN’S SHOE DEPARTMENT 
with an annual retail volume of 
$20,000 
and a gross profit of 
87.236 


¥* 


FIRST—let us set up our basic stock of year-round staple shoes—styles that you and we 
will carry twelve months out of the year. On these numbers you will want an average 
stock of about 60 pairs to a style at all times. . 
BASIC STAPLE STOCK 
. NO. STYLES PAIRS AT COST RETAIL PROFIT 

$5 RETAILERS.. 6 360 $3.25 $1,170 $1,800 $630 
$6 RETAILERS.. 3 180 $3.60 $ 648 $1,080 $432 

9 540 $1,818 $2,880 $1,062 (37%) 
4 TIME TURNOVER $7,272 $11,520 $4,248 (37%) 
Thus, you see, by turning a basic stock of staple styles four times annually a gross 
profit of $4,248 is realized on an average stock investment of $1,818. This is a gross 
annual profit of 233% on the average stock investment. 
In addition to this basic staple stock you will want for extra volume during the spring, 
summer and fall seasons several “‘seasonal”’ styles. Each of these “seasonal” styles should 
turn twice during its selling period. These periods logically break down as follows— 


SPRING—January-February-March-April 
SUMMER—May-June-July 
FALL—August-September-October-November-December 


For each of these seasons let us set up a “revolving stock” apart from our 540 pair 


basic stock. 
REVOLVING SEASONAL STOCK 
NO. STYLES PAIRS AT COST RETAIL PROFIT 
$5 RETAILERS... 3 120 $3.25 $390 $600 $210 
$6 RETAILERS... 3 120 $3.60 $432 $720 $288 


6 240 $822 $1,320 $498 (37%2%) 
6 TIME TURNOVER $4,932 $7,920 $2,988 (3742%) 


This gives us an additional gross “profit of $2,988 on an average stock investment of 
$822—or 363%. 


Our total year’s operation sums up thusly— 
RETAIL VOLUME COST GROSS PROFIT ¥ 
BASIC STOCK $11,520 $7,272 $4,248 
SEASONAL STOCK 7,920 4,932 2,988 
$19,440 $12,204 $7,236 

or a gross profit of 273% on an average investment of $2,640. 


On the following two pages are illustrated actual shoes which are found in 
the BASIC and SEASONAL stocks of many of our dealers. 























N. S. R. A. CONVENTION 
JANUARY 4, 5 and 6 
PALMER HOUSE 
RCOMS 955, 956, 957. 
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BASIC STOCK OF YEAR ROUND STAPLES RE 


TO YIELD GROSS PROFIT OF 


4,248 
(See Previous Page 
for Figures) ' 





STYLE 4571—BLACK KID’ | 





























5-EYE TIE STYLE 4671—DULL BLACK KID 
360 PAIRS BUCKLE ONE STRAP 
COST $1170 180 PAIRS 
SELL $1800 COST $ 648 
PROFIT $ 630 SELL $1080 
PROFIT $ 432 





STYLE 4688—BLACK KID 
BUCKLE ONE STRAP 





STYLE 4504—BLACK KID 
4-EYE TIE 
360 PAIRS 
COST $1170 
SELL $1800 ; 
PROFIT $ 630 


360 PAIRS STYLE 4672—DULL BLACK KID 
COST $1170 GORE PUMP 
SELL $1800 180 PAIRS 
PROFIT $ 630 COST $ 648 
SELL $1080 
PROFIT $ 432 





STYLE 4586-—WHITE KID 
6-EYE TIE 
360 PAIRS 
COST $1170 
SELL $1800 
PROFIT $ 630 





STYLE 4576—BLACK KID 





BUCKLE ONE STRAP 
360 PAIRS 
ca $y 
PROFIT $ 630 STYLE 4673—BROWN KID 


PROFIT $ 432 


STYLE 4597—BLACK KID 
6-EYE TIE 


360 PAIRS 
COST $1170 
SELL $1800 
PROFIT $ 630 
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REVOLVING STOCK OF SEASONAL 


STYLES 


TO YIELD GROSS PROFIT OF 


$2,988 
STYLE 4533—TAN CALF 
BAR HARBOR TIE 
120 PAIRS 
COST $ 390 
SELL $ 600 
PROFIT $ 210 


STYLE 4690—FAWN CALF 
REENETTE STRAP 
120 PAIRS 
COST $ 390 
SELL $ 600 
PROFIT $ 210 


STYLE 4691—FAWN CALF 
4-EYE TIE 
120 PAIRS 


$ 
PROFIT $ 210 


STYLE 4628—FAWN KID 
4-EYE TIE 


120 PAIRS 
COST $ 432 
SELL $ 720 
PROFIT $ 288 


AT LEFT 
STYLE 4687—FAWN KID 
PUMP 


120 PAIRS 
COST $ 432 
SELL $ 720 
PROFIT $ 288 


AT RIGHT 
STYLE 4686—DULL BLACK KID 
ONE STRAP 
120 PAIRS 
COST $ 432 
SELL $720 
PROFIT $ 288 
« 


dge Sho 
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“ORDERS FILLED 
100%” 


Larry Myers, Manager of Reynolds 
Brothers Shoe Department, Perth 
Amboy, N. J., tells “Chick” Evans, 
Managing Director of the Natural 
Bridge Shoemakers. 


Mr. Myers: Chick, I want to compliment you on 
the perfect service we have received on our 
Natural Bridge fill-in orders. Every order 
this season has been filled one hundred per 
cent. 

Mr. Evans: That sounds almost too good, Larry. 
Do you mean that not a single pair has been 
cut off or back ordered? 

Mr. Myers: That’s right. 


Mr. Evans: How often do you size up your 
stock and send us fill-in orders? 

Mr. Myers: On an average of twice a week. 
Our records show about 45 fill-in orders for 
the last six months. 

Mr. Evans: That’s what our in stock department 
is for and I’m glad to see you using it so 
consistently. It helps you operate on a lower 


stock investment and to turn your own stock 
oftener. 


Mr. Myers: Believe me, I know it. It’s the 
modern way to merchandise a shoe depart- 
ment, and the Natural Bridge plan is surely 
the ideal plan for the retailer today. 


NATURAL BRIDGE 
SHOEMAKERS 


Division of Craddock-Terry Co. 
LYNCHBURG, VIRGINIA 


New England Distributors— 
McIntosh Co., Springfield, Mass. 


Pacific Coast Branches 
CRADDOCK-TERRY COMPANY 


San Francisco, Cal. Portland, Ore. 
New York Office—Marbridge Building 
Chicago Office — Republic Building 

















JUNIOR 
STYLES 


Bo 
e 


$5 and $6 


RETAIL 
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HIGH INSURANCE COST 
IS NOT NECESSARY 
ee 


NSURANCE protection is a necessity—but high insur- 
I ance costs are not necessary. Shoe retailers who are 
policyholders of the “N-R-M” will testify to that fact. 
Through this strong company they are getting sound cov- 
erage and superior service at annual savings in cost of 25% 


and more. 


We will insure your store, your dwelling, your automobile, 
and other property, and our services are available to your 
employees, too. An inquiry will bring full details of the ad- 
vantages of “N-R-M” service. 


NATIONAL RETAILERS MUTUAL 
INSURANCE COMPANY 


Official insurance carrier for the National Shoe Retailers Association 
JAMES S. KEMPER, PRESIDENT 


MUTUAL INSURANCE BUILDING, CHICAGO, U.S.A. 














Archetype shoes are designed to meet the requirements of the 
woman who demands style, but must have comfort. 

Archetype shoes are designed to please the eye, yet their comfort 
features are equal to any on the market. 

You can build a growing profitable business if you feature 
Archetype footwear, for the appeal both to the woman who de- 
mands comfort, and the woman who demands style. 


C. P. FORD & CO., INC. 
Rochester, N. Y. 
CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 
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wemight all review 
again with profit 
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VEN the smartest merchandising man for- 
got the fundamentals of good merchandising 
frequently in the face of very tough conditions. 


Obviously the first fundamental of any business is 
to make a profit. Large unit-sales may look very 
fine on paper—but it’s the dollar profit that counts 
after all. That’s the A-B-C of all business. 


We've talked to scores of merchants recently and 
they’re almost unanimous in telling us the same 
story. Selling as many, or more units than in 1931 
—but dollar profit so small that the accountant 
can’t find it with a microscope. 


We’re not bold enough to state that stores featur- 
ing quality shoes maintained their dollar volume. 
Of course they didn’t. But while they met the cur- 
rent demand for lower priced merchandise they 
also held on to their quality trade and made a 
pretty handsome dollar profit on every unit sale. 


With every sale they made a satisfied customer— 
a statement which most.stores selling bargain mer- 


chandise cannot honestly make. 


The stores featuring I. Miller shoes were more 
than ordinarily successful during this year. Why? 


At the N. 8S. R. A. Convention, Palmer House, Chicago, Janu 
will be on display at 


I. Miller Beautiful Shoes 





tabi iB 


ELY AND HARRIS AVENUE 
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BECAUSE our in-stock * department service 
cut down their inventory and increased turnover 
in great fashion. BECAUSE our sales analysis 
system guaranteed them fast-selling numbers in 
order to speed up sales and quickly eliminated 
slow movers. BECAUSE I. Miller national adver- 
tising and prestige gave them a constant high-class 
clientele. BECAUSE I. Miller styles and I. Miller 


values were the most talked about in the shoe 


industry. 


Why not build your department with the coopera- 
tion of the leader of the quality shoe business? 





6 REASONS WHY 


1—I. Miller is the largest manufacturer of high- 
grade shoes in America. 2—We carry the largest 
in-stock department maintained by any quality 
shoe manufacturer in the country. Thus I. Miller 
cuts down your inventory and helps you get quicker 
turnover. B—I. Miller shoes have been advertised 
nationally for more than 20 years. Your customers 
know what I. Miller stands for. 4—I. Miller has 
achieved the widest distribution in the country for 
branded high-grade shoes. 5—The new I. Miller 
prices—10.50, 12.50 and up—are the best values 
you can get anywhere in the country. 6—I. Miller 
knows the retailer’s problem. We operate our own 
stores in New York and Chicago as a proving 
ground for our ideas. 











4, 5, 6 
oms 6 685-686. 


-ER 


- LONG ISLAND CITY 





The Modern W oman 
W ants 


udlst Jane 


TRADE MARK 











No. 160 


O MORE stuffy shoes like Grandmother 

wore! The woman of today demands 
freedom for her feet—delightful exposure to 
wind and sun. 
Nudist Sandals, in the modern tempo, provide 
superior smartness with the maximum of com- 
fort. The line is unusually complete, offering 
styles for every taste and occasion. Every san- 
dal a tribute to the craftsman’s art, the design- 
er’s ideal of beauty. 
The newest fabrics and leathers, the most 
charming styles—backed by unchanging Tup- 
per quality, and dedicated to the woman of 
today ! 














No. 12 


TUPPER SLIPPER CORP. 


25 Lafayette St. Brooklyn, N. Y. 
Pl Chicago . . . Republic Bldg. . . . 2095. State Street 
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THERE IS PROFIT FOR YOU IN AN EDUCATOR FRANCHISE 


Gold Spot Soles on Educator Shoes 


Another contribution to the 
greater Health, Comfort and 
Economy built into Educator 
Shoes are the special bottoms 
made from the famous Gold 
Spot Sole Leather. 


This leather is tanned and 
finished by a special process 
strictly for shoe bottoms, is 
delightfully light — flexible — 
water resistant and extremely 
long wearing. 


The flexibility—lightness and 
moisture resistance of Gold Spot 
Soles naturally appeals very 
strongly to parents. They are 
a guarantee of complete com- 
fort and protection for young 
growing feet. 


And what’s more its remark- 
able wearing quality, even under 
the hardest kind of service, is 
a most powerful selling feature. 


























MAKE 1932 AN EDUCATOR. YEAR. 





3202—Misses’ Patent Blu. Oxford, A to D 


2202—Same in Child’s, B to D 
3109—Same in Misses’ Black Calf 
2109—Same in Child’s 
3409—Same in Misses’ Tan Elk 
2409—Same in Child’s 
2405—Same in Child’s Jersey Elk 


Identified by the tiny gold spots 
tattooed into the Soles—Gold Spot 
Sole Leather is just another reason 
why Educator Shoes are profitable 
merchandise for the retailer to 
handle. 





BENT BONES STRAIGHT BONES 
that were bent ‘that grew straight in 
by Pointed Shoes EDUCATOR SHOES 


GRATON & KNIGHT COMPANY 





Worcester, Massachusetts 
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Educator Shoes Are 
Nationally Known and Appreciated 


YNONYMOUS 

with quality, 

comfort and sat- 
isfaction, Educator 
shoes have a record 
unequalled. Many 
letters are received 
each week by the 
Educator Shoe Cor- 
poration from con- 
sumers all over the 
world asking for in- 
formation as to 
where Educator 
shoes can be pur- 
chased. This is a 
















definite indication Bent 

of the tremendous 

potentialities for Bones 
merchants in the That Were 
name _— Educator. Bent by 
There are Educator Pointed 

customers in every Shoes 








community who 
would be happy to 
buy Educator shoes 
at local stores. 

The Educator 
proposition embodying a complete in-stock 
service is an excellent business building oppor- 
tunity for merchants who are desirous of 
building a steady, profitable repeat business 
based on unusual value, real quality and satis- 
faction—a name that really is important plus 
the cooperation of a highly respected and 
conscientious organization. 

' The Educator principle based on the natural 
foot idea has always been hailed by foot 
authorities everywhere as the logical shoe for 
every man, woman and child. 

Many Educator wearers began wearing Edu- 
cator shoes when they were children and have 
continued to wear them through the various 
stages of life and are today still finding 
Educator shoes the most satisfactory for 


THERE IS PROFIT FOR YOU IN AN EDUCATOR FRANCHISE: 
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A Famous Educator Trade Mark, identified 
with Educator Shoes for almost half a century On 


the entire family 
A strong illustra- 
tion of what the 
men’s Educator 
shoes have done for 
thousands of pairs of 
suffering feet is pre- 
sented in an un- 
solicited testimonial 
letter recently re- 
ceived from George 
E. Griffiths of Balti- 
more, Maryland. 
“For more than 
twenty years | suf- 
fered with corns and 
bunions. Although 
| occasionally was 
treated by a chirop- 





Straight 
Bones 
That Grew odist, gave much 


Straight in 
Educator |j 
Shoes 


personal attention 
to my feet, changed 
my hose daily and 
wore the widest and 
most comfortable 
shoes | could find, 
my feet got worse. 
recommenda- 
tion of a friend | purchased a pair of Educator 
shoes. The first pair | wore continuously 
the entire day and was on my feet most of 
time. Since then | have no other brand of 
shoes and all corns, bunions and callouses 
have left and my feet are as smooth as the 
day | was born. As | feel very grateful it 
affords me pleasure to state that Educator 
shoes did al! this for me.” 

This is the result of real customer satis- 
faction built up over a period of almost 
half a century. Of course advertising and 
publicity have played an important part in 
this consumer consciousness of Educator. 
It is estimated that millions of dollars have 
been invested in advertising the Educator 
principle. 
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DAETSCH & WOODWARD, INC, & R. S. McNEIL 
ARE PROUD OF EDUCATOR LASTS 


Thoroughly satisfied customers, 
like Educator Shoe Corp., are 
responsible for an expansion pro- 
gram in effect for Daetsch, Wood- 
ward and R. S. McNeil, the first 
step which is a move to new 
quarters obtaining larger space 
and better and improved working 
conditions. 

This program of manufacturing 
expansion is being carried out with 
the aid of a firm of Industrial 
Engineers well known for their 
designing and erection of Na- 
tionally known manufacturing 
plants— the Eisenberg Industrial 
Contracting Company. 

Daetsch, Woodward and R. S. 
McNeil are certainly proud of 
Educator Lasts and believe the 
Educator principle an everlasting 
one built of good sound fitting 
practice. 


DAETSCH, WOODWARD & R. S. McNEIL 


BROOKLYN, N. Y. 








3284—Misses Patent One-Strap Centre Buckle, Oak Scles 
A to D width. 
2284—Same in Child's, B to D width. 
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BENT BONES STRAIGHT BONES 





that were bent that grew straight in 
by Pointed Shoes EDUCATOR SHOES 


TT ST 


Fully equipped for every branch of In- 
dustrial Contracting dealing with Engi- 
neering, Electricity, Machinery, Mill 
Writing, Water, Gas, Steam, Air, Ven- 
tilating, Trucking, Office Interiors, 
Carpentry and Steel Products. 


EISENBERG INDUSTRIAL 
CONTRACTING COMPANY 
87 CROSBY ST., NEW YORK 
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Buying EDUCATOR Shoes ts a Habit; 
easily formed—almost never broken 


“Once an Educator Customer, 
Always an Educator Customer”’ 


os 
There are many, many families in your com- Remember there are loyal 
munity that are loyal Educator customers— ec Cen 

; : J in every community. This 

and who will buy from you exclusively if wa: belonke. 00 
you are prepared to serve them. 
For the family appeal is the backbone of 

_ Educator popularity. The value arid smart 
style that make Mother an enthusiastic 
Educator buyer please the other members 
of the family equally well. 
Educator Shoes occupy an unique position eC 
in the shoe world, a leadership that has weresthien. Seeeaion Seeen 
been maintained for many, many years. 

+ 





The Men’s Educator line will be on display 
at Hotel Statler Boston during the Boston 
Shoe Show, January 11, 12 and 13. 


EDUCATOR SHOE CORP. of FIMIERIG 


225 West 34th Street, New York, N. Y. 
e 
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EDUCATOR KNOWS: 


|. the increasing, all-year-round demand 
by nurses for white kid shoes. 


2. the need of nurses, waitresses and other 





attendants for a white kid shoe that 


stays white and easily can be kept im- 3502—Levor White Kid Blucher 
eae . Educator Oxford for Nurses. 
maculat€ in appearance. White Ivory Welt and 14/8 


Heel Rubber Top. Gold Spot 
Flexible Sole. Width AA to D 


3. the better salability of “THE 
WHITEST WHITE” kid shoes. 


4. the sales-asset of LEVOR’S cleaning 
instruction leaflets which are furnished 
free in every carton containing a pair 


BENT BONES STRAIGHT BONES 


of “THE WHITEST WHITE” kid tr A 
ie. 


shoes. 


G.LEVOR & CO.. me. 


Tannorvs_ of TE WUITEST WHITES 
GLOVERSVILLE, NEW YORK 
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EDUCATOR SHOES MUST FIT |i 
PERFECTLY—CONAWAY- ffl 
WINTER SUPPLIES PATTERNS — |i») 
wil 


Tue business of manufacturing 
and distributing Educator Shoes 













has always been predicated on 




















the Fundamental that Educator 
Shoes must fit perfectly—and the 
business of Conaway-W inter, cre- 
ators of shoe styles and makers of 


patterns, has always been predi- 





cated on the Fundamental that 





Conaway-Winter Patterns must 


fit perfectly—Therefore a natural 





bond exists—of course Conaway- 


Winter makes Educator Patterns: 


CONAWAY- 
WINTER 




















214 Duffield St., 1421 Olive St., 
BROOKLYN ST. LOUIS ( 
11 Scuth Street, 210 Michigan St., 
BOSTON MILWAUKEE 
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31268—Black Kid cut-out Tie. New close 
trimmed edge. 14/8 leather heel Rubber 


Top lift. Width AA to D. 
The: continueus - service Top li i ° 


records set up by these three 
famous lines of glazed kid 
in factories where quality is 








| 


a long established watchword 

















Ml speak for themselves. 
BLACK and COLORED 
GLAZED KID 
* 
SUEDE KID 
* 
GENUINE BENT BONES STRAIGHT.BONES 
KID LININGS <a aes 
TT aT 





ALLIED KID COMPANY 


209 SOUTH STREET, BOSTON 
519 HUNTINGDON STREET, PHILADELPHIA 
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Fairy Formed ) 
Window Shoes | 


The Educator Shoe Com- 
pany has adopted the policy 
of furnishing with each order 
of Educator Shoes window 
samples with Fairy Forms in 
each style or pattern. This is 
a real help to Educator deal- 
ers who are saved the an- 




























noyance and time of select- 
. ; . 222—Child’s Patent Blucher, B to D 
ing window shoes from their 122—Same in Infant's, C and D (I 
: 213—Same in Black..Calf... .. ‘ 
Stocks and forming these 113—Same in Infant's 
: 244—Same in Tan Elk A 
shoes themselves. This 144—Same in Infant's 
: : : : 245—Same in Jersey Elk 
unique service is supplied 145—Same in Infant's 


without charge to all Edu- 
cator customers. 






























Real effective window dis- : 
plays creating consumer de- eight lle 
mand is the result of the by Pointed Shoes EDUCATOR SHOES | 
thoughtfulness of furnishing An Unbeatable Merchandising Combination 1 
: ; Educator Shoes 
dealers with Fairy formed Fairy Forms h 
shoes. \ aT 
Ml Facey Forms Wi | 
THE SHOE FORM CO, INC. wl 
AUBURN, N. Y. 
The World’s Largest Manufacturer of Shoe and Hosiery Forms ® 
Branches—United Last Co., Ltd., Montreal, Canada ( 
Northampton - Paris Frankfort Melbourne 
England France Germany Australia 


SHOWING AT CHICAGO, PALMER HOUSE, Jan. 4, 5 and 6 
SHOWING AT BOSTON, STATLER HOTEL, Jan. 11, 12 and 13 
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-Kéeflection Wi Ahout- 


OSEBAY | WILLOW 
~ ru Ff 


To know that Fancy Willow Calf has had a part in the 
growth and success of Educator Shoes is gratifying. 














The sound policies governing honest shoemaking permit 
no equivocation in the selection of leathers. 


AMERICAN HIDE AND LEATHER COMPANY 


BOSTON. MASS. 
$t. Louis CHicaG CINCINNATI 

AMERICAN Hie E ano LEATHER COMPANY. INC. nese HIDE ano LEATHER COMPANY. tt0 

w York. NORTHAMPTON ano LEICESTER ENGLAND 

AMERICAN Hie AND » LEATHER C COMPANY. s.A. 
RANC 

CALF ano Si0€ Upper Learner TANNERIES DOLLIVER ano BRO.. SAN FRANCISCO 

€.tt Barcsto AGENTS For THE PACIFIC COAST ano ORIENT 
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The World's 
Finest Kid 


F OR more than 60 years 
Dungan, Hood have sup- 
plied to quality shoe man- 
ufacturers all over the world 
the fullest measure of value. 
Uniformity of finish and 
constant quality is the re- 


sult of an established policy 31196—Black Kid Bal. Oxford, E and EEE 


: Mode Last, Stout Pattern 
to make Dunhood kid the 14/8 Rubber Top Heel 


finest that human ingenuity 


can produce. 





DUNHOOD =e eo 


BLACK G Le A Zz E D K | D that were bent that grew straight in 


DUNHOOD — 


SATIN FINISH KID 


DUNGAN, HOOD & CO, Inc. 


PHILADELPHIA 





PA. 


MAKE 1932 AN EDUCATOR. YEAR. 
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i 
‘Leather Heels by 


Coulson Heel Company eg, 








Manufacturers and retailers of qual- 
ity shoes know that the phrase “Leather 
Heels by Coulson Heel Company’ means 
that the maker is very particular about 
the quality of heel that is built on the 
shoe. Educator uses Coulson leather 
heels extensively for men’s, children’s, 
and women’s shoes, consistent with = 
Educator quality. 4255—Patent One-Strap, Centre Buckle, Lizard Trim 

with Cut-out, A to C 


4145—Same in Black Calf 


COULSON ALEEL COMPANY 


HANOVER PENNA. 
NEWYORK . . . . CHICAGO . . . . ST.LOUIS . . . . BALTIMORE . . . . MONTREAL 
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Moulded Rubber Company 
Supplies Rubber Soles 














The Educator Shoe Corporation of America 
are unusually discriminating in the buying of 

















their shoe materials, so it is with a real appre- 
ciation of quality that Educator specifies Moulded 
Soles for Educator Sport Shoes. The shoe illus- 
trated is a new Educator Sport type with heel 





and soles by Moulded Rubber Company. 





4057—White Elk Sport Oxford 
Black Calf trimmed. 
M ld d R bb ( White Ivory Welt. Black 
Ou c U oi f ompany Rubber Sole with 10/8 
leather heel rubber top. 

Width AA to D. 





& DIVISION OF 
TAUNTON RUBBER COMPANY 


TAUNTON, MASS. 


THERE IS PROFIT FOR YOU IN AN EDUCATOR FRANCHISE 
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4356—Same in Jersey Elk with 
Brown Calf Trim. 
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‘OXIDE KID enhances : 


EDUCATOR SHOES mn 


ul 4 








Theworld’s standard 






w 


of grade and quality 












Oxide Glazed Mat, 
Satin Mat, and Opal ll 
9016—Black Kid Blu. Oxford, A to EE | 
O = ei Educator 013 Last A 
xide are used In 9/8 Rubber Top Heel 


Educator Shoes— 





quality goes hand in 








hand with quality. 
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Educator Shoe Corp. of America ~ 


225 West 34th Street New York 
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AGOOS KID 


Look to the source of fashionable footwear 
originations and there you will find AGOOS 
KID COLORS lending their aid in the per- 


fection of sales-stimulating styles. The Agoos WHITE BUCK-KID for sport shoes 
fact that each color is deep and excep- Chrome tanned, soft and supple. Will not 
tionally uniform and because through an turn yellow. 

improved process all dark undertones are BLACK KIDTAN CALF, 

eliminated, manufacturers and retailers The CALF leather with a Kiddy finish. 


alike, have come to rely on the fashion- 
correctness of AGOOS Leathers. 


Agoos Leather Companies, 
Inc. 





Tanneries: Lynn and Salem, Mass 


BENT BONES STRAIGHT BONES 


Salesrooms that were bent that grew straight in 
145 South St., Boston byPointedShoes EDUCATOR SHOES 


100 Gold St., New York 





























EDUCATOR IS THE LINE COMPLETE 
FROM INFANTS EDUCATORS TO 
EDUCATOR RIDING BOOTS 


FOR 


Men's Educators 

Men’s Modified Educators 
Young Men’s Educators 
Boys’ Educators 














Little Men’s Educators 
Educator Riding Boots 
Women’s Educator Arch Elator 
Women’s Educators 
Growing Girls’ Educators 
Misses’ Educators 
Children’s Educators 
Infants’ Educators - 


Write 


2 EDUCATOR SHOE Corp. 
OF AMERICA 
225 W. 34th St., New York 


= 
~ — 
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MAKE 1932 AN EDUCATOR. YEAR- 


LASTS ARE OF MAJOR 
IMPORTANCE TO EDUCATOR |i p} 





Based on the natural foot idea 
Educator Shoes have a very defi- 
nite place in every shoe store— 
due primarily to the construction 
of their lasts for which Educator 
is greatly renowned. 


It has always been the contention 
of the United Last Company that 
Fit in shoes is the first funda- 
mental consideration and manu- 
facturers like the Educator Corp. 
have proven this by building ate 


splendid business on this basic 8351—Blk. Kid Blucher, A to E 
ide 3513—Same in Tan Kid 
idea. 














The United Last Company is glad 
to join hands with Educator in 
bringing to the retail trade a com- 
prehensive view of the Educator 





a8 BENT BONES STRAIGHT BONES 
propos! tion. that were bent that grew straight in N 














byPointedShoes EDUCATOR SHOES 6) 


UNITED LAST COMPANY 


T. W. GARDINER, DIVISION @ 
556 BROAD STREET, LYNN, MASS 
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MAKE 1932 AN EDUCATOR. YEAR_._ 


| This Sixteen Page Advertisement | 


Mi This Sixteen Page advertisement is representative yl 
) of the manner in which Educator Shoes are being D 
merchandised. Thoughtfully, thoroughly, always 
cognizant of the important part the dealer plays ll 





wl in the distribution of all shoes—Always building 
and improving a stronger and finer line of 
Educators—although basically, the original , 
Educator last has not been changed for almost 


mM half a century. 


till Educator is soon introducing to the retailers of 
America a new line of Young Men's Educators 


HT to retail at popular prices. A line that will do much | 
A A 





to enhance the Educator Slogan. 











wl “Once An Educator Customer 
Always An Educator Customer” 














The Spring 1932 Educator Catalog is being prepared. 
It will be ready about February Ist. Write now 
for your copy. Prepare to sell the Educator customers 
in your locality. 

















Educator Shoe Corp. of America 


225 West 34th Street, New York City 
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-N-S-R-A- 


Convention visitors are invited to see the latest develop- 
ments in different shoemaking methods — Goodyear Welt, 
Goodyear Turn, McKay, Tack and Staple Lasted Cement, 
Littleway, Colton Process and Stitchdown and particularly 


THE NEW 


SILHOUWELT 


(TRADE-MARE) 


SHOE 


A welt-constructed shoe with lightweight 
outsole and close-fitting edges and shanks 


and 


THE NEW 


UCO 


(TRADE-MARE) 


SHOE 


A shoe of marked flexibility without staples or tacks in the shank or fore- 
part, the sole of which may be attached by cement, chainstitch or lockstitch. 


| Palmer House, Chicago, Rooms 602 and 603 
January 4, 5 and 6, 1932 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Shoe Store Service Section . 











Devoted to 


DISPLAY EQUIPMENT AND SUPPLIES 


for the Retail Shoe Store 















Che of the interesting trends 
in shoe store planning is the ever growing popular- 
ity of the salon type shop. This particular type of 
store, with its atmosphere of refinement and subtle 
suggestion of comfort, appeals to the discriminating 
shopper. 

The salon has, in turn, lent itself readily to the 
injection of the modernistic influence. This influence 
has been typified largely by the advent of metal furni- 
ture and fixtures and while this type of equipment is 
still in its infancy, so to speak, its hearty reception by 
progressive merchants, bespeaks an unlimited future 
for it. There is no question but what steel furniture 
is here and here to stay, naturally you will be inter- 
ested in knowing more about it and its application. 

Tubular steel furniture is both graceful and com- 
fortable, and fits well into any modernistic setting. 
In addition to its modern appeal, it has many other 
qualities to recommend it. The 


Modern Eqiipment for Modern Stores 


enamel, cadmium or chromium plated. The seats and 
cushions are covered with Permatex, Fabrikoid and 
genuine leather and are also available in natural or 
black cane and stretched cloth. 

Shoppers prefer to buy in progressive, smart look- 
ing stores. It is good business to make your store 
inviting and individual—it adds materially to your 
prestige as an exclusive merchant. In most cases 
careful planning and selection of equipment will show 
that it is possible to remodel and re-equip your store 
on a very modest expenditure. There is little doubt 
but that in many stores new equipment would prove 
a profitable investment. 

Tubular metal furniture, including chairs, fitting 
stools, etc., also lends itself admirably to the bright 
and colorful effects in store decoration, which are 
now being sought by many merchants who recognize 
that warm, pleasing colors and attractive environment 

have a definite and favorable 





steel tubing has a high carbon 
content which gives the fur- 
niture a resiliency and buoy- 
ancy that affords a high degree 
of comfort. It weighs about 
one-fourth as much as ordi- 
nary furniture and requires 
little or no attention to keep it 
looking smart and new. 

Smart shops, style leaders 
in their communities, have 
been among the first to grasp 
the appropriate application of 
tubular steel furniture, for it 
offers decorative value plus 
unusual comfort—it is truly 
expressive of the modern 
mode. It may be had in va- 
rious finishes—many colors of 
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Fitting Stool, Modern Type 








influence on the mental reac- 
tions of the customer. With 
this style of furniture brightly 
colored leathers and fabrics 
are used for upholstery and 
these serve to carry out most 
effectively the color scheme of 
the store. 

Quite a number of impor- 
tant chain store organizations, 
as well as independent retail 
shoe stores, striving to make 
their store units more appeal- 
ing and distinctive, have adopt- 
ed the modernistic style of in- 
terior treatment with furniture 
of the general style illustrated 


Tubular metal store furniture of this style is enjoying by the fitting stool shown on 
an increasing acceptance in shoe stores of the ' 7 
modernistic kind. 


this page. 
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These Pictures Show | 


The Difference Between Ordinary Store 
Fixtures and the Kind of Equipment 
Needed to Sell Shoes Today 


A short years ago, almost any 
shoe store could do a profitable 
business. Money was being spent 
freely and most merchants got their 
share. No matter how their stores 
looked. 

Buttoday, times have changed. People 
are still buying shoes, but caution 
influences them to buy only in stores 
that /ook successful and reliable. The 
character of a merchant and his mer- 
chandise is often represented by the 
impression his store gives. 
Progressive merchants, like the Fash- 
ionable Shoe Company, have realized 
this. With faith in American business, 
and courage to fight the depression, 








have invésted in new store equip- 
ment, or completely modernized their 
stores. The result is obvious. Look at 
the pictures above. If you were buy- 
ing shoes, in which store would you 
spend your money? 
Up-to-date fitting chairs. Efficient 
arrangement. Modern displays. 
Grand Rapids Store Equipment Cor- 
patos considers every factor to 
elp attract customers and cut selling 
expense. Business is better today than 
ever before for merchants with the 
courage and foresight to fight for it. 
Grand Rapids not only makes every 


type of retail store equipment but, 
through its Construction Division, 


GRAND RAPIDS STORE EQUIPMENT 
GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Executive Offices: Grand Rapids, Mich. Branch offices and representatives in every 
territory. Factories: Grand Rapids; Portland, Ore.; Baltimore, New York City 


STORE PLANNERS, 
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BEFORE 
This picture shows the old- 
fashioned idea of how a shoe 
store should be equipped. Good 
enough for the Fashionable 
ShoeCo., Morgantown, W.Va., 
in 1920, but hopelessly out-of- 
step with today’s competition. 


AFTER 


This picture shows how Grand 
Rapids completely remodelled 
and re-equipped the Fashion- 
able Shoe Store, An attractive, 
modern store where people 
like to spend their money. 


offers a unique and complete store 
building service. 


Note Coupon 


No matter whether you are inter- 
ested in a single fixture, a complete 
new store or remodelling job, you 
are urged to consult us. There is no 
obligation. To get acquainted we 
would like to send you an informa- 
tive and authoritative book on retail 
merchandising and store equipment 
that sells. It is called ““The Road To 
Success.” Simply send the coupon 
below. You'll be glad you did. 


GRAND RAPIDS STORE EQUIPMENT CORP. 
Dept. B-12, Grand Rapids, Mich, 


Gentlemen: Please send us your book ‘“‘The Road 
To Success.” No obligation. 





Entrance of E. L. Conner’s Shoe Store in Waco, Tex., Showing Arrangement of Show Windows 





Planning Windows for Results 


How a Texas Shoe Merchant Studies Details 
That Increase yhe Pulling Power of His Displays 


E. L. Conner, whose Brownbilt 

Shoe Store in Waco, Texas, did not have the usual 

hard time in getting established, believes that good 

s play an important part, not only in making 

fwublic across the street, but in making customers 
gmime tight in the front door. 

“We are situated on the off side of Austin Avenue 
where there are no shoe stores on our side within 
two blocks of us,” says Mr. Conner. “Until we 
opened our store the buying of women’s and children’s 
shoes was restricted to the other side of the street and 
we soon found that habits were hard to change. 

“At first we had to rely on the pulling power of 
our windows to stop prospective buyers as they passed 
the store. Displays had to be such that the shoe they 
saw and that interested them would be remembered 
when the time came for them to buy and. would bring 
them across the street. At night there is a heavier 
traffic on this side due to the theater crowds, and we 
depend on window shoppers becoming our customers. 
Therefore we trim our windows to catch their eyes 
and stop them for closer inspection. 

“Each window has four removable and one station- 
ary panel over which we put imported wall paper of 
suitable design for backgrounds, and we have found 
this type of background to be more effective and 
much less expensive than artificial flowers or screens. 


136 


Window cards and price tickets always harmonize 
with the background. 

“Every pair of shoes carries a price ticket, and the 
windows are always brilliantly lighted. We have 
found that mechanical displays featuring children’s 
shoes, when placed next to the door and facing the 
street, will stop old and young and bring them into 
the lobby, and they will shop both windows before 
they leave. 

“Thin and heavy trims are alternated during the 
first of each season but during the time of peak busi- 
ness as many as eighty pairs of shoes are used on each 
side. Shoes are always grouped as to types and we 
have found it best to display “hot” patterns on 
stands in the line of vision. 

“When the store was first opened we used the con- 
ventional method of placing the women’s display in 
the window on the right of the customer coming into 
the store. Later a check showed that the majority 
of women passing the store faced the men’s window 
in passing and we changed sides. This resulted in a 
marked increase of sales to women and did not affect 
men’s business. Men’s and children’s shoes are dis- 


played in the same window and.are alternated to dif-_ 


ferent positions each week. 
Both old and new customers invariably shop the 
windows before coming into the store. 
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Lower the Price 


or 
Raise the Quality ~ 


This question, brought up by lower material costs, has been answered 
by shoe manufacturers in several ways. A few have taken complete 
advantage of lower costs to make considerable reductions in price. Others 
have fully maintained price levels and improved the material quality of 
their footwear. 


We believe the majority have taken the middle course of improving their 
shoes and lowering prices. Among the many improvements of quality 
have been better laces. 


The good looks and serviceability of silk laces have been called on to increase 
the “value look” of the shoe—and add to the final satisfaction of the 
wearer. 

It is notable that in selecting Pure Silk Laces most manufacturers have 

quickly said “Preferably Schaeffer’. Exactly as most merchants who 

sell quality merchandise have long specified Schaeffer Pure Silk Laces 

as the finest money can buy. 


SCHAEFFER & COMPANY 222 Cedar Street, Reading, Pa. 
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Is Price the Answer? 


[CONTINUED FROM PAGE 100] 


wisely, he does not have to resort to 
price cutting to gain popularity. His 
first consideration should be to main- 
tain the position he has worked so 
earnestly to establish. To depart from 
that path will obviously result in an 
eventual loss of business. 

“We all know that cheap, poorly 
made shoes cannot endure. Conse- 
quently, for the merchant to build 
solidly, he must trade only. in such 
merchandise as means repeat business. 
The profit lies, not in the first sale, 
but in the second and third sale. There- 
after, in a general way, the longer a 
customer trades with a store, the more 
profit he contributes on each purchase. 

“At the moment it is difficult to fore- 
cast prices, but it hardly appears as 
though the upward swing would make 
itself evident by Spring. The present 
low leather market cannot advance sub- 
stantially until other commodities show 
some stiffening in price. The upward 
swing will undoubtedly come in a 
gradual way, bringing about a happy 
situation all around.” 

If any of you readers are all down 
in the dumps, afraid that the quality 
market is gone forever and that cheap 
shoes offer the only way out of your 
troubles, let me prescribe for you. Go 
have a good talk with Bob Rosenzwelg 
or Frank Drexel, of the DREXEL 
SHOE CO., in Omaha. 

Those stalwart merchants have been 
selling quality, preaching quality and 
living quality so long that their whole 
nature rebels at anything else. And 
that quality atmosphere has instilled 
itself into everyone connected with the 
institution and has made Drexel’s a 
household word in the Middle West. 

When I worked there on the floor 
some twenty years ago, it seemed that 
“Bob and Frank” came mighty near 
knowing every man in town by his first 
name. And they never passed up an 
opportunity to sit down beside a man 
and talk quality shoes to him. 

They did it too in that quiet, logical, 
earnest, convincing way which only 
men can use who are themselves sold 
heart and soul on the merits of the 
goods about which they are talking. 
To this day they have not changed that 
policy. 

So here is Bob Rosenzweig’s answer: 
“To some extent I believe this trading- 
down tendency will be only temporary. 
As far as our trade is concerned, we 
have educated them to the advantages 
of good shoes and nothing can change 
their convictions that it pays to buy 
good shoes. 

“The majority of them will still con- 
tinue to demand high grade footwear, 
but conditions have led them to expect 
their regular grades at much lower 
prices. 

“In fact, if conditions next Spring 
should remain the same as they are 
now, men will continue to look for a 





still greater reduction in the better 
grades. During this price reduction pe- 
riod we have not lost our heads. We 
are still basing our business upon 
good honest merchandise. 

“However, this Fall we did put in a 
line of cheaper shoes. While this was 
much against our better judgment, we 
found it was necessary to meet condi- 
tions. We hope this will be only tem- 
porary as we are doubtful that these 
shoes will give our customers the ser- 
vice they expect from the Drexel Shoe 
Company.” 

For many decades the house of 
GANO-DOWNS, in Denver, has guarded 
its reputation most jealously, with the 
result that to the men of the Rocky 
Mountain region the name Gano-Downs 
on a pair of shoes has a meaning as 
positive as Sterling on silver. 

Not a little of this prestige is due to 
the rigid policies of J. L. Fadely, buyer 
of men’s shoes. who injects a fresh 
viewpoint into this discussion. 

“While I concede that our present 
men’s situation is largely the result of 
economic conditions,” says Mr. Fadely, 
“still I think some of it must rightly 
be charged to frightened salesmanship, 
timid merchandising policies and a 
weak-kneed drifting along with the 
lines of least resistance. 

“It has become a vital persona! mat- 
ter to every retail salesman, and we 
must not hesitate to tell them that if 
they continue to grade their customers 
down one by one, the inevitable result 
will be a revision of salesmen’s salaries 
back to a 1914 basis. 

“Our efforts must all be directed 
toward stiffening the backbone of the 
salesforce, which will result in keeping 
up the morale of the consuming public. 
They want good shoes just as they al- 
ways did, and the salesman is merely 
biting off his own nose when he inti- 
mates to the customer that times have 
so changed that a silk purse can now 
be made out of a sow’s ear. 

“Battles have always been won by 
the fighter, not bv the runner-away. 
This battle is no different, even though 
the fighter for quality may accumulate 
a few scars while the battle is at its 
height. 

“At the same time we are not worthy 
to be called merchants unless we bend 
a listening and attentive ear to this 
very plain demand for lower prices. 
To satisfy that demand we must not 
hesitate to take a closer mark-up, to 
whittle down our expenses and to re- 
flect. in our prices every change in the 
market. 

“But when it comes to a reduction in 
quality—count us out. We do not pro- 
pose to sacrifice our reputation upon 
any altar of temporary demand. 

“Personally, I do not look for any 
uvward price trend in the near future. 
However, we have made up our minds 





definitely that, no matter what hap- 
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Lower Costs for Traveling 
[CONTINUED FROM PAGE 90] 


Committee chairmen are: Thomas A. 
Delany, Publicity; Everett H. Moody, 
Railroad; Frank B. King, Style; Sam 
B. Vaisey, Transfer and Baggage; 
Frank L. Fitzpatrick, Legislation; L. L. 
Imig, Hotel; D. V. Griesheimer, Mem- 
bership; J. J. Kaltenbrun, Education; 
John F. Powers, Budget; Larrie Sass, 
Trades Cooperative, and Charles W. 
Morrill, Insurance. 

In general charge of all arrange- 
ments for the convention is a committee 
headed by L. L. Imig, with Frank J. 
Larkin as chairman of the subcommit- 
tee on finance; and William McManus 
heading the subcommittee on enter- 
tainment. 

Travelers planning to attend the con- 
vention are entitled to the reduction in 
the regular round trip fare which has 
always been made by the railroad com- 
panies. In buying tickets an N. S. 
R. A. Convention Certificate should 
be obtained from the agent. This, val- 
idated at the N. S. R. A. convention in 
the Palmer House, Chicago, will entitle 
the bearer to half fare for the return 
trip. Arrangements also have been 
made for a special round trip fare be- 
tween Chicago and Milwaukee. 





Success Rests on Fitting 
[CONTINUED FROM PAGE 96] 


ployees were placed in the “Whites” 
and half in the “Blues.” The result 
was that there was departmental as 
well as storewide competition. 

Credits were given for sales, new ac- 
counts, introductions by one depart- 
ment to another and other acts of 
sales promotion. There was a store- 
wide sing each Tuesday at which the 
“Whites” and “Blues” competed vo- 
cally. The winning side, which had not 
been determined as this was written, 
was treated to a dinner and dance at 
one of the local hotels at the Hecht 
Company’s expense. 





Cogswell With Unity 


Boston—Clarence N. Cogswell, who 
for the past six years has been with 
the A. J. Anderson Co., Amesbury, 
Mass., is now connected with the Unity 
Shoemakers of Boston, Mass. Mr. 
Cogswell will cover his old territory, 
which is Pennsylvania, New York 
State, exclusive of New York City; 
West Virginia, Maryland and part of 
Ohio. He already has his line of 
samples and will call upon his trade 
immediately after the first of the year. 








pens, we will not stock any lower 
grades than we are now handling.” 

Certainly no reader can have missed 
the one main theme which runs through 
all these statements. It can be ex- 
pressed in these words: Tampering 
with quality under pressure of price 
is the surest way to wreck an estab- 
lished good will. 
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" Bedicated to the | 
_ Shoe Merchant 


the finest leather re- 
search laboratory of its 
kind in the world, com- 


pleted in 1931, and 
manned by a staff sec- 


ond to none. 


We mean that it shall 
insure the merchant 
buying shoes made of 


EISENDRATH CALF 


the utmost in quality 
leather. 





























B. D. Eisendrath Tanning Co. 


Racine, Wisconsin 
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1932 
The Curtain Rises to Show The 


| New BEACON Siéces 


NK (C2) 
, 








Low PRICES 
New Lasts 
IMPROVED FIT 


* 


¢ ‘aa QO ] 
“Go OLVLE 
~J : 


IN PATTERNS 
New ( ye- ‘P; 1E€€ 
TOE LINING 


New “Pressure -Bolded 
BOTTOM FILLER 
New Guitter- ‘Proof 

INSOLES 


Kiing-: Arch (onstruction 


Improve d STOCK Service 


01?) a De thers 


Hoyt presents the new BEACON Line for 
1932 with justifiable pride over 40 
years of experience and accomplishment 


reaches a new high 
may well look forward to 1932 with new 


Beacon dealers , 


optimism and increased confidence 

See the new line in Chicago at the Palmer 
House (Suite 833-834) and in Boston at 
the Statler (Suite 414) 


BEACON (mperial 
BEACON Custom 
BEACON Timely 


. . and a cooperative advertising plan for dealers 


FM. HoyT SHOE CORPORATION 


Manchester, New Hampshire 
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' “DEAUVILLE” 


- Presents- 


“BOLERO” 


(Registration Applied for) 


ee 
“DIFFERENT”’!... DISTINCTIVE 


in Design . . . Unusual Character in 
N] Appearance . .. “BOLERO” Sig- e @ @ 
i. niftes. the UNIQUE in Shoe Materials! 


TENSILE STRENGTH of far More 
than Required Degree . . . Made Pos- 
sible by a SPECIAL PROCESS of 
Construction ... assures WEAR- 
ABILITY PLUS! 


“BOLERO” is an ‘“‘All-Weather’’ 
Fabric . . . its Beautiful Black and 
Brown Shades Being Especially Effec- eo @ @ 
tive for January and February Selling... 


For SPORT SHOES “‘BOLERO” in 

ee @ ' White and Natural Shades is a Strikingly 
Distinctive Shoe Material, Easily Adapt- 
able to all types of such Footwear. 


“BOLERO” 


(Registration Applied for) 


is a Product of 


DEAUVILLE IMPORT CORP. 
| 38 W. 32nd St. New York 


ON DISPLAY: CHICAGO STYLE SHOW, JAN. 3-4-5-6, 1932 
ROOMS 909W-910W, PALMER HOUSE 
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WOMEN'S Gyaanityy 
NOVELTY Wada 


SHOES 


TO RETAIL AT 
$20 $97 20 $4.00 
3 4 Compare Them! 4 


At The Shows 


Chicago Boston 


Jan. 4, 5 and 6th Jan. 11, 12 and 13th 
Palmer House, Room 1016-17 Hotel Statler, Room W514-16-18 


In attendance: In attendance: 
Miles L. Bleecker Miles L. Bleecker 
Milton Manheim Wally Levy 
Max Gusseroff David D. Schneider 
E. A. Kassell 


Philadelphia 


Jan. 18, 19 and 20th 
Hotel Adelphia, Room 714-15 
In attendance: 
Miles L. Bleecker 
Milton Manheim 
Wm. G. Conroy 


SHOE CO. inc 


REA 138-140 Duane St 
Stylists Originators Creators N ey \ rk (it 
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**DEAUVILLE’’ 


presents 


PTUMBE 


(Registration applied for) 


RHUMBA is distinctive, outstandingly effective in design. 
RHUMBA features wearability and tensile strength of im- 


measurable degree. 


RHUMBA «ceaches perfect heights in DYEABILITY. 
RHUMBA< is adaptable to all types of footwear. 
RHUMBA as a steck, lustrous, eye-catching finish. 
RHUMBA. aisplays EVERY desirable charac. 


teristic in a fine Shoe Fabric. 








Whether it be for high-style, dressy types of shoes, or even for more con- 
ventional street wear, or even yet for attractive sport shos RHUMBA 
has a definite place in all style of footwear. 


On an even pale with its lustrous beauty is the great wearing quality of this shoe 
material; and close on this stands out its perfection in DYEING. 


RHUMBA, available in White, N. atural, Black, Brown, 


is a Product of 


Deauville Import Corp. 


38 WEST 32nd STREET . ‘ ; , NEW YORK 


ON DISPLAY, CHICAGO STYLE SHOW—Jan. 3-4-5-6. 
ROOMS 909W-910W— PALMER HOUSE. 
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Pollyanna Shoes 
Will Be Displayed 


HIS BUSINESS 37%% THIS YEAR— 


This wonderful record of Pollyanna business is 
hard to believe in a year like 1931. However, 
these authentic figures are taken from our 
ledger, and we will: gladly furnish the name of 
the retailer. 


First Purchase. ..January 1931. ..681 prs. 


Total Purchases. January to June.3155 prs. - 


A Turnover at the Rate of 9 Times a Year 


Continuing the’ record for the last half of the 
year in face of equally poor conditions— 


Total Pairs Purchased July to Date 
4313 prs. 


and what a year! 


An increase of 37 1/3% for the last half over 
the first half year. 

These figures, representing business on 
Pollyanna Shoes only and depicting the ex- 
perience of only one of many enthusiastic 
Pollyanna Agencies, are a big reason why 
Pollyanna Shoes are profitable shoes. 
Undoubtedly stock service was a big factor in 
this record. The last order was received from 
this customer at noon of December 15, and was 
for 424 pairs. The shoes were on their way that 
afternoon, size for size—no substitutions—and 
only one pair short. . 











at the 


a SHOES 


at the 





Pollyanna Shoes 
Will Be Displayed 


Boston Shoe Show 


THE FIRST JUVENILE CORRECTIVE SHOE 
RETAILING AT THESE PRICES FOR STAPLE 
PATTERNS AND LEATHERS 


Boston Shoe Show 


January 11-12-13 
Hotel Statler 
Rooms 763 and 764 


January 11-12-13 
Hotel Statler 
Rooms 763 and 764 


§ $4.00 
2% to7 
AA to D 


$2.50 
5 to 8 
Ato D 

814 to 2 Ato D 


MORE EXPENSIVE PATTERNS AND LEATHERS 
RETAIL SLIGHTLY HIGHER 


Dal 


BESIDES BEING REPEAT SELLERS, POLLYANNA SHOES ARE 
GOOD FITTING — GOOD LOOKING — LONG WEARING 


* 


To protect our dealers from unfair competition we have a restricted agency plan. 
There are localities still open. If there is no Pollyanna dealer in your community, 
this plan will be an interesting proposition for you to investigate. Drop us a line 


and ask for details. 


be 


New York Office and In Stock Department 
196 Church Street 


FROM KINDERGARTEN TO COLLEGE 
KEEP THE GROWING FEET HEALTHY 
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“DEAUVILLE” 


GUARANTEES/ 


the WEAR of 


<Wih{ flue 


(REGISTERED) 


FOOTWEAR 


We shall reimburse all shoe manufacturers for the full cost of any 
*MARCELLE”’ footwear which proves defective through split- 
ting or breaking of the fabric. 





This revolutionary step is made possible by the KNOWN DEPENDABILITY of 
“MARCELLE” . . . a knowledge which comes from almost HALF A MILLION pairs of 
shoes made from this fine fabric without ONE SOLITARY COMPLAINT for any 


reason. 


This GUARANTEE is your definite assurance of the finest shoe fabric produceable; and 
one which is DYEABLE to a Perfect Degree. 


“MARCELLE” is now available in FIFTEEN Popular Shades. 





GENUINE 


**MARCELLE” 


Deauville Import Corporation 
38 West 32nd Street New York City 


NOTE: A blue insert, serially numbered, accompanies each pair of Genuine “MARCELLE” 
Shoes. This card is required to be returned with any defective shoes. 


CHICAGO STYLE SHOW—JAN. 3-4-5-6 
ON DISPLAY: Rooms 909W-910W, PALMER HOUSE 
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PINELESS FOR MEN AND BOYS 
cnmiapuien the EATON Shoe 


RICHARDS & FOR MEN 


og lta CHAS. A. EATON CO., Brockton, Mass. 


























To be an Arch Preserver Shoe it must carry this trade mark. 


Made for women and children only by 


The SELBY SHOE CO. 


REG. U.S. PAT. OFFICE PORTSMOUTH, OHIO 


“KEEPS THE FOOT WELL" Manufacturers of Arch Preserver, Tru-Poise and Iris Shoes 


we 


RACINE SHOE MANUFACTURING CO. 
Since 1902 RACINE, WISCONSIN 





























LIGHT ~ FLEXIBLE 





She 
RED ea SHOE 


é be cel Ault- 
ne Williamson Shackford 
Manufactured in Cincinnati Shoe Co. Shoe Co. 
The United States Shoe Company Auburn, Maine and St. Louis, Missouri 











EARCHAI MAIN SPRING ARCH 


7 —- Wile: Quer 
and can be -bought 
Phe : x \WD only in Walk-Over 


Shoes. - 


M. A. Packard Company : GEO. E. KEITH COMPANY 
Campello, Brockton, Mass. 


STACY-ADAMS CO RUSSELL 
venus | (MOCCASINS |=; 


en WALTON 
2! eRe MEN’S EXCLUSIVELY Are Old Favorites sith Sportem 


Ae es CUSTOM GRADE SHOES IKE WALTON 

NEVER LEAK IMPERIAL 

Brockton, Mass. NEVER LEAK CHIEF 

And Other Famous Moccasins by 

The W. C. RUSSELL MOCCASIN CO., Berlin, Wisconsin 


Brockton, Massachusetts 
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The Beating of the Style Drums 


Announce the Approach of 


‘‘*CONGO’’! 
“CONGO”! 


‘*CONGO’’! 
‘““CONGO”’! 


“CONGO”! 
“CONGO”! 
“CONGO”! 
“CONGO”! 
“CONGO”! 


{Registration Applied For) 


To Be Officially Displayed for the First Time 
at the Chicago Style Show, January 3-4-5-6 


Rooms 909W-910W, Palmer House 


A Product of 


DEAUVILLE IMPORT CORP. 


38 West 32nd Street 
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New York 








WITH 


LITTLEWAY LASTING 


THREE WAYS 
SOLE ATTACHING 


ARE POSSIBLE 


CHAIN STITCH (McKAY SINGLE THREAD) 
CEMENT PROCESS. 


LOCK STITCH (DOUBLE THREAD) 


THE LOCK STITCH SEAM IS POSSIBLE 
BECAUSE OF THE ABSENCE OF SIDE 


LASTING TACKS IN LITTLEWAY LASTING 


THE LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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C-H- 
ALDEN 


COMPANY 


* 


DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
‘MASS: 




















Genuine white buck 
with tan calf trim. A 
timely, practical smart 
model. Wyndam Last. 
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He didn’t count sheep 
jumping a fence 
we SIR! The guest we have in mind 


had his own cure for insomnia! He 
asked us to furnish a thermos bottle full 
of hot milk, so that he could have it by 
his bed, in case he woke up at night, 
take a drink ... then get to sleep again! 
Thermos bottles and hot milk aren't 
art of the standard equipment of United 
Frotels ... but we do have large, airy 
high-ceiling rooms, with a feeling of 
pleasant freedom...and the beds... 
well, if you've ever slept in one of our 
hotels you know how good they are! 
So there’s very rarely occasion for in- 
somnia at any of the 25 United Hotels 
listed below. 


Extra service at these 25 


UNITED HOTELS 


NEW YORK CITY'S only United.........0040+ The Roosevelt 
PHILADELPHIA, PA. .............-- The Benjamin Franklin 
TE, TM cc ccccccccocveccescvececess The Olympic 
WOCINTIE, BOE so. 6 <i oiciesccsececccudeeven The Bancroft 
SRE ee ae. The Robert Treat 
PRTERSON, He Joss cccscccveeses The Alexander Hamilton 
et BR Oy crn ene The Stacy-Trent 
ere The Penn- Harris 
I IG Woke snceccccsesercssncssesveres The Ten Eyck 
rr ern - The Onondaga 
IL IN Wen ceceesconscccecssewseuschent The Seneca 
te OR errr re The Niagara 
NG Soeienis Kea coeruunnaessondRGELeuee The Lawrence 
IID. «vice pawssa owen sbeceoeseee The Portage 
NEN iiss sovesecbossssabvvecoosenee The Durant 
te ee ot SE a aR The President 
DIDS: neccinshecetesncocdqenaent El Conquistador 
BRET ORMINEIIOO, CAE. oc ecccssiesscosscase The St. Francis 
PORE EA. oo snc.ccecnviecse The Washington-Y ouree 
SEF GRRBIINR, Bloc ccvccccsesccccccccecns The Roosevelt 
ST I BA. ooo cc siecnsccscadecsiees The Bienville 
I III sg kinc'sn stun ecewecwed The King Edward 
DHAGARA PAILS, ONT. ccocscccccccccecceccces The Clifton 
ie csncevonsiudvsccconsat The Prince Edward 
KINGSTON, JAMAICA, B.W.L..........The Constant Spring 





p> 











5 Sallahalalalalalalalalalelshabelelalalaliaisininisiaial 
Connell’s Silhouwelt 
THE HIT OF THE SHOW 
* 
THE MOST WIDELY 


TALKED OF SHOE 
OF THE HOUR 


tO kkk 





AT ROOM 1063W 
PALMER HOUSE 
CHICAGO 
* 

AND THRU OUR 


NEW YORK SALES OFFICE 


The Metropolitan Shoe Sales 
144 DUANE ST., NEW YORK CITY 


J. M. CONNELL SHOE CO. 
SO. BRAINTREE, MASS. 


ppeveeseceococourecooeS SSS SSS 


b tatetetat.8.0.8.0.0.0.0.0.0.0.9.9.0.9.9.9.0.0.9.0.9.0.9.9. 8 0 0 of 





Warner Spats 
Nicely Designed 
Good Material 

and Workmanship 


Perfect Fit 





The W. W.. WARNER MFG. CO. 
317 Sycamore St. - ——~—=—Cinecimnati, Ohio 






















Chain Store Efficiency 
records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 












Samples on Request 






MERCHANT’S SERVICE DEPT. 
209 S. State St., Chicago, IIl. 
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A new modern shoe construction* 
selected top grade out- 


made of 


soles and insoles of natural tan- 
ning without the aid of scouring 
or ingredients to soften. Insures 
longer surface wear with flexibility 
for comfort and ease. 





THE VIOL SHANK 


A new shank feature (patented) 
that adds charm to feminine foot- 


wear. 


It is steel supported, rigid 


and firm, yet allows sufficient re- 
siliency for foot rest. Proper arch 
support is allowed for both high 

and low heels. : 


See this new line. 
904, 905, Palmer House. 


January 4, 5, 6. 


*Based on Compo. 


Rooms 








want to 


style shoes for merchants 
who still are quality minded. 
We will display it at the 
Chicago N. S. R. A. Con- 
vention and we positively ex- 
pect such keen merchant in- 
terest that the visitors to our 


rooms will form huddle 
after huddle. 
We always have made 


good shoes, but this new line, 
made by our Solastic process, 
and embodying the remark- 
able Viol shank, plus the in- 
corporation of top grade 
materials, enters the field of 
ultra fine footwear. We, in 
simple language, have 
graded up, but we have not 
increased our prices one 
cent. 



































get into the 
huddle, (0oO0O« « « 


But what’s it all about?— 
a beautiful new line of high 


Our proposition will ap- 
peal to merchants who want 
to build a sound repeat busi- 
ness on style shoes carrying 
a generous mark-up. Built to 
retail profitably at $6.50 and 
$7.50; but with such an un- 
usual feature as our Viol 
(patented) shank, these 
shoes easily will carry a 
higher mark-up. Many 


reputable merchants already 


have discovered our new 
product. To say they are 
pleased with it is putting it 
mildly. 


Times of adversity always 
create opportunities — for 
those who take advantage of 
them. Here is your oppor- 
tunity for 1932, if you are 
still quality-minded. 


WOLFF-TOBER SHOE MFG. CO. 


2511-13-15-17 SULLIVAN AVENUE 


SAINT LOUIS - 


MISSOURI 





1T 


TAKES 


QUALITY 


TO RETAIL 


SHOES AT A 


PROFIT 
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Smart ! 





JOHNSTON & MURPHY 


NUNN, BUSH & WELDON 
FRENCH, SHRINER & URNER 








S EAT your patrons 


Comfortably and 
Economically 
with American 


INTERLOCKING 
SHOE STORE CHAIRS 


The economy of “American” Interlocking Chairs makes them 

widely recognized as standard shoe store seating. Compact, 

arranged in sections, more chairs fit into less space. Yet they 

are roomy and comfortable. Coverings are of harmonious 

patterns to fit in with interior decorative schemes. A design- 

ing and drafting department is at your free disposal. Just send 
rough floor plan for unusual layouts. 


pager Seating Company 


Makers of Seating for Shoe Stores, — 
Churches and Public Auditoriums. 
General Offices: GRAND RAPIDS, MICHIGAN 
Branches in All Principal Cities 





4 






Model 
No. 708 





















“NEW STYLES IN SHOP 
SEATING” FREE 


Send for this free book of practical seating helps. 
Know the facts about “American” Interlocking Chairs 
—their economy, comfort, beauty. Address Dept. BS123 
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One of America’s Leading Stylists 


Creates a Ventilated 


MEN’S SPORT SHOE 


of 
CHEVALIER CLOTH 


Cool ! Durable ! 


Thé one correct shoe fabric to harmonize with 
next summer’s linen suits. Look for it at Chi- 
cago in every important line. 


"Chevalier Cloth MARCUS A. HEYMAN 


47 West 34th Street 


CROSSETT SHOES NEW YORK 
HURLEY SHOE CO. 
COMMONWEALTH SHOE CO. See it at Room 775, Palmer House, Chicago, Jan. 4, 5 and 6 























The lines permanently displayed at the Marbridge 
Building always merit your attention. The show- 
rooms of the national leaders in the shoe and 
leather industries are maintained here all year 
round. 

Desirable office space for approved tenants. 


MARBRIDGE BLDG. CO., INC. 
1328 Broadway 
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; the newest and smartest open fabric .. . 


created of DURENE, specially for shoes 
by 
JERRY @HERBERT LEHMANN, Inc. 








SEE DELMAN’S EXHIBITION OF SEE LEHMANN’S SHOWING OF 
HAND MADE SHOES IN ROOMS UNIQUE SHOE FABRICS IN ROOM 


659-687 PALMER HOUSE 942 
77 @@ eee 


DURENE, as you know, is the very 
finest cotton, mercerized to give it a 
dull, soft lustre, extra strength, elas- 
ticity and durability . . . . qualities 


which are not only desirable but 


QUALITY BEGINS WITH THE YARN necessary for fine shoe fabrics. 


JERRY & HERBERT LEHMANN, Inc. 


“Lehmann Fabrics Make Smarter Footwear” 
215 WEST 40th ST., NEW YORK PARIS: 62 Rue Beaubourg 
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BROUWER 'S 
RESEARCH LAST 









See this 

Foot Health Builder 

at our Display 

Rooms 920-936W IN-STOCK 

Palmer House LX 8871—Plump Black Kid 

J 4-5-6 LX 8891—Plump Brown Kid 
a LXW 88—Plump White Kid 

, ; , 12/8 Wood Cuban Heel 
The prime essentials of correct fitting lasts, and Ph tat Galton Heal 

quality materials, correctly styled, make our line a AAA6 410 B 414-10 

profitable business-builder for many of the Nation’s ars ; " . ae 

leading shoe merchants. E 49 

Catalog on request. TO RETAIL AT $8.50 


PONTIAC SHOE MFG. CO. 


PONTIAC, ILLINOIS 






























































IN CHICAG 
Featherweight— 
. ASS 
Flexible Ri, 
SP 
, eal 
World’s NE 
Tallest Hotel a) 
46 Stories High 
No 
pin Soya 
Pp ' M . MENTED TOGETHE 4 
epee aioe perowe oneren Nails 
IN THE INNERSOLE ——t._- or Tacks 
NOTE (1) ELIMINATES 
THE USE OF FILLER. 
tla cost pagrbnc ti HESE shoes are built 
INNERSOLE over Brouwer’s Re- 
search Last No. 8, 
Sie by Se gore “ eae, maltes ita — LEONARD HICKS 
shoe so essential to c ren, for keeping their feet in norma Manag 
condition. These shoes guarantee correct bone alignment, so ine Director 
toes are not deformed. Mothers prefer the Mond! ‘‘Pla-Shu” 
for their children because of the many healthful qualities and - 
. — — —— entirely of leather with a chrome retan 
eather out-sole. e ° 
: xtra attention given to the needs of guests 
Ze are shes Cutmoterins 5 now tne of me ievenale haede you. Nearest to } cg 
a- ordas occas Ss or . . 
sportwear—for men, women and children offices, theatres and railroad stations. 3 Each 
—also built over Brouwer's Research guest room is outside with bath, circulating ice 
Last No. 8. water, bed-head reading lamp and Servidor. 
All on display in Room 702 at a s. State St. Chicago, dur- Housekeeper on each floor. Garage facilities. 
ing the mvention January 4, 5 an . 
Chicago Rep. H. J. Engquist. Phone Harrison 5050. 2500 ROOMS $3.00 UP 
Or send your inquiry direct to— 
The Mond! Manufacturing Co. | MORRISON HOTEL 
e wion anuractturin ° 
OSHKOSH, WIS. Madison and Clark Streets CHICAGO 
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NATIONAL NEWS 


>» HOW’S BUSINESS? 4 





Shoe Production Drops Sharply 


New York—Shoe production regis- 
tered the usual sharp seasonal decline 
during the month of November, accord- 
ing to preliminary figures released to- 
day by the New York Hide Exchange. 
The output for last month is estimated 
at 18,000,000 pairs, compared with 
25,331,000 pairs in October and 18,- 
541,000 pairs in November, 1930. 

The total output for the first eleven 
months of 1931, including the above 
preliminary estimate for November, 
was 296,116,000 pairs, against 286,- 
632,000 pairs in the like period in 1930. 

Exports of footwear during the first 
ten months of the current year showed 
a decline of 36 per cent against the 
same time in 1930, while imports this 
year for the period were two per cent 
higher than last year. 





Increased Production Planned 


CoLuMBUS—Following the usual holi- 
day vacation in which most of the shoe 
factories of Columbus and vicinity par- 
ticipate, indications point to a steady 
increase in production. Arrangements 
are being made to either put on more 
workers or to give additional hours to 
the present list of employees. 

Advance orders for the spring season 
are reported as very satisfactory. Or- 
ders for immediate shipments are also 
rather good, it is reported. On the 
whole, shoe manufacturers are more 
optimistic than for several months. 





Hide Trading Broadens 


NEw YorkK—Trading on the New 
York Hide Exchange during the week 
ended Dec. 18 was appreciably broader 
than during the previous period. As 
a rule, price fluctuations were com- 
paratively narrow and for the week 
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SATURDAY, DECEMBER 26, 1931 


the active months ranged from 8 to 15 
point net decline. 

There has been virtually no move- 
ment of hides out of the hands of the 
big producers during the past seven 








SHOP TALK 


By 
H. F. B. 


Making New Year’s resolutions 
Usually is a waste of time, 

But right now it would 

Be well for the shoe trade 

As a whole to start the 

1932 resolution factory 

Working full time. 


Let’s make some good 
Resolutions for next year 
And keep them. 


How about resolving 

To cut out profitless 
Competition? And 
Advertising that is 
Derogatory to competitors? 
And trying to kid ourselves 
That somehow or other 
Big volume spells profits? 


Let’s resolve to set our 
Businesses in order— 
To do business on a 
Legitimate basis only— 
To make a profit, even 
Though it be but small. 
Let’s not gamble, but 
Let’s have faith in the 
Future. The world is 
Going on and people 
Will still buy shoes. 

If you offer honest 
Values, good styles, 
And fit feet properly 
You are doing the job 
That God intended you 
To do when he put you 
In the shoe business. 


Resolve for 1932 
To do that job. 


Happy New Year. 














EVERY WEEK 


weeks, due to the deadlock between 
packers and tanners. Absence of a 
suitable trading basis in the spot mar- 
ket still had a restricting influence on 
the futures market, as traders have 
apparently adopted a waiting policy 
pending the settlement of this dispute. 


J]. & M. Lower Price Range 


NEWARK, N. J.—For the first time in 
15 years, Johnston & Murphy shoes will 
be available to their thousands of old 
customers—and undoubtedly many 
thousands of new ones—at prices as 
low as $10.50. This important an- 
nouncement comes only after months of 
careful study and planning and as a 
result of increased factory efficiency and 
slightly more favorable prices on raw 
material. 

Johnston & Murphy will continue to 
lay important stress upon their $12.50 
and up lines, but introduce the newer 
price solely to pass on to the public 
the benefits of their newer economies 
and to enable the dealer to open up a 
whole new, untouched market for 
Johnston & Murphy shoes. 

Johnston & Murphy is one of a group 
of well-known manufacturers of qual- 
ity merchandise who have steadfastly 
refused to lower their prices to meet 
changing economic conditions until 
those prices could be effected without 
in any way impairing the quality of 
their merchandise. 


Stetson, Seattle, Moves 


SEATTLE—The Stetson Shoe Shop of 
Seattle, under the management of 
J. W. Shively, now occupies commodi- 
ous quarters at 409-411 Union Street, 
with a complete line of men’s and 
women’s shoes. Mr. Shively entered the 
shoe business in Seattle in 1908 and 
since has been associated with the lead- 
ing shoe stores here. 





> THE PURPOSE OF BUSINESS IS PROFIT 4 























HEEL 


HUGGER ~~" 





SHOES FOR WOMEN 
will be on display during the 
N.S. R. A. CONVENTION 


on the FIFTH FLOOR of the 
GREAT NORTHERN HOTEL 


CHICAGO 


January 4th, 5th, and 6th, 1932 





HEEL HUGGER 
HARMONIES yes the 


every 
Tuesday 
Evening 
WJZ 


and 


ated 
Stations 

















Take advantage of the 
opportunity to see this 
remarkable line of 
sensibly priced Shoes 


for Women 





HEEL HUGGER SHOES, iwc. 


AUBURN 


NEW YORK 

















nies. a an 


























156 


Seer AND SHOE RECOR 
combining THE SHOE Rerat LER, Dec. 


. 26, 1931 


wm Ge @& TO tet @ tw re wt 


om ww 

















Record Shoe and Leather Ads 


BostoON—The New England Shoe 
and Leather Association, in a current 
press release, states that in New 
England this year all previous records 
have been eclipsed in the space de- 
voted to advertising of footwear and 
leather gifts in the daily papers. The 
Boston department stores have particu- 
larly laid themselves out in this re- 
spect, and one leading emporium has 
been taking considerable space for an 
attractive illustrated advertisement of 
men’s shoes for this purpose. 

In addition to shoes and slippers, a 
large and bewildering variety of ar- 
ticles of utility made of leather are be- 
ing advertised, with special reference 
to the Christmas season, these includ- 
ing handbags, belts, card-cases, lug- 
gage and clothing for both women and 
children. One Boston retail stationery 
concern has issued a special booklet de- 
voted entirely to articles of leather that 
are suitable for Christmas presents. 

The association itself has for some 
time been actively endeavoring to im- 
press on tanners, shoe manufacturers, 
wholesalers and retailers the commer- 
cial possibilities in this connection. 

Boston also has this season an inno- 
vation in the addition by a well-known 
retail men’s hat concern of a very at- 
tractive men’s shoe department, and 
has devoted several of its display win- 
dows to the featuring of these articles 
as timely Christmas gifts. On the 
other hand, an uptown retailer of men’s 
shoes is doing a good side business in 
feminine hats. It really looks like a 
“Leather Christmas” this year. 


» TRADE DOINGS 4 


Change in Boston Program 


BostoN—The management of Bos- 
ton’s annual national shoe show, to be 
held in the Hotel Statler, Jan. 11, 12 
and 13, announces a change in the pre- 
viously announced program. Instead 
of having three runway performances 
there will be only two—on the evenings 
of the second and third days of the 
show. These runway performances 

* will- begin at 9 o’clock in the evening, 
being preceded by a concert from eight 
to nine. W. E. (“Billy”) Doyle, of 
the Doyle Shoe Co., Brockton, has been 
made chairman of the men’s hospitality 
committee. 





New Delman Salon 


MIAMI BEACH—Under the manage- 
ment of Albi Blatt, the Delman Shoe 
Salon has been opened at 817 Lincoln 
Road. Here will be offered the smart- 
est lines of resort wear shoes such as 
Delman produces. The Miami Beach 
salon is beautifully fitted up and offers 
a satisfactory background for the high 
grade footwear which is being shown. 
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Cornell and Unity Merge 


New YorkK—A merger between the 
Cornell Shoe Company of New York 
and the Unity Shoe Manufacturing 
Company of Brooklyn is in process of 
completion. The new company will be 
known as Cornell-Unity, Inc., with 
George B. Rosenfield, who founded the 
Cornell Shoe Company about 14 years 
ago, and David Levine, former partner 
of J. N. Block in Unity, which was 





George B. Rosenfield 


established about 13 years ago, as the 
owners. 

The merger brings together two old 
friends who have spent all their lives 
in the shoe manufacturing industry. 
Production will be concentrated in the 
present Cornell plant at 674 Broadway, 
New York City, with Mr. Rosenfield in 
active charge of manufacturing and 
Mr. Levine supervising the sales end 
of the business. 

The new combination has been ef- 
fected to reduce overhead and to main- 
tain the quality of the shoes for which 
both firms have held a high reputation 
in the past. 

Initial presentation of the company’s 
new Spring line will be made in the 
Palmer House, Chicago, at the 
N.S. R. A. convention. 





To Rebuild Slipper Factory 


Passaic, N. J.—The Passaic Board 
of Commissioners has approved the 
recommendation of the Board of Ad- 
justment that Samuel Slaff be per- 
mitted to rebuild the slipper factory 
in Highland Avenue recently destroyed 
by fire. 





Sweatt Opens New Store 


SHREVEPORT—A. W. Sweatt, formerly 
of Pine Bluff, Ark., has opened a men’s 
haberdashery and shoe store at 409 
Milam Street, in the Gardner Hotel 
Building. The store will be known as 
Sweatt’s Men’s Shop. Mr. Sweatt con- 
ducted a men’s store in Pine Bluff for 


many years. 


157 











A New Beauty Box which is, 


of course a shoe cabinet 


Our Beautiful 
Four-Drawer 


Shoe Cabinet 


Makes an Attractive 
Window Display 


It is ornamental and useful 
both for the home and the 
store which sells it. 


Some Shoe Stores give a 
cabinet with a pair of shoes 
at 75c . . . General retail 
price $1.25 and $1.50 each. 


You will be pleased with 
the beauty this cabinet adds 
to your window display and 
the value of its attraction. 


Sold in pastel shades at 
$6.60 per dozen and in 
flowered designs at $7.20 
per dozen. They are al- 
ways furnished in four col- 
ors so that in each dozen 
you will have three of each 
color. 


We specialize in shoe and 
hosiery cartons. 


Merle Sears Paper 
Box Company 


DANVILLE, ILLINOIS 











WHERE TO BUY 
Men’s Shoes 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adiins Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 
































et 
19 pair cases—Sizes 6% to 8%4—6/9—6/10 
Prise $1.60, 5%—36@ days. 


DEVOLDER BROS. ™%oston” 








“A MAN’S DECISION” WELp 


THE , 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 








i 
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Football Funds Buy Shoes 


CoLumBus—Using money received 
from charity football games, Governor 
George White of Ohio, as head of the 
State relief commission, has purchased 
7820 pairs of shoes for $9,791.26, to be 
distributed to needy school children to 
permit them to continue in school. The 
contract was given to the H. C. God- 
man Co. of Columbus at an average 
price of $1.25 per pair. The shoes wiil 
be shipped to the various county relief 
commissions for distribution. It is an- 
nounced that still another large con- 
signment of shoes will be bought be- 
fore the end of the year. 





Klein Praises Machine Painting 


ROCKLAND, Mass.—In one of his re- 
cent radio broadcasts on business sub- 
jects, Dr. Julius Klein, Assistant Sec- 
retary of Commerce, paid a high com- 
pliment to a well-known Massachu- 
setts shoe manufacturing concern, E. 
T. Wright & Co., makers of the Arch- 
Preserver shoe, for the effective man- 
ner in which the concern has met the 
unemployment problem, and for its 
notable innovation in relieving oper- 
atives’ eyestrain by the use of scien- 


‘| tific colors on its machines. 





Shoe Factories Help 


PoRTSMOUTH, OHIO—Directed by Col. 
A. L. Mercer, president of Vulcan Cor- 
poration, who headed Portsmouth Wel- 
fare Association’s annual drive for the 
second successive year, Portsmouth 
oversubscribed its $85,000 relief quota 
this week. Heavy subscribers included 
employees of Selby Shoe Co., Excelsior 
Shoe Co., Irving-Drew Shoe Co. and 
Vulcan Corporation. 





Leather Display 


ATLANTIC CrTy—One of the recent 
Boardwalk windows of the Du Pont 
Exhibit was devoted to a display of 
leather hides for the shoe industry, 
finished by Essex Tanning Company, 
Inc., of Peabody, Mass. The leathers 
included plain colors in tan, black, 
brown, rose, green, blue and gray, and 
novel effects in fancy colorings of rep- 
tilian grains such as snake, lizard, al- 
ligator, python and baby alligator. The 
hides were treated with Du Pont grain 
leather finishes. 





Givren Company to Make 
Cheaper Shoe 


BROCKTON, Mass.— While complete 
settlement has yet to be made on the 
wage scale controversy between union 
officials and the Givren Shoe Co., of 
Brockton, who desire lower labor costs 
in order to make a $3.00 shoe for the 
retailer, officials of the company have 
been granted permission to begin mak- 
ing the new line of footwear. 

J. C. Givren and Walter E. Arnold, 





of the Givren Company, who for weeks 
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FOR THE SOUTH 








ONWIT TELLER © FIFTH AVENUE AT Séth. STREST 


Will the souTHERN STROLLER 
walk off with honors at 
Palm Beach? 






A new spectator-sports shoe of white 
buckskin, trimmed with brown ‘calf, 


pu and stitched in white 
14°° 


We have so many attroctive southern sports shoes 

thet we really.con’t tell which is going to be most 

- popular, Perhops’ the most unusual of them all is the 
Southern Stroller, pictured obove . .. 0 two-tone shoe 

that odds o perfect occent 4o your gay ond casvol 

southern clothes. itis entirely new ond excluyive and 

will win the hears of all those sophisiicated ladies who 

know from past experience how olen Bonwit Teller 
SHOES i>) shoe foshion Becomes the smart rage of the season. 


= BONWIT TELLER 


FIFTH AVENUE AT Séth STREET 











Along with Christmas Advertising lead- 
ing New York stores exploited Southern 
resort footwear. Above is a typical 
Bonwit Teller ad, showing the same pat- 
tern in both pump and tie. Other New 
York stores have taken to showing the 
same pattern in several different types 
of shoes. 








have been seeking a new rating on 
labor costs in that they may compete 
with other manufacturers of low 
priced footwear in other sections of 
the country, declare “We are partially 
satisfied with the State board decision. 
There are still some items we believe 
should be adjusted.” 

They feel confident that with a new 
price list they can greatly increase 
their previous production figures. 





Would Reorganize Buffalo Chain 


BUFFALO, N. Y.— Plans are under 
consideration for a reorganization of 
the Sterling Shoes Corp., of 509 Main 
Street, operating a chain of 10 shoe 
stores in Buffalo, Niagara Falls, Roch- 
ester, Syracuse, Chicago, Milwaukee, 
St. Paul and Minneapolis, whose estate 
now is being administered by two as- 
signees for the benefit of creditors. 

The reorganization plans are being 
sponsored by holders of the company’s 
8 per cent cumulative preferred stock 
in cooperation with Buffalo banking in- 
terests. Details of the plan have not 
been announced. The business is being 
continued by the assignees, including 
Charles H. Fitch of the Manufacturers 
& Traders Trust Co. and Adrian Block, 
an attorney. The merchandise stock 
is valued at approximately $160,000. 
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(SHOEIs) 


See them at Room 832, Palmer House 





Our complete line of women’s novelty footwear 


will also be on display. 





tse GROVES SHOE CO. 


poe ing EXCLUSIVE DISTRIBUTORS 
‘* 
Plus Style 311-315 W. MONROE ST. CHICAGO 


ANNOUNCEMENT 
We have secured exclusive distribution of 
Kinder-Garten Shoes, manufactured by 
Fargo-Hallowell Company. This outstand- 
ing line of children’s shoes will be carried 
in stock at all times. 
| — f — Sa , eT 
KUNDER “GARTEN 





SPRING SPORT SHOES—809 PALMER HOUSE 


You are cordially invited to see, for the first time, a complete exhibition of the latest and 
most outstanding creations in sport shoes and sport shoe leathers. These shoes are designed 
especially for spring and summer wear and are styled in— 


GENUINE PIGSKIN °°" 
“BUCKSHU”—*ELKSHU” orn ae ee 


Through the courtesy of the following manufacturers 


PECK SHOE COMPANY M. A. PACKARD COMPANY HutTH-JAMEs SHOE Mre. Co. 
WALTER Bootu SHOE Co. WALL-STREETER SHOE Co. Geo. E. Keiru Stores Co. 
IpEAL SHOE COMPANY Marion SHOE COMPANY Lape & ADLER SHOE Co. 
THOMPSON SHOE COMPANY Jos. F. Corcoran SHOE COMPANY Hitt Bros. Co. 

Conrap SHOF CoMPANY FREEMAN SHOE Mre. Co. StmPLEX SHOE MFe. Co. 
CoLe-Roop-Haan & McGrecor Co. EE. B. PIEKENBROCK & Co. FreLp & Fiint Co. 

GILBERT SHOE COMPANY WEYENBERG SHOE MFe. Co. MILForp SHOE Co. 


W. L. Doucias SHOE Co. 


INCORPORATED 
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WHERE TO BUY 


Men’s and Women’s 



























*)} L. B. EVANS’ SON CO., Wakefield, Mass. Ok) 








. 8S. CHASE & SONS, a. 
HAVERHILL, MASS 
Men’s Full Leather Lined 





Priced from $1.85 


Kid Pullman Slippers, 
colors and Black with 





ij 








WHERE TO BUY 


Riding Boots 
RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 


Boots. 
Write for catalog. 


SHOE Co. 





» ABOUT PEOPLE ¢ 





Ad Club Hears Senator Ballou 


BrockTtoN—Cooperation between the 
shoe manufacturer and retailer is more 
important today than at any time in 
the history of business, according to 
State Senator Frank E. Ballou of Prov- 
idence, R. I., who told the Old Colony 
Advertising Club members last week 
that merchants who survive the present 
business crisis are those who will make 
a stand for dependability and reliabil- 
ity in their product. 

The importance of manufacturers 
adopting the “chins up” attitude was 
emphasized by Senator Ballou, who 
urged them to take this stand as the 
keynote of their fight to put the shoe 
business on its feet. 

Speaking as a retailer of 51 years 
experience, he said the first need of the 
shoe retailing business today is sales- 
men with a comprehensive knowledge 
of the technical facts about shoes and 
that the successful store today is the 
one that “carries over” the manufac- 
turer as well as the retailer. 

E. Eugene Umland, advertising man- 
ager of the Kennedy Company, Boston 
clothiers, discussed merchandising the 
popular priced shoe from a retail store 
angle. 


’ 





Walter Field Heads New Company 


BrocKTON, Mass.—Walter P. Field, 
for many years identified with the firm 
of Field Bros. Shoe Company, last week 
announced tentative plans for the open- 
ing of a new factory to be known as 
the Walter P. Field Shoe Company, 
with Mr. Field as president. 

Horace L. Mitchell, who is with Mr. 
Field in his new venture, will serve as 
vice-president of the new factory, 
which will be situated within the 
Brockton district. 





Abrahamson Sells Store 


MERIDEN, CONN.—Samuel Abraham- 
son, who purchased the Star Shoe 
Store, East Main and Pratt Streets, 
from Samuel Zucker in October, has 
sold the business to Louis Pollock. 
David E. Godcher, for many years man- 
ager of the shop, has joined the retail 
shoe firm of John D’Annibale, 91 West 
Main Street. 





Faver’s Liquidating 


SAVANNAH—Faver’s Boot Shop, one 
of the leading women’s shoe stores of 
the city, is liquidating and will go out 
of business Dec. 31. The store since 
its organization seven years ago has 
been under the management of Mark 
Silvers, president of the Southeastern 
Shoe Retailers’ Association. Mr. Sil- 
vers has not decided upon his future 
plans, but it is generally believed 
among his friends that he will re-enter 
the retail shoe business later on. 








160 





4 












Third Generation 


St. Louis—Coin- 
cident with the 
55th anniversary 
of the Johansen 
Bros. Shoe Co. a 
member of the 
third generation, 
Harry B. Johan- 
sen, Jr., assumes a 
position with the 
firm this month. A 
son of the newly 
elected president 
of the firm, Harry 
G. Johansen, he is 
taking over a sell- 
ing position covering the State of Con- 
necticut and other sections of New 
England. 

Harry, Jr., now a junior at Yale 
University, was born in California, 
Nov. 18, 1910. After rounding out an 
active and athletic scholastic career he 
entered Yale University in the fall of 
1929. He qualified for the freshman 
150 pound crew and soon after entering 
Yale, he was enrolled in the Sheffield 
Scientific School and was a member of 
the Gamma Delta Fraternity. 

He is a second lieutenant in the army 
officers’ reserve corps for which post he 
was well prepared after four years at 
Culver Military Academy. 

Ever since a child he has been spend- 
ing some time in the Johansen shoe fac- 
tories at St. Louis and at Centralia. 
He will collaborate with the Johansen 
Style Studio while covering the New 
England territory. 

Harry G. Johansen, formerly vice- 
president of the company, was elected 
president and treasurer of the company 
at the annual election of officers last 
week. 

Johan Johansen, founder of this fif- 
ty-five-year-old shoe organization, who 
has served as president for many years, 
was named chairman of the board. 

In addition the executive staff in- 
cludes these newly elected officers: Ed- 
ward R. Ruthsatz, vice-president; A. 
Pingel, secretary, and L. D. Slattery, 
the Johansen counsel. 





Harry B. Johansen, Jr. 





D. W. Robb Back in Shoe Trade 


SyracusE—Donald W. Robb, for 
many years with the Walk-Over shoe 
store here and later in the insurance 
business, has returned to his first love. 
He has been made manager of the chil- 
dren’s department recently opened in 
the South Salina Street store of the 
Walk-Over concern. 





Hafner Buys Store 


Des MoInes—Charles Hafner, who 
has been connected with the Panor 
Shoe Co., Des Moines, for about 20 
years, has purchased the Family Shoe 
Store, 507 East Locust Street, from 
Albert Yarowsky. He will take pos- 
session at once. 
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CY -ALLURING * FOOTWEAR: 
A SPRING LINE OF THE FINER SORT—complete 


in every detail — variety of style — material — workmanship — for the 
discriminating buyer of footwear whose clientele demands the superior. 


Retail at $5. 
Tiocedottes 


A TWEEDIE ORIGINATION— introduced 


and featured through dealers of national prominence — now the pre- 
eminent line of high style footwear for juniors. 











Cle uaien 
i vV IVACIOUS FOOTWEAR-+ 


A DARING SPRING ARRAY 


of fashion footwear meeting every demand of the smart buyer for fast 
selling stylish shoes. Serviceable and thrifty to retail $4 and $5. 


tHt+o+ttt+ 


ON DISPLAY 
Rooms 


717 - 718 - 719 - 720 - 721 - 722 


PALMER House 


NATIONAL SHOE RETAILERS ASSOCIATION 
CONVENTION 
CHICAGO—JANUARY 4-5-6, 1932 


4444444444 





Tweepite Footwear CorporaTION 
JEFFERSON CITY, MISSOURI 
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WHERE TO BUY 


Children’s Footwear 








Children’s Fine Goodyear Welt Shoes 


THE GILBERT SHOE CO. 








PATENTED 


ROBA» 
"SHOES. 


Finest Quality Children’s Shoes 
Manufactured continuously since 1892 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 








a IDEAL BABY 


SHOE CO. 
Soft Soles — Inter- 
mediates. Hard 
Soles — tateney ‘e 
four yeare! 


Danvers, Mass. 

















WHERE TO BUY 


Shoe Forms 


| Jatry Jorms| 
FOR SHOES AND HOSIERY 


made from white, 
transparent or colored 


FAIR YLITE 
Shoe Form Co. Ine., Auburn, N.Y. 
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WHERE TO BUY 
Work Shoes 


il ell 








1 ed 





worms 








FT BASS & CO. mt WILTON MAINE 





New Famous-Barr Section Success 


St. Louis—lIn all the history of the 
footwear department of Famous-Barr 
Co. of St. Louis, never before has such 
popular acclaim been given a new line 
as that accorded the new Paragon de- 
partment, featuring women’s shoes to 
sell at the regular price of $3.94. The 
response was immediately overwhelm- 
ing, both from the standpoint of cus- 
tomers calling at the store and response 
by mail, the latter one of the greatest 
in the store’s history. 

Phil J. Wolff is in charge of the new 
department. Mr. Wolff attributes the 
success of the Paragon shop to the 
timeliness of the new line, which offers 
the latest in footwear for evening, 
afternoon, street and utility wear at 
the thrift price of $3.94. 





Shoe Department Enlarged 


BuFFALO—Statler’s Department Store 
has almost tripled the floor space of 
its women’s and children’s footwear 
department as the result of opening a 
new two-story addition to its Broad- 
way store. Louis Goldstein is buyer of 
footwear for the company. The new 
addition has an area of 36,000 square 
feet of floor space and is located in the 
rear of the present building. 

For 38 years Statler’s was an exclu- 
sive shoe store with the largest sales 
volume of any footwear company in 
Buffalo. About four years ago other 
lines were added but considerable em- 
phasis continues to be placed upon 
footwear. Aaron Rabow recently was 
appointed general merchandise man- 
ager of the company. 





Takes Over Department 


NASHVILLE, TENN.—The H. J. Grimes 
Company, which a year ago for the 
first time in its history of 50 years in 
the one location here, began offering 
shoes to its clientele through a leased 
department, has now taken over this 
shoe department and is operating it 
under the direction of H. E. Maddux, 
one of the best known shoe men in the 
South. 

The department features shoes for 
men, women, children and boys and has 
exclusive representation in Nashville 
for Si-En-Tiffick shoes for women at $5 
and $6. 





Providence Day Success 


PROVIDENCE—Shoe retailers generally 
reported very good sales records on 
Providence Day, recently sponsored by 
local merchants as a special bid for 
suburban trade and for a stimulated 
seasonable business. Some 20,000 per- 
sons entering the city between 9 and 11 
in the morning received free trolley 
and bus rides, that being the contribu- 
tion of the local railways company. 

F. E. Ballou, head of the F. E. Bal- 
lou Company, and G. E. Pierce, Jr., of 
Thos. F. Pierce & Son, both shoe re- 
tailers, served on the committee in 
charge of the activities. 
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German Factory Gives Up Stores 


BERLIN—The M. & L. Hess A.-G. 
shoe factory at Erfurt, one of the larg- 
est in its line in Germany, built up a 
large string of retail stores in Ger- 
many in the year 1929. The firm either 
owned or controlled from 60 to 70 such 
retail stores in the larger German 
cities. These stores, with the exception 
of those in Berlin, have now been of- 
fered for sale to leading members of 
the “Gross-Einkaufsbund Deutscher 
Schuhhandler e.V.” (German Shoe 
Dealers’ Purchasing Organization). 
Some of these Hess shops of course re- 
mained in the hands of the original 
owner at the time of forming the chain, 
but these private owners were financed 
by the Hess firm and handled only 
Hess shoes. Independent shoe dealers 
are of course rejoicing that this large 
factory has been unable to successfully 
compete in the retail trade. However, 
no rumors have been heard that other 
large German factories which maintain 
retail stores, such as Eduard Lingel, 
Salamander and Mercedes, contemplate 
the discontinuance of their retailing 
activities. 





To Show Lines at Chicago 


Delman Shoes, Inc., will be on dis- 
play at the Palmer House, Chicago, 
Rooms 659-687, during the N. S. R. A. 
convention. Herman and Murray Del- 
man will be in attendance. The Del- 
man line of bench made turn shoes re- 
tail from $12.50 up. A large assort- 
ment in the $12.50 price range will be 
featured. 

According to Murray Fine, president 
of the Premier Shoe Company of Long 
Island City, Premier will have an ex- 
hibit of their Spring line at the Pal- 
mer House, Chicago, Room 682, during 
the N. S. R. A. convention. The new 
Spring line is distinguished by many 
unusual patterns. Premier Shoe Com- 
pany have had an unusual amount of 
business considering present day condi- 
tions. 

Best Ever Slipper Company’s line of 
sandals and slippers will be on display 
at the Palmer House, Chicago, Room 
1058, during the N. S. R. A. conven- 
tion. Mr. Rosenheim, Mr. Connell and 
Mr. Collins will be in attendance. The 
sandal line for Spring is said to be 
unusualy distinctive. According to Mr. 
Rosenheim, a large volume of business 
has already been booked for Spring. 





Indiana Podiatrists to Meet 


INDIANAPOLIS, IND.—Committees for 
the annual meeting of the Indiana As- 
sociation of Podiatrists, to be held in 
Indianapolis February 7 to 9, have 
been named by Dr. R. Everett Snick, 
Indianapolis, State president of the 
association. 
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SIMPLEX FLEXIES 
& 
VIRGINIA LEE SHOES 


AT 


N.S.R.A. CONVENTION 
CHICAGO 


PALMER HOUSE 
ROOM 1037W-1038W 


MORRISON HOTEL 
ROOM 721-722 


SIMPLEX SHOE MFG. CO. 
& 
VIRGINIA LEE SHOE CO. 


MILWAUKEE WISCONSIN 
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WHERE TO BUY 
Ballet Slippers 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 














BALLET SLIPPERS 





Rights and Lefts Two Grades 


CHICAGO FOOTWEAR 


ANY 
$25 W. Mearee Chieage, tll. 











[HARD TOE DANCING oauIEPERS 


Pus. whit, "$260 


Black a” PAIR 
Sizes: 5 ne to AA ae 


Bt 
Send for Catalog and 
Agency Proposition 
BEN & SALLY THEATRICAL FOOTWEAR, Inc. 
244 West 42nd St., New York, N. Y. 














BLACK KID BALLET 
SLIPPERS (\eAt 
IN STOCK 


1 
Hard Toe $1.00 per pair Higher 





oom SHOE CO., Flonefasturere 
N. 4th St., Phi elphia 











Ot te 


WHERE TO BUY 


Dancing Shoes and Taps 


— 





i eh eel 





TAP SHOES Xtsme" 


IN-STOCK 
= Kid 






No. 
No. ——— 
Leath 








$2.20 
BROOKS ones MFG. CO. 
@wancon & Ritner Sts. 
Phitede! 





9 PROFESSIONAL 

* KENDALL'S ris” & 

Style No. 11 Patent Lea. 

Women’s 2 to 6, B and C 
$2.00 

Misses’ {1 to 2, B and C 
$1.90 










ame 
. @ pa 
Extra ‘ 


Misses’ 11 to 2, B and C $1.65 











KENDALL SHOE COMPANY 
HAVERHILL, MASSACHUSETTS 


¥ © 









OBITUARY 


Herman Van Gelder 


JeRsEY City, N. J.—Herman Van 
Gelder, 81, died at his home, 116 
Bleecker Street, this city, recently. He 
was a retired leather tanner and ex- 
porter and the father of four sons who 
served in the World War. 

Mr. Van Gelder was born in Zwolle, 
Holland, where he operated a tannery 
and exported hides and leather before 
emigrating to Chicago 43 years ago. 
In Chicago he engned in the same oc- 
cupation. Later he transferred his 
business to New York City and from 
there to Hoboken. 

Surviving Mr. Van Gelder are his 
widow, Henrietta Boedels Van Gelder, 
five sons, Jack, David, Louis, Leon and 
Wallace, and three daughters, Mrs. 
Rose Willner, Mrs. Elsie Dolgins and 
Mrs. Sophie Mendelsohn. One brother, 
David, resides in England, and another 
brother and two sisters in Amsterdam, 
Holland. 


W. S. O’Brien 


ABINGTON, MASS.—William S. 
O’Brien, well known in manufacturing 
circles and for years a national figure 
in the sole and heel business, died sud- 
denly last Friday, following a brief 
illness. 

Mr. O’Brien, a brother of Robert 
Lincoln O’Brien, recently appointed to 
the Tariff Commission by President 
Hoover, was a manufacturer of soles 
and heels for more than fifty years. 
He recently resigned from business, 
but retained an active interest in the 
Abington National Bank, of which he 
was president. 

He leaves a widow, his daughter 
and three brothers. 





J. F. Greene 


BIRMINGHAM—J. F. Greene, formerly 
assistant manager of the shoe depart- 
ment at Hirsch’s, was found dead re- 
cently in a secluded section near his 
home. Foul play is suspected. 

According to his wife, he left the 
Dan Cohen store, where he was work- 
ing temporarily, about 10 p. m. Satur- 
day night. When he did not show up 
at home police were notified and a 
search inaugurated. A young boy 
playing the next afternoon found the 
body. Besides the wife, surviving him 
are seven children. 





W. M. Nute 


Brockton, Mass.—Following a 
lingering illness, William M. Nute, 
widely known shoe manufacturing 
executive who for years served as 
secretary-treasurer of Howard & Fos- 
ter Co., died last Saturday in his 74th 





year. 
Mr. Nute recently returned from 
Europe and was reported in good 
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DATES AHEAD 


Annual Convention, National Shoe Retailers’ 
Association, Chicago, January 4, 5 and 6, 1932 
Annual Convention, National Shoe Travelers 
Association, Milwaukee, January 8 and 9, 1932. 

Boston Shoe Show, Hotel Statler, Boston, jan- 
uary 11, 12 and 13, 1932. 

Middle Atlantic Shoe Retailers’ Association 
Convention, Hotel Adelphia, Philadelphia, Jan- 
wary 18, 19 and 20, 1932. 

Northwestern Shoe Retailers Association Con- 
vention, Hotel Saint Paul, St. Paul, Minn., Jan- 
wary 18, 19 and 20, 1932. 

Joint Conventions of Texas and Oklahoma 
Shoe Retailers Association, and Southwesters 
Shoe Travelers’ Association, Adolphus Hotel. 
Dallas, January 24-27, 1932. 

Annual Convention and Style Show, Indiana 
Shoe Travelers Association, Claypool Hotel, In- 
dianapolis, February 1 and 2, 1932. 

Ohio Valley Shoe Retailers Association, Desh- 
— Hotel, Columbus, Ohio, February 

and 9. 





health when he developed pneumonia, 
from which he failed to recover. He 
is survived by his wife, a daughter 
and two sisters. 





Glosser Shoe Section Enlarged 


JOHNSTOWN, Pa.—With the building 
of a five-story addition, the shoe de- 
partment of Glosser Bros., depart- 
ment store, has been greatly enlarged 
and occupies a considerable portion of 
the first floor. A record-breaking busi- 
ness was done in this department on 
the occasion of formally opening the 
new building Nov. 17. Featuring popu- 
lar-priced and low-priced footwear, the 
Glosser Bros. shoe section has enjoyed 
a phenomenal growth under Harry 
Domesek, buyer and manager, for a 
number of years. Mr. Domesek has 
increased his staff to care for an in- 
crease in business in the enlarged 
quarters. 

Factors in the shoe trade here for 
the formal opening included Mr. Subow, 
sales manager of the Buster Brown 
Shoe Company, St. Louis; Mr. Ander- 
son, president of the Pilot Shoe Com- 
pany, Baltimore, Md.; J. Epstein, pres- 
ident of the Brooks Shoe Company, 
Boston, Mass.; Mr. Thalheim, presi- 
dent of the Wearwell Shoe Company, 
New York. 





Stewart’s Open New Branch 


Los ANGELES— Stewart’s Family 
Shoe Store has recently opened one of 
its branch shops on Hollywood Boule- 
vard, Hollywood, with Jack Katz as 
manager and Jack Mulloy as assistant. 
Before coming to Southern California, 
Katz was associated with the shoe busi- 
ness in Boston, of which city he is a 
native. At the opening of the store, 
boudoir slippers and toys were pre- 
sented to purchasers. 


—_—————— 
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S. RAUH & COMPANY ANNOUNCE— 


—a New Line of 


RAUTEX 


SANDALS and SHOES 
—for Beach and Sports Wear 


Last year this organization was the first in 





the field, opening up a new avenue of profit 
for many merchants throughout the country. 
Fashion indicates that the demand this year 
for that class of merchandise will be tremen- 
dous. The Rauh organization is ready with 
some startling innovations. Arrangements 
have already been made with several im- 


portant stores. 


Before you decide—be sure 
to see the Rautex Line 


Ss. RAUH AND COMPANY 
650 SIXTH AVENUE, NEW YORK 
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WHERE TO BUY 
Women’s Shoes 











CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 

















WHERE TO BUY 
Bowling Shoes 








BOWLING SHOES 






eneeks puoe are MFQ@. COMPANY 
Streets, Philadelphia, Pa. 














WHERE TO BUY 
Skating Shoes 


€@THCO 


SKATING suees 
No. C5300F—A!} sizes in 
se eesti 
me 
Athletic Shoe Co. 
914 N. Marshfield Av. 
Chicago, Ill. 














WHERE TO BUY 
Spats 





at a OI SY LZ 


BOND STREET 


powerful radio advertising 

over a Columbia Broad- 

cations System network— 

ed by strong mer- 

chandising neips. attrac- 

tive Deckages, etc. Immediate delivery from stock. 





Write 
LIAMS MFG. COMPANY 
“THE, ILLIA. Ohio, U. & A. 


ON OAS SO 





Dissolved Companies 


ALBANY—The Secretary of State has 
just issued a list of 7,000 corporations 
dissolved for failure to file tax returns 
for a period of five years. The names 
of all corporations so dissolved shall 
be reserved for a period of six months 
following publication of the procla- 
mation against the formation of a cor- 
poration of the same or similar name. 

Below is given a list of the corpor- 
ations dissolved which from their names 
appear to be boot and shoe companies. 
No addresses are given as to the domi- 
cile of the corporations but fully 90 
per cent are located in Greater New 
York: A and S Shoe Co., Inc., Adelphi 
Shoe Mfg. Co., Inc., Amsterdam Shoe 
Shop, Inc., Parriemore Shoe Export 
Corporation, Baumel Shoe Crafters, 
Inc., Astoria Shoe Co., Inc., Pelzer Shoe 
Mfg. Co., Inc., Berger, Charles Shoe 
Co., Inc., Best Wear Shoe Co., Inc., 
Borough Shoe Co. Inc., Bright Shoe 
Mfg. Co., Inc., Brooklyn Standard Shoe 
Co., Inc., Buffalo Cut Sole Co., Inc., 
Capital Shoe Stores, Inc., Richards A. 
Shoe Co., Capital Shoe Stores, Inc., 
Castle Shoe Co., Inc., Comfortable Slip- 
per, Inc., Consolidated Shoe Corpora- 
tion, Corsun Shoe Co., Inc., D’Angelo 
Dalessandro Shoe Co., Inc., Dean, Rich- 
ard Shoe Co., Inc., Drydock Shoe Mfg. 
Co., Inc., Dura Wear Shoe Co., Inc., 
Eagle Slipper Co., Inc., Eastern Shoe 
Machinery Co., Inc., Ellbert Shoe Co., 
Inc., Emery Bootery, Inc., Expert Ma- 
chine and Tool Co., Ine., Factory 
Sample Shoe Stores, Feldman Novelty 
Shoe Co., Inc., Forest Hills Bootery, Inc., 
Gilford Shoe Shop Inc., Glove Shoe Co., 
Inc., Goldberg Shoe Store, Inc., Green- 
wich Village Shoe Mfg. Co., Inc., How- 
ard Shoe Mfg., Inc., King Tut Bootery, 
Inc., Landesman, Max, Shoe Co., Inc., 
Le-Hy Shoe Mfg. Corporation, Lee- 
Koch Boot Shops, Inc., Lefkowitz Shoe 
Shoppe, Inc., Like-Nu Shoe Repairing 
Co., Livingston Shoe Mfg. Co., Inc., 
Manhattan Shoe Trimming Co., Mara- 
thon Tanning and Shoe Corporation, 
Niagara Shoe Co., Inc., Original San- 
dal and Shoe Mfg. Co., Inc., Piehler 
Shoe Co. 


Pacific Coast Changes 


SAN FRANCISCO— California shoe 
stores, even in the midst of Christmas 
activities, have been making prepara- 
tions for the New Year and Spring 
trade and as a result ownership and 
other changes are few. In Tulare, Har- 
old Olson succeeds Cecil Vaughn as 
manager of the Cassidy Brownbilt Shoe 
Store. In San Francisco, William Shi- 
verts, heretofore buyer at the Empo- 
rium for the ladies’ shoe department, 
is now in charge of the shoe depart- 
ments of B. F. Schlesinger & Sons at 
both their Oakland and San Francisco 
stores, the latter store being called The 
City of Paris. In Eureka, Arthur 
Johnson is moving his shoe store to 
larger quarters at Fifth and F Streets. 
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Says “Feed the Dealer” 


New YorK—“Feeding the dealer” is 
a phrase coined by Leonard Friedman, 
president of the B. Friedman Shoe 
Company, wholesaler, 109 Duane Street, 
to describe the policy of his house in 
encouraging the placing of small orders 
at frequent intervals. This policy, he 
says, is largely responsible for the suc- 
cess of his house as well as for the 





Leonard Friedman 


success of its customers, in assisting 
them toward more correct merchandis- 
ing and better turnover. 

Expanding this view he says: 

“Today, with the pace set by styles, 
making it difficult for the retailer to 
keep his $2.00 and $3.00 line diversi- 
fied, the cooperation of the jobber is 
very essential to more effective mer- 
chandising. Since we specialize in this 
line, we are in a position to offer the 
necessary cooperation. Our factories 
are equipped for style merchandise in 
volume, which means we are always 
well stocked with shoes for our cus- 
tomers’ convenience, and have new 
styles coming through the distribution 
department every two weeks. In other 
words, we are always prepared to ‘feed 
the dealer.’ No order is too small to 
ship. 

“Let all retailers buy sparingly, but 
frequently, and the industry as a whole 
will be benefited.” 

The firm was started in 1880 by 
Bernard Friedman, father of Leonard 
Friedman. Rapid growth has caused 
many expansions and now the B. Fried- 
man Shoe Company is occupying its 
own six-story building at 109 Reade 
Street. Associated with Mr. Friedman 
are Dick Friedman, Robert Loew and 
Marc Schneider. 





Discontinue Store 


BIRMINGHAM—The Birmingham store 
of the Dixie Shoe Store, a store selling 
men’s shoes at popular prices, has been 
discontinued. 
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Seasons Greetings! 


We wish to thank our 
many customers for the 
friendly and successful 
year now coming to a 
close. We wish you al 
the joys of the Season 


and Prosperity for 1932 














Our new Spring line of shoes will 
be on display.during the N. S.R. A. 
Convention, January 4th, 5th and 
6th, at the Palmer House, Chicago-- 
Room 919. 


May we have the pleasure of show- 
ing you the 1932 Spring line of 
“Better Shoes for Less Money” 


ENDICOTT JOHNSON 


ST. LOUIS, MO. ENDICOTT, N. Y. NEW YORK CITY 
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AN IDEA THAT WORKED 








Ideas aren’t much good unless they are put to work. F. C. Latham, of Slipperland, 
one of the most popular shoe stores in Wichita Falls, Texas, put an idea or a series 
of ideas recently published in the Boor anp SHoE Recorper to work with the 
result shown in the photograph above. 

Mr. Latham tells the story in the following letter to us: 

“We grabbed an idea from the Boot anp SHOE REcorper .. . executed it .. . 
found that it was practical and profitable and knowing that you are always interested 


in placing before your readers the things that are of interest to them... 


we are 


mailing you a photo to show the tie-up of your idea. 

“You have devoted much space and thought to ‘Give Practical Useful Gifts in 
1932.’ Conditions have made this a splendid year for retailers to cash-in on the 
idea. We did! Others can. We built our entire Christmas campaign around the 
idea and want to thank you for presenting it so forcefully to us. 

“For less than three dollars we registered our first window trim effectively .. . 
created interest in our windows and made the cash register hum. A couple of 
roles of crepe paper . . . a small amount of beaver board . . . a few strips of lumber 
. .. and a lot of effort was all that was necessary . . . since we had the two small 


sections which are visible in this trim. 
“This formed an effective atmosphere 


for your idea and presented us with an 


opportunity of displaying harmoniously and effectively more merchandise without 
overcrowding. The display contained hosiery, buckles, rubbers, house slippers as 


well as street, dress and evening shoes.” 





ares aimee 








Fire Prevention 


The savings in cost that are enjoyed 
by policyholders of mutual insurance 
companies are possible primarily be- 
cause of the fact that the losses on 
property insured by mutuals are in the 
aggregate generally less than is the 
case with property protected by other 
types of insurance carriers. 

Such favorable loss experience is, of 
course, a result of a careful selection of 
risks, but it is also in no small measure 
due to the highly developed loss pre- 
vention engineering service provided to 
policyholders by mutual companies. 

An excellent example of this valu- 
able service is that rendered by the 
National Retailers Mutual Insurance 
Company, official insurance carrier for 
the National Shoe Retailers Association 
and other shoe retailers’ associations 
throoughout the country. This com- 
pany maintains as an integral part of 
its organization a Fire Prevention En- 
gineering Department, staffed by a 
corps of specially trained and fully ex- 
perienced engineers and_ inspectors. 
It is the duty of this unit to regularly 
inspect the premises of policyholders 
of the company and to aid the latter in 
securing improvements in their prop- 
erties that will eliminate the danger 
of fire. The services of its staff are 
also at all times available upon request 
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to any policyholder who may have 
special need for technical advice or 
help in securing the removal of fire 
hazards. 

Not only does the work of the in- 
spectors and engineers of this depart- 
ment reveal and result in the removal 
of many dangerous conditions that if 
allowed to go undisturbed might cause 
heavy fire losses that would boost fire 
insurance costs, but through their ser- 
vices in recommending’ desirable 
changes in property conditions policy- 
holders are frequently enabled to se- 
cure immediate and substantial reduc- 
tions in their fire insurance rate. 

Many instances might be cited of in- 
valuable service to shoe dealer policy- 
holders rendered by “N-R-M” fire pre- 
vention engineers. 








>» WHAT’S SELLING 4q 





Suedes Lead in Columbus 


CoLuMBUS, OHIO—A survey of lead- 
ing department stores and exclusive 
shoe shops show that suedes now have 
the first call in woman’s footwear in 
Columbus. Next in order are kids and 
then light weight calf and reptile. Few 
patents are being shown at this time, 
although some of the buyers expect a 
rather good business in patents during 
the spring season. 

Black and brown suedes, in ties with 
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heels ranging from 16 to 18 eighths in 
height, are the best sellers at the Co- 
lumbus Walk-Over Shoe Company, ac- 
cording to Philip Griffis, manager of 
the store. Novelty browns, trimmed 
with reptile, especially lizard, are go- 
ing good. The most popular shade is 
Indies brown. Blacks are also selling 
fairly well. Mr. Griffis reports that he 
is selling a large proportion of tie ef- 
fects. Next in order are walking 
pumps. 

For evening wear satin slippers of 
the extreme sandal type in black, brown 
or in white to be tinted are the best 
sellers. These pumps have heels from 
18-eighths to even higher. 

The woman’s shoe department at the 
F. & R. Lazarus & Company reports 
that black and brown kids are now sell- 
ing equal if not slightly better than 
suedes, although the latter are still 
quite popular. The outstanding type is 
the tie, while pumps are also in de- 
mand. Reptile trimmed models are also 
being shown while patents are not be- 
ing given much attention at this time. 

For evening wear the Lazarus com- 
pany reports crepe, satin and velvet 
slippers of the extreme cut-out type 
the best sellers. One of the features is 
the demand for white crepe or satin 
for dyeing. 


Trends on Fifth Avenue 


New York—Individuality and dis- 
tinction are the dominant factors in 
footwear seen along the Avenue. Col- 
ors, found in the costume or its acces- 
sories, are repeated in the trim of the 
shoe—thus making the shoe an all- 
important member of the costume en- 
semble. This idea is carried out in 
many ways. The tailored ensemble is 
completed with an oxford piped with 
contrasting color, and the afternoon 
costume is finished with a pump or 
step-in which carries color in its buckle 
or trim. 

Because of the shoe’s importance in 
completing the ensemble, great stress 
is laid not only in the color of the trim 
but in its graceful and artistic design. 
The newest opera pump, developed in 
black patent leather, features rows and 
rows of stitching. Dyeing the stitching 
on a shoe to match or harmonize with 
a costume is one adept touch. 





Brown and White 


M1aAmMI—Brown and white combina- 
tions outnumber black and white by 
nearly two to one in the women’s shoe 
offerings for the coming resort season 
shown by Burdine’s. Spectator sports 
pumps and three eyelet ties of white 
kid carry brown tips and foxing with 
pinked edges in a ratio of 65 per cent 
as against 35 per cent black. In san- 
dals, straps, ties and step-ins, plain kid 
is important. 
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(awford Shoes 


FOR MEN AND BOYS 
AND .- 


the EATON Shoe 


FOR MEN 


Wes A. KEATON CO., 
“IN PROCESS” °° Always in Stock 
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THE CRAWFORD MAN 


‘In Process” 
means more than 
“In Stock’’ 


The “In Process” depart- 
ment of the Charles A. 
Eaton Co. is an exclusive 
and protected system of 
helping the dealer lower 
his inventories and at the 
same time to increase his 
volume of business and his 
profits. 


By utilizing this method of 
buying the dealer is never 
over-stocked, because he 
can buy exactly in accord- 
ance with his needs, and 
does not guess and plunge. 
He knows, and he buys to 


meet it, frequently and in 
accordance with his sales 
and demand. 







BROCKTON, MASS. 








>» ON THE SELLING END « 


News of the Travelers and Sales Activities 





Joss Heads Boston Travelers 


Boston—Charles E. Joss was elected 
president of the Boston Shoe Travelers’ 
Association at the annual meeting held 
in the rooms of the Boston Chamber of 
Commerce Dec. 19. With him will be 
associated as _ vice-president Harry 
Hunter, and William Noll was re- 
elected by acclamation to the secretary- 
treasurership. 

William Brant was elected to the ex- 
ecutive committee for a term of one 
year, and J. G. Lenney and Guy Small 
for two. The meeting, preceded by a 
luncheon, was one of the most largely 
attended of any held in recent years. 

Following the regular routine busi- 
ness, addresses were made by Thomas 
F. Anderson, secretary of the New 
England Shoe & Leather Association; 
Charles C. Hoyt, treasurer of the Bos- 
ton Shoe & Leather Fair; Charles W. 
Morrill, chairman of the Insurance 
Committee of the National Shoe Trav- 
elers’ Association, and Thomas A. De- 
lany, secretary-treasurer of the same 
association. 

It was voted to instruct the Boston 
association delegates to the national 
convention to work for a ticket com- 
posed of John S. Whittemore, retiring 
president of the Boston local and 1931 
vice-president of the national, for 
president; E. H. (“Bob”) Moody, of the 
Southwestern association, for  vice- 
president, and Thomas A. Delany for 
secretary. A prize for having brought 
in the most new members of the year 
was awarded to George J. Loveley. 





New Wolff-Tober Salesmen 


The Wolff-Tober Shoe Manufactur- 
ing Company of Saint Louis have re- 
cently taken on three new salesmen. 
Clay Ogden to cover the Northeast, 
Dunbar Archer to cover the Southeast, 
and W. R. Smith to cover Iowa, Ne- 
braska, Kansas, North and South Da- 
kota and Minnesota. Mr. Ogden for- 
merly was with the Dickerson Shoe 
Company of Columbus; also the Valley 
Shoe Corporation of Saint Louis. Mr. 
Archer formerly carried the Lape & 
Adler line of Columbus and also the 
Dickerson line. Mr. Smith, for the 
past sixteen years, has been with E. P. 
Reed & Company. 





Blechinger on Road 


STILLWATER, MINN.—O. R. Blech- 
inger of Des Moines, Iowa, who covers 
Iowa, Nebraska, Kansas, Missouri and 
Eastern Colorado for the Connolly Shoe 
Company, is now in his territory with 
the new Spring line. 
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Chicago Travelers Elect 
Evans President 


CuicaGo—The annual election of of- 
ficers of the Chicago Shoe Travelers’ 
Association was held Saturday, Dec. 19, 
in the rooms of the Chicago Shoe Club. 
Approximately fifty members were 
present. 

The following officers were elected 
for the coming year: Charles W. 
Evans, president; Robert P. Alderson, 
vice-president, and C. W. Heilbrun, 
secretary and treasurer. George Har- 
ris, Dave A. Marks and Sam Solomon 
were elected to the board of governors. 

Delegates to the national convention 
were also elected. The annual report 
of the treasurer showed the Chicago 
association to be in good condition. 





New Johansen Men 


NEw YorK—Two recent appoint- 
ments to the sales staff of the Johansen 
Bros. Shoe Co., of St. Louis, Mo., are 
those of Ray M. Mountain as eastern 
sales representative in charge of the 
Johansen Style Studio in the Marbridge 
Building in New York City; and that 
of Saul Abrams as salesman for the 
territory comprising western New York 
State and western Pennsylvania. 

Mr. Mountain, a native of St. Louis, 
will travel throughout eastern New 
York State, New Jersey and eastern 
Pennsylvania. He was formerly fac- 
tory representative for the Firestone 
Footwear Co., in Boston, Mass., and has 
been identified with the shoe industry 
for 12 years. 

Mr. Abrams, who was at one time 
middle western’ representative of 
Strassburger-Stiles and prior to that 
with the Radcliffe Shoe Co., is also 
well known in the industry, having been 
active in the shoe business for 24 years. 





C. G. MacFall Joins Mitchell & Peirson 


PHILADELPHIA—Beginning Jan. 1, 
1932, C. G. MacFall, 1202 East Cham- 
bers Street, Milwaukee, Wis., will rep- 
resent Mitchell & Peirson, Inc., in Mil- 
waukee and Chicago. Mitcheli & Peir- 
son are glazed kid manufacturers with 
main offices and factories in Philadel- 
phia. 





S. J. Gorman With Green 


Boston—S. Jimmie Gorman, who 
for some years was connected with the 
Rice & Hutchins Co. as salesman on 
juvenile shoes, is now sales representa- 
tive for the Green Shoe Manufacturing 
Co., Boston. Mr. Gorman is to cover 
the States of Illinois, Missouri, Kansas, 
Nebraska, Iowa and Minnescta. 
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A. L. Salomon Resigns 


NEw YORK — 
Arthur L. Salo- 
mon, well-known 
traveler who has 
been making the 
large cities from 
coast to coast is 
severing his con- 
nection with M. 
Wolf & Sons, Inc., 
of Brooklyn, on 
Jan. 15, 1982. 
Mr. Salomon’s 
plans for the fu- 
ture are indefinite at this time. 





A. L. Salomon 





New Bleeker Salesmen 


New YorkK—Two new salesmen have 
been added to the staff of the Bleeker 
Shoe Company, 188 Duane street, lead- 
ing wholesalers. 

N. H. Robinson, of Bridgeport, Conn., 
has been assigned the New England 
territory and Ed. Kassel will cover 
Ohio. 





The Best Show Window 
Street in the World 


[CONTINUED FROM PAGE 88] 


time to planning new and different 
windows. Many of our accepted ideas 
on window display originally came from 
State Street. New ideas are constantly 
being conceived and put into practice— 
thus State Street has justly acquired 
the reputation of being the hot-bed of 
window display ideas. 

It is not unusual to see crowds of 
people standing five and six deep, 
looking at some striking display. The 
fact that the steady flow of pedes- 
trian traffic, which seems to be a part 
of State Street, has time to stop and 
admire these windows, is mute testi- 
mony of their effectiveness. 

State Street merchants attach so 
much importance to their windows that 
they insisted upon having better street 
lighting facilities, so that their win- 
dows might be as effective at night as 
they are during the day. Consequently, 
five years ago, well over half a million 
dollars was invested in the present 
lighting system. Today, State Street is 
still the best lighted street in the world. 
There are seventy light poles, each 
burning 4000 watt bulbs, evenly spaced 
in these seven blocks—ten poles to a 
block—five on each side of the street. 
This arrangement virtually floodlights 
the entire State Street shopping area. 

The Palmer House, Convention Head- 
quarters, is located on State Street, and 
you can do no better than to spend 
part of your leisure time going up one 
side of the street and down the other, 
studying the various windows. Such a 
trip is an education in itself, and will 
reward you with many new ideas that 
you can easily adapt to your own win- 
dows. 
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COMPLETE LINE 
of 


DU-FLEX 
GRISTLE 
SOLES 


National Shoe Retailers Association Convention, 


PALMER HOUSE, CHICAGO, Room 1001W, January 4-5-6, 1932 


We extend a cordial invitation to buyers and 
manufacturers to view our exhibit at the Palmer 
House. Here, in addition to the famous Du- 
Flex Grid Gristle sole, you will see our complete 
line which includes many original styles. All 
are made of Gristle material (patented)—the 
toughest, strongest and most resilient material 
ever perfected. The unprecedented demand for 
Du-Flex soles is positive proof of their outstand- 
ing superiority. 


Du-Flex Soles are made in a variety of popular 
patterns for men’s, women’s and children’s foot- 
wear. 


AVON SOLE COMPANY 
* 


Exclusive Manufacturers of 
Du-Flex Soles and Heels 


AVON, MASS. 





THE GRID GRISTLE 
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Share 


Your 
Problems 
with 

Us 


Arch Appliances 

Bath Room Mules 

Boys’ Division: 
High grade shoes 
Medium grade shoes 
Popular priced shoes 
Dancing shoes 
High cut shoes 
Skating shoes 
Slippers 

Cash Carrier Systems 

Cash Registers 

Children’s Division: 
High grade shoes 
Medium grade shoes 
Popular priced shoes 
Dancing shoes 
Infants’ moccasins 
Leggings 
Orthopedic 
Soft soles 

Chiropody Schools 

Dye Manufacturers 

Foot Measuring Devices 

Handbags to Match Footwear 


Hosiery: 
Children’s 
en's 
Women’s 
Labels: 
Carton 
_ Woven 


Men’s Division: 
High grade shoes 
Medium grade shoes 
Popular priced shoes 
Army shoes 
Cowboy boots 
Field boots 
High cut shoes 
Moccasins 
Safety shoes 
White canvas shoes 
Work shoes 


Slippers: 
Dancing 
Dress 
Felt 


The Inquiry Dept., Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 
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They Want to Know Where to Buy 











RECORDER subscribers daily ask us where 

“ to buy shoes and many other items con- 

nected with the operation of their stores. 

Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. 

In no case will the name and address of 
the merchant writing to us be given out. 
The RECORDER however will forward all 
letters and catalogs promptly to the in- 
quirers. Please refer to code identifying 
number. 


N 567. New jobbing house starting in the 
South wants full lines of: 


A. Men’s work and dress shoes to © 


job at $1.50 to $2.00. 
B. Women’s shoes to job at $1.25. 





N 568. Buy or rent a second hand X-ray 
shoe fitting machine. Two differ- 
ent inquiries. 

N 569. Velvet padded shoe trees retailing 
at 30c. 

N 570. Men’s leather boots that fasten with 
a zipper of talon fastener. 

N 571. Low priced rubber footwear. 

N 572. Shoe cabinets. 

N 573. Men’s shoes to retail at $3.00. 

N 574. Men’s Pullman slippers. 

N 575. Sporting shoes as baseball, basket 
ball, football and skating shoes. 

N 576. All over felt arch supports. 

N 577. Men’s high Goodyear welt, crepe 
sole shoe to retail for $4.00. 

N 578. Women’s Frog Skin shoes from 
stock. 

N 579. Used pattern grading machine oper- 
ated either by hand or power. Pre- 
fer a Hartford make. 

N 580. Men’s spats. 

N 581. Metal devise for holding shoes in 
shape. 

N 582. Officer’s black calf plain toe high 
boot for Customs Service. 

N 583. Complete stock for a Children’s 
shoe store. 

N 584. Record system for family shoe store 
which includes perpetual inventory 
daily sales, daily receipts, payments, 
etc. 

N 585. Men’s safety toe shoes. 


A — 


Leather 
Pullman 

Tap dancing 
Wool 


Active Sports Shoes: 

Aviation 

Basket ball 
Baseball 
Bowling 

Boxing 

Camping 
Football 


Gymnasium 
Hunting 
Riding 
Skating 
Skiing 
Soccer 
Tennis 
Track 
Rubber Goods 
Resident Buyers 
Store Fronts 
Store Equipment: 
Store seating plans 
Show cases 


Ladders 

Shelving i 

Valances 

X-Ray machines 

Foot rests for shine stands 
Shoe Laces 
Stock Keeping Systems 
Souvenirs: 

Books 

Dolls and doll shoes 

General souvenirs 
Shoe Cabinets 
Shoe Dressings and Dyes 
Shoe Trees ° 
Spats 
Vamp Rollers and Stretchers 
Women’s Division: 


Ballet 


— Tap 
Dancing Russian boots 
Dancing sandals 
Camping boots 


Riding boots 
Sport moccasins 


High grade: 
Dress 
Orthopedic 
Sport 


Medium grade: 
ess 
Orthopedic 
Sport 
Popular Priced 
ress 
Orthopedic 
Sport 
Party Slippers 
House Slippers 
Windows: 
Books on window trimming 
Backgrounds 
Display Fixtures: 
Price tickets 
Show card service 





Manufacturers who have merchandise or equip- 
ment not listed above are requested to advise this 
department. 
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Begin your new year by installing the Recorder 
Stock Record System (either in book form or 
cards)—Samples and prices on request. 





Helps you to “buy as you sell”—to know 
whether each shoe is paying its way with a 
profit, to go light on slow movers, to re-size 
frequently on wanted styles and sizes. 
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MERCHANTS SERVICE — 
BOOT AND SHOE RECORDE 


209 S. State Street 
Chicago, Illinois 
Gentlemen : 
Please send me samples and prices of your 
Stock and Daily Sales Record ( ) in book form. 
( ) in card form. 









CLAVWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET . 
















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Unusual Opportunity 
For Three Salesmen 


We require the services of three 
high calibre shoemen who drive 
their own car to sell exclusively 
our nationally known lines of 


Deauville Sandals and 
Domo Slippers 


in the following territories: 
1—Ohio, Ind., Mich., Western Penn. 
(with exceptions). 
2—New England States. 
3—Southwest (Tex., La., Okla., 
Ark., Tenn., Ky., Miss.). 
We will only consider those who have 
successfully traveled and are thoroughly 
acquainted in these territories. To war- 
rant consideration your first letter must 
state age, married or single, past records 
of yearly sales and earnings, references 
and minimum drawing account. Confiden- 
tial. Apply by letter only or if attend- 
ing N.S.R.A. Convention in Chicago Jan. 
4th-8th, phone room 903W Palmer House 
for appointment. 


GOLO. SLIPPER CO. 
129 Duane St. New York 





WANTED 


Exceptionally good men to handle 
a line of stitchdowns retailing from 
89c. up to $2.98 to be handled as 
a side line or exclusively in differ- 
ent sections of the United States 
and also in Cuba and Porto Rico, 
on a strictly commission basis. 
Will advance money to good men. 


Address C-751, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 





S ALESMEN WANTED! who are interested 
in making a permanent connection with fast 
selling women’s line of novelty shoes to retail 
at $2.00 to $5.00. Hlave several territories 
available with established business. Give us 
your past experience and territory you are in- 
terested in. TOBER-SAIFER SHOE CO., 
St. Louis, Mo. 





RAVELING shoe salesmen catering: to 

women’s novelty shoes to handle a complete 
and fast selling line of shoe buckles as a side 
line. 20% straight commission. Outside of 
N. Y. C. only. Address C-741, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





AX. advertised line of Infants to Growing 

Girls shoes carried in stock in widths is 
open for New York State. Address C-740, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





EXPERIENCED SALESMEN 
To carry line of women’s novelty footwear in- 
stock to retail at $2, $3 and $4, several choice 
territories are available including a ae 
NORTH ILLINOIS, WASHIN iN, 
MARYLAND, PENNSYLVANIA, MICH: 
GAN NESOTA, WA, KENTUCKY 
and TENNESSEE sietenty commission basis. 


narvenst SPECIALTY SHOE COMPANY 
1320 Washington Avenue St. Louis, Mo. 











SALESMEN WANTED who are interested in 
a real side line that will assure you greater 
income in 1932. “Step Rite’ infants shoes 
are full of merit, and proven repeaters. If you 
can devote a reasonable amount of time to the 
most practical infants first walking shoe on 
the market, get in touch with us. 10% com- 
nem. C. H. HAWKES & SON, Rochester, 





Are You Selling High Grade 
Shoes to High Grade 
Shoe Dealers? 


If so, and you can use more in- 
come, you will be interested in our 
live side line of infants footwear. 
Not just another line of shoes, but 
one built expressly to care for the 
infant during the creeping and 
early walking stage of develop- 
ment. ‘“Self-Starter” shoes have 
all the features and merit built into 
them that appeal to both mother 
and doctor. This short specialty 
line consists of about twenty shoes, 
easy to carry and handle. 10% 
commission. If you fulfill the 
question asked above, and are in- 
terested, write to—The Carpenter 


Shoe Co., Inc., Rochester, N. Y. 








sx LINE INFANTS’ PREWELTS 
AVAILABLE for men with established trade. 
Stock proposition. Liberal commission. 1 
established house. Address C-592, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SALESMAN wanted to carry side line In- 
fants’ Prewelts. Reply with references. Ad- 
dress C-579, care Boot & Shoe 1; em 239 
West 39th Street, New York, N 





Spe ime wanted to carry a complete line 

Sblished i work shoes and high tops. Old 
established line with popular prices. Straight 
commission basis ONLY. Plenty of good ter- 
ritory open. Address C-719, care Boot & Shoe 
aweer 3 209 South State St., Chicago, Illinois. 





COMMISSION SALESMEN calling on better 
class shoe stores in Western Virginia, North 
and South Carolina, to carry short line of new 
style Galoshes of well known brand. Address 
C-736, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SALESMEN to carry fast line of Ladies’ 
Novelties retailing at $2.00, in widths. 
Straight commission basis only. Address C-745, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, i: - 





Grreercrr® for good experienced sales- 
men to sell the most beautiful and_out- 
standing line of women’s novelties ever offered 
to the retail trade for $1.95 and $2.95 retailers. 
Only those thoroughly familiar with the follow- 
ing territory need apply: Arkansas, Missouri 
and Illinois, Kansas, Colorado, Washington, 
Wisconsin, ‘Kentucky, Michigan. State age, 
references and full particulars. Commission 
basis to start with; if proven capable will later 
allow drawing account. ST. LOUIS NOV- 
ELTY SHOE CO., 1328 Washington Ave.. 
St. Louis, Mo. 





SALESMEN of high grade ladies’ shoes to 

hardle profitable sideline; repeats monthly 
ensuring regular income. Exclusive territories 
in U. S., Canada, and foreign countries. Ad- 
dress C-752, care of Boot & Shoe Recorder, 
209 S. State St., Chicago. 











CLASSIFIED ADVERTISING 


Ctassified advertising is payable in advance. 


&@ Advertisements for this page must be in our New York office on Friday of the week preceding publication. Wa 


RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Minimum — 


In all other cases 
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SALESMEN WANTED 


LINE WANTED 


WANTED TO PURCHASE 








SALESMAN with a following of Jobbing and 
Chain Stores, to carry a side line of 
Hard Sole Men’s and Women’s Hand Turned 
Slippers, also Soft Soles, on_ straight commis- 
sion. Address C-753, care Boot & Shoe Re- 
a 239 West 39th Street, New York, 





SALESMEN wanted for short side line of 

most successful women’s pumps in America. 
Retail four dollars. Prompt stock service. 
Liberal commission. Address C-754, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





POSITION WANTED 


SALESMAN, with gd following in_ trade, 
selling high priced shoes — would like to 
hear from manufacturers. Prefer Welts 
style and orthopedic. Willing to take line on 
commission basis. Territory: Greater New 
York, New Jersey and Connecticut. Address 
C-731, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SALESMAN Large following with buyers 
for Chain Shoe Stores, Department Stores, 
Dollar Stores, Chain Hat and Haberdashery 
Stores, Shoe Findings Jobbers in New York 
and out-of-town desires good substantial con- 
nections. Address C-730, care Boot 

aie 239 West 39th Street, New York, 








Are you satisfied with 
the efficiency of your 
instock department? 


Are you turning your stock at 
least 6 times a year? Is your 
steck department a real profit- 
maker or a “just breaking even” 
customer service? 


I know a young man who has made 
a life study of scientifically con- 
ducting factory stock departments. 
He has devised an original system 
of stock control that makes for 
safety of investment, promptness 
of delivery and satisfactory turn- 
over, in proportion to the produc- 
tion gearing of the factory. 

He is now available either for con- 
ducting or systematizing your 


stock department and can furnish 
most satisfactory references. 


Address C-733, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











TWELVE YEARS’ experience selling such 

lines as I. Miller, Laird Schober, J. & Kk. 
Nunn-Bush, Bostonians, and Flexies in chil- 
dren’s, plus the best of references from the 
few firms whom I have been associated with, 
should be introduction enough to any concern 
who can use the services of shoe fitter, 27 years 
old. Am more interested in the right connec- 
pe _ -” a wage. Will go any- 
where, but would prefer the Pacific Coast. 
STANLEY WELTMER, 191 Dingess St., 
Logan, W. Va. 





POSITION WANTED, as manager of shoe 

store or shoe department. Over 15 years 
as buyer and manager of departments. Qual- 
ified to hold responsible position. Have good 
health, am married, can furnish best of refer- 
ences. Connection in Oklahoma or adjoining 
states preferred. Address C-734, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


SALESMAN— Experienced road man, college 

education; highest references; N. Y. terri- 
tory preferred, good following. Address C-737, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








POSITION WANTED—As buyer and mana- 

_ ger of retail store or shoe department, mar- 
ried man, age 32, with twelve years of success- 
ful experience and _Proven ability. Excellent 
character and pleasing personality, good style 
man and window trimmer, a. progressive, capa- 
ble merchandiser, thoroughly versed on modern 
retailing methods. Best references. Address 
C-748. care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





FORMER chain store manager of women’s 
popular priced shoes, also family shoe store 

experience, wants position. Window trimmer 

and capable of buying. Address C-744, care 

= & Shoe Recorder, 140 Federal St., Boston, 
ass. 


YOUNG MAN, 28 years of age, 8 years ex- 

perience in one successful store. Developed 
through experience and training Show Cards— 
Window Trimming — Assistant Buyer — Man- 
ager of store. A loyal sticker. Built for real 
work. Alive to new merchandising methods to 
get business. Will he open for action January 
Ist. IRVING ZOMMICK, 320 West 2nd 
Street, Chester, Penna. 
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LINES WANTED for Florida. Shoes for 
the entire family retailing from $4.00 down. 
Would consider ladies shoes, novelties, etc., re- 
tailing from $4.00 down. Will exchange refer- 
ences. Ready to go out Jan. 4th. +: H. 
PORTER, Box No. 574, Plant City, Florida. 





We will pay the best price for 
your surplus or entire stocks of shoes, 


general merchandise or department 
stores. Leases assumed. 
Phone - Write - Call 
All matters strictly confidential. 

I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 











We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 


KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone CAnal 6-4298 and 4299. 





D° you desire a Pacific Coast representative 
of ability and wide experience to handle 
your line of popular priced women’s shoes on 
a commission basis? If you do Address C-750, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





EXPERIENCED salesman with car desires 
real low priced manufacturer’s line of 
ladies’ or gents’ shoes for South. Have fol- 
lowing ‘of well rated accounts in large and 
small towns from Virginia to Florida inclusive. 
Straight commission basis. W. GREENE, 
70 Fulton Street, New York City. 





AM open for most any kind of a line of foot- 
wear on the Pacific Coast. Properly 
equipped for intensive work. Have car and 
good health. Known by all good accounts. 
Will work on a straight commission with a 
reputable house. First class references. L. 
HARDWICK, 741 North Alexandria St., 
Hollywood, Calif. 





SELLING TO SHOE MANUFACTURERS 

If you have a product, machine or specialty 
which is suitable for use in a shoe factory, l 
will sell it on a straight commission or agency 
basis. I am now calling on shoe manufacturers 
with a specialty of my own. For further par- 
ticulars. Address C-749, care Bont & Shoe 
pone 239 West 39th Street, New York, 





AS REPRESENTATIVE of Ladies’ Shoe 
Line; connected over ten years with high 
grade manufacturer, excellent reference. New 
York connection preferred. Address C-747. 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





LINE of men’s, women’s or children’s 

shoes wanted for Greater New York and 
vicinity by a salesman who has sold shoes in 
this territorv for the nast eishteen vears. Have 
a very big following of the best retailers. Have 
always done big business; am now connected 
but desire to make a change. Address C-746, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





INE of ladies’ chean novelties for Rocky 

Mountain States. Have established trade. 
Address C-743. care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





MERCHANTS’ NEEDS 








Everythin for Your Windows 
*Yiraturistic Displays and 
Backgrounds 


Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Scenes, Velour Papers, 
Paper ders, R Borders, tive Papers, 
Puffing, Foils, Flitters, Valances, Draping Material, 
Grass Mats. Send for Fancy Paper Booklet. Price 
Ticket: 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











WANTED TO PURCHASE 





WANTED, to communicate with shoe manu- 
facturer that will furnish popular priced 
shoes on consignment. Prices and styles must 
be right, object in view, opening chain of re- 
tail stores. References exchanged. Address 
C-742, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








WANTED TO LEASE 





WILL LEASE Ladies’ $4.00 Special Shoe 
Dept. in 100% location in the finest 
Ladies’ Readv-to-Wear Store in the South. 
CHAS. ROSENTHI'AL CO., Chattanooga, Tenn. 


175 





The Healthy 
HEART BEAT 


of each shoe store 
depends upon the 
care and accuracy 
of its 


STOCK RECORD 


Neglect this, and you have too 
many hazard sizes accumulate— 
take on unnecessary numbers, re- 
sultin in profits and _ capital 
“freezing’’ on your shelves. 


THE RECORDER’S 
STOCK RECORD 
SYSTEM 
The Recorder’s Stock Record Sys- 
tem available in either book form 
or cards, helps you to be accurate, 


correct in your size-ups—to buy as 
you sell. 


PRICE $650 


Samples sent on request. 


Merchants Service Dept. 
BOOT & SHOE RECORDER 
1334 Republic Bldg. 
Chicago, Il. 


BOOT & SHOE 
RECORDER 


SOECORME 





























CALL 
FOR 


comfort to guests 


range the right 








Mer Brow mm 


Time and again I am called to help 
arrange schedules tours or shop- 
ping expeditions. point out places * 
of interest and furnish directions ... 
arrange tor the extras that give added 


Won't you write me personally and 
let me know how we can be of extra 
service to you? I will be glad to ar- 


KFEMmES 
SQUARE 


49rd ST., West of BROADWAY, NEW YORF 
RCA Radio in Every Room 


JSCRGQUUAASEGUGCHSAEDQUGCHOSRCRCEERCCRUCRCCRQGUUCUGCCRCUAERAERRRGRERESCRERSSER CREE RESET 





Retailers, Manufacturers, 
Wholesalers, Tanners 





Trade 


Mail us at once a complete list of the 
trade marks and brands of your prod- 
ucts for publication in the 


BOOT AND SHOE RECORDER 


Mark Directory 
FOR 





rooms and have Rates 
arepresentative . 
meet youst the Single, $2.00 
— Double, $3.00 | | +) 3 y J 
Ma SEND TO— 
Managing Director 
HOtTE kL BOOT AND SHOE RECORDER 
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TRADE MARK DIRECTORY 
239 WEST 39th STREET 
NEW YORK, N. Y. 
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Charge Interest on 
Overdue Accounts 


YOUNGSTOWN, OHIO—Leading stores 
of Youngstown, acting through the 
Youngstown Merchants’ Credit Bu- 
reau, have been uniformly successful 
in the plan, initiated a year ago, to 
impose charges of interest on all open 
accounts which are more than 60 days 
past due. 

Included in those participating in the 
plan are a number of retail shoe deal- 
ers who are well satisfied with results, 
both as a means of hastening collection 
and in increased income to aid in bear- 
ing charge account expenses. A 
Youngstown department store experi- 
mented on the plan for several years 
and thus was a pioneer in having it 
adopted by other retailers, who signed 
an agreement to adhere strictly to the 
terms of the agreement. Only a small 
percentage of customers have objected 
to the interest charge, which is one- 
half of 1 per cent per month after the 
60-day period has expired. 





New Shoe Department 


CUYAHOGA FALLS, OH10O—The Mitch- 
ell & Hower department store has 
opened a new shoe department, under 
the management of R. W. Yontz. The 
department is owned by Morris Gard- 
ner. 
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Cold Weather Stimulates Trade 


CLEVELAND—Cleveland shoe retailers, 
who suffered considerably from the rec- 
ord-breaking warmth of November, 
have hailed the chilly winds and snow 
from off Lake Erie. The change has 
meant a big spurt in business during 
the past week and stores have been 
generally busy. 

Christmas crowds have caused heavy 
traffic on Euclid Avenue and a strong 
call for hosiery has resulted. With a 
cold wave at last in evidence, three 
heavy weeks of holiday trade are as- 
sured. There is a spirit of optimism in 
the air too, and brighter faces denote 
a new prosperity faith despite condi- 
tions. 





Shoes Admit to Theatre 


Kansas City, Mo.—To help keep the 
feet of the unfortunates off the cold 
ground, the Rosedale Parent-Teacher 
Association on Nov. 28 conducted a 
benefit matinee at the Rosedale Thea- 
tre, where the admittance fee was a 
pair of shoes. More than 500 pairs of 
shoes were obtained. 





Out for the Extra Profit 


New YorK—Winter is officially here. 
The Times Square drug stores have the 
front of their windows filled with dis- 
plays of skates and skating shoes. 
These stores, by the way, are never 
closed. 
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San Francisco Dealers Meet 


SAN FrRancisco—The Retail Shoe 
Dealers’ Association of San Francisco 
held their last monthly dinner meeting 
for 1931 in the St. Francis Hotel on 
November 23. At this meeting, the as- 
sociation mapped out a campaign for 
the Christmas trade, particularly co- 
operation with the Retail Merchants 
Association’s “business boosting” pub- 
licity campaign under the slogan, “The 
Joy of Giving Is the Spirit of Christ- 
mas.” This campaign, waged via radio 
and speakers as well as by newspapers, 
car cards, window cards and outdoor 
posters, has made itself felt markedly 
in the Christmas shopping volume. 





Main Floor Shoe Department 


AkrRoN—C. H. Yeager Co., depart- 
ment store, which recently opened its 
remodeled store which involved an ex- 
penditure of approximately $300,000, 
have given much attention to footwear 
in the rearrangement of the store. The 
women’s footwear department is located 
on the main floor, where all new fix- 
tures and appointments have been 
added. Howard Clay Ashley is in 
charge of the shoe department. A com- 
plete shoe repair department has been 
installed in the basement in charge of 
A. Mariola. 





> THE PURPOSE OF BUSINESS IS PROFIT ¢ 
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BUSINESS CHANGES 


OLORADO—Canon City—Ridlon Shoe Co., 
Inc. (515 Main St.); boots and shoes; sold or 


closed out business. 
MASSACHUSETTS—Boston—Clayman-Fisher 


Shoe Co.; wholesale boots and shoes; recently 
incorpora 
Dewey Shoe Co.; wholesale boots and shoes; 


inc. authorized capital $50,000. 
National Shoe Co. of Boston; manufacturers ; 


reported removed to Auburn, Maine. 
Unitread Company; boots and shoes and 
findings; recently ee 
Chelsea — Harold Shoe Mfg. manufac- 


turers; capital stock foovenmat Ag "$11.00 000. 

Haverhill — Continental Shoe Corp.; manufac- 
turers; recently incorporated. 

mtral Shoe Co.; manufacturers; re- 

moved to oa Broad St. 

NEW RK—Brooklyn—Unity Shoe Mfg. 
Co., Inc. (eaoe Pacific St.); reported liquidating. 

New York City—Atlantic Slipper Co., Inc.; 


boy and authorized capital 
Nat Baumel Originator, Inc.; boots and 
shoes; inc. authorized capital $20,000. 
Broadway Store Feinberg & Price Shoes, Inc. 
(2815 Broadway); boots and shoes; repo 
selling or sold out. 
Louis Burger Shoe, Inc.; boots and shoes; 
ine. bor ogy oe capital 130°00 0. 
Dorothy Dodd Shop, Inc.; boots and shoes; 
sold or Rey out business. 
Marie Boot Shop, Ure ; boots, shoes, etc. ; 
inc. authorized capital $2,00 
Utica — Samuel Jacobs (136 Liberty St.); 
boots, shoes, etc.; sold or closed out business. 
OHIO—Zanesville—H. Zwelling & Sons Co. 
(702 Main St.); boots, shoes, etc.; recently in- 
corporated. 
PENNSYLVANIA—Olyphant—Gorelick’s Dry 
Goods Co.; boots and shoes; inc. authorized 
capital $5,000. 


shoes; inc. 





FAILURES, EMBARRASSMENTS, Etc. 


CALIFORNIA — Los Angeles — Anshell & 
Markus (‘‘Brockton Family Shoe Store”) (4623 
South Broadway); boots, shoes, etc.; reported 
assigned. 

Lge tigen Fingerut (1023 Broadway) ; 
boots, shoes, etc.; reported assigned. 

Riverside—Arthur W. Barth (3766 Main St.) ; 
boots and shoes; reported petition in bank- 


— 

Stockton—Economy Shoe Store, Inc. (‘‘Axe- 
brod’s”) (416-18 E. Weber Ave.); boots, shoes, 
etc.; reported assigned. 


CONNECTICUT—Waterbury—Bonds _ Bootery, 
Inc.; boots and shoes; reported petition in 
bankruptcy; reported receiver appointed 


ILLINOIS—Chicago—Jake Levine (670 Max- 
well St.) ; boots and shoes; reported petition in 
bankruptcy. 


INDIANA—Evansville (also branches)—Na- 
tional Jewelry and Clothing Co.; boots, shoes, 
etc.; reported petition in bankruptcy. 


MICHIGAN—Albion—Art Fiebig (111 N. 
Superior St.) ; boots, shoes, etc.; reported pe- 
tition in bankruptcy. 

Detro#—William A. Mullane (5678 Vernor 
Highway) ; d shoes; reported petition 
in bankruptcy. 

Lansing—Davis Bros. (“‘Lansing Shoe & Lea. 
Co.”’) (205 S. Washington St.) (519 E. Michi- 
gan Ave.); boots and shoes; reported petition 
in bankruptcy. 


MISSOURI—St. Louis—Regent Bootery, Inc. 
(4214 Manchester Ave.); boots and shoes; re- 
ported petition in bankruptcy. 


NEW YORK—Brooklyn—Radcliffe Shoe Co. 
(285 Park Ave.); manufacturers; reported 
called meeting of creditors for Dec. 11. 

New York City—Herman Greenberg (446 E. 
Tremont Ave.); boots and shoes; reported 
called meeting of creditors 

boots and 


Bessie Messing (144 Orchard St.) ; 
shoes; reported assign 
Dave V. Singer (1420 ‘St. Nicholas Ave.) (21 


W. 50th St.); boots and shoes; reported called 
meeting of creditors. 

Schenectady—Wheldon & McDermott (621 
State St.); boots and shoes; reported petition 
in bankruptcy. 

OHIO—Cleveland—Barney’s Shoe Store; boots 
and shoes; reported petition in bankruptcy. 

Dayton—Theodore Gutwein Shoe Co.; boots 
and shoes; reported receiver appointed. 

John A. Schoenhal; boots and shoes; 
ported receiver appointed. 

Kenton—J. C. Miller & Son; boots and shoes ; 
reported receiver appointed. 

Niles—Frank William Pollatsch (“Sid’s 
Place”) (718 N. Main St.); boots and shoes; 
reported petition in bankruptcy. 

OREGON—Grants Pass—C F T Co.; boots, 
shoes, etc.; reported petition in bankruptcy. 

PENNSYLVANIA — Harrisburg — Schoenfeld- 
McCormick, Inc. (228 N. Third St.) (and 
branches); boots and shoes; reported called 
meeting of creditors for Dec. 10. 

Philadel; hia—Isadore Winkelman (2360 N. 
Front St. boots and shoes; reported called 
meeting of * creditors for Dec. 14. 

Pittsburgh—Rose Marie Shoe, Inc. ; ; boots and 
shoes; reported petition in bankruptcy. 

Rochester—Max H. Barnett; boots and shoes; 
reported petition in bankruptcy. 

TEXAS—Electra—E. B. Marchant & Sons; 
boots, shoes, etc. ; ies offering to com- 
promise at 40 per cent. 

(“Archie’s Style 


re- 


Greenville—Archie Skibell 
Shop”) (‘“‘LaMode’’) ; boots, shoes, etc.; reported 
petition in bankruptcy. 

Waco—H. Davis (‘Davis  Booterie’’) ; 
boots and shoes ; reported petition in bankruptcy. 

VIRGINIA — Lynchburg — C. H. Calfee 
(Baugham Bros.) (1011 Main St.); boots and 
shoes; reported petition in bankruptcy. 

Norfotk—Drake’s, Inc.; boots and shoes; re- 
ported petition in bankruptcy. 

WISCONSIN—Milwaukee—Hubert Tschachler 
(83711 West Vliet St.) ; boots and shoes; reported 
petition in bankruptcy. 








IS SPRING-SUMMER DEMAND § INCREASING ? 


[CONTINUED FROM PAGE 67] 


the production of this type of shoe 
would seem to indicate that production 
could be apportioned more evenly. Cer- 
tainly there is little call for the present 
condition of exaggerated peaks and val- 
leys. 


Infants’ The remarkable concentra- 
tion of production in the first four or 
five months has undoubtedly been due 
to a specific consumer demand for in- 
fants’ wear in the spring months. Un- 
less producers of infants’ shoes are in- 
terested in maintaining level invento- 
ries, there appears to be little reason 





for a continuation of the marked sea- 
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sonal variation now in vogue. Prepa- 
ration for the spring demand might 
well be made several months sooner. 


All Fabric Shoes From an examina- 
tion of the chart showing output per 
day, it is at once obvious that what has 
occurred is a change in the nature of 
the product. The shoes with fabric up- 
pers produced ten years ago are prob- 
ably not comparable with the modern 
highly stylized fabric shoes. Since 


1927, however, it is probable that the 
government classification has covered, 
in general, the same type of shoe. The 
style factor inherent in women’s shoes 


177 


is the fundamental cause for the wide 
spread between the peaks and valleys 
noticeable in the production of these 
shoes. 


Athletic Shoes It is probable that here 
there has been a change in the govern- 
ment’s classification. It is possible, 
however, that some of the unusual 
change has come about through a 
change in consumer demand. Whatever 
the reason, however, for the present 
seasonal, it is undoubtedly a more sat- 
isfactory picture than has yet been 
seen. 


All Others (Includes slippers and moc- 
casins for house wear, barefoot sandals, 
play shoes and other miscellaneous 
types.) We find here a disappearance 
of the spring peak and the summer 
valley and a resulting concentration of 
production at the end of the year. 
Since by far the largest part of this 
miscellaneous production consists of 
slippers, the intense fall production is 
unquestionably due to a preparation for 
the Christmas trade. It is probable 
that most of this production is done by 
manufacturers specializing in slippers. 
These, operating under a minimum of 
overhead, are able to be in this par- 
ticular business for only a few months 
of the year. 


Conclusion The most outstanding 
change has been the increase in the 
fall peak of production and a lessening 
spread between spring and summer 
production. An important contributing 
cause has been the greater demand for 
a highly stylized product. It is also 
likely that policy of inventory control, 
a policy aimed at keeping stocks at 
fairly constant levels, has necessitated 
production for seasonal demand. 


To Show Lines at Chicago 


Delman Shoes, Inc., will be on dis- 
play at the Palmer House, Chicago, 
Rooms 659-687, during the N. S. R. A. 
convention. Herman and Murray Del- 
man will be in attendance. The Del- 
man line of bench made turn shoes re- 
tail from $12.50 up. A large assort- 
ment in the $12.50 price range will be 
featured. 

According to Murray Fine, president 
of the Premier Shoe Company of Long 
Island City, Premier will have an ex- 
hibit of their Spring line at the Pal- 
mer House, Chicago, Room 682, during 
the N. S. R. A. convention. The new 
Spring line is distinguished by many 
unusual patterns. Premier Shoe Com- 
pany have had an unusual amount of 
business considering present day condi- 
tions. 

Best-Ever Slipper Company’s line of 
sandals and slippers will be on display 
at the Palmer House, Chicago, Room 
1058, during the N. S. R. A. conven- 
tion. Mr. Rosenheim, Mr. Connell and 
Mr. Collins will be in attendance. The 
sandal line for Spring is said to be 
unusualy distinctive. According to Mr. 
Rosenheim a large volume business has 





already been booked for Spring. 
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Good Holiday Hosiery Trade 


Kansas City, Mo.—Business in the 
hosiery department of the Peacock 
Shop has hit the holiday stride. Off 
blacks and neutral shades of tan are 
the best sellers and the better grades 
are called for in most instances. Miss 
A. Rand, manager of this department, 
says that she sells many more pairs at 
$1.65 and $1.95 than she does of the 
less expensive grades. Customers ask 
for these higher priced hose with sug- 
gestions from the saleswoman. 

“Nets have been going splendidly,” 
Miss Rand said. “It has been hard to 
get enough of these at times on account 
of the heavy demand. Now that the 
weather is colder, chiffons and service 
weights are showing more action than 
they did earlier. 

“Hose are being bought freely for 
Christmas gifts. Some customers buy 
five and six pairs at a time in the $1.65 
and $1.95 grades. Our biggest volume 
is in $1.65. Many who buy several 
pairs at the time select shades very 
much alike. They find a shade they 
like and stick to that or one close to 
it. Nearly every customer who buys 
two pairs at a time, whether for her 
own use or as a gift, chooses both in 
the same color. 


New Location for Chisholm Store 


CLEVELAND—The Chisholm shoe store 
at 1140 Euclid Avenue will be discon- 
tinued the first of the year when the 
company’s lease runs out at that point. 
A clearance sale is being conducted at 
the present time. 

The Chisholm chain of five other 
stores will continue to operate as usual. 
Due to changing traffic and business 
activity in the downtown area, another 
location will be sought to replace the 
1140 Euclid Avenue store. 





Broke Window to Get Shoes 


York, Pa.—A thief, from all indica- 
tions in dire need of a pair of shoes, 
on Sunday night, December 6, broke a 
huge plate glass show window in the 
Underprice Shoe Store, 201 South 
George Street, York, Pa., valued at 
$300. The only thing he took from the 
window, after throwing a brick through 
it, was one pair of shoes priced at $2.95. 
Lewis H. Pruss is proprietor of the 
store. 
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Keep Them Fit 
With Shoes that F/T 























taper eptttne eer sonnet “Improper Fitting the Biggest Factor in Failure of Shoe 
eS Stores to Hold Patrons.” This important, yet often over- 
on looked fact was very clearly brought out in a recent 


Boot and Shoe Recorder article entitled “Why Customers 
Leave Home”. A “Lost Customer” survey of the charge 
accounts of one store showed 28.8% of the nine reasons 


My hy hh hn, hn fr, given for customer dissatisfaction were ill-fitting shoes. 


COORDINATED Better fitting shoes are now possible through the Coor- 
LASTS and PATTERNS dinated Last and Pattern system because the variance 
that occurs on the smaller and larger sizes is overcome. 
The shoes are made over lasts of proportional measure- 
ments and are fitted not merely to 4B or model feet but 
to feet that measure from 2 to 8. Large and small shoes, 
therefore, fit quite as perfectly at the heel, throat and 
along the sides as the model 4B size. Shoes that fit 
well retain their original style lines considerably longer. 
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UNITED LAST COMPANY ¢ BOSTON ¢ MASS. 
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THE VULCO- UNIT 





BECKWITH 


FLYING A PLANE oR* ULEDF 
, THE OPERATION MUST BE 


SPEEDY snp FOOL- PROOF 


STATLER BUILDING. . 









Vulco-Unit Box Toes have proven worthy of 
confidence over a long period of time. Scienti- 
fically constructed to meet every exacting require- 
ment, operators everywhére, know they can de- 
pend on Vulco-Unit Box Toes to produce the 
best results. 

Happy Landing or Perfect Box Toes — the oper- 
ation must be speedy and foolproof. 


Vulco-Unit Box Toes are Both. 


MFG + COMPANY 


BOSTON, MASS. 
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And ALL 
the high grade — 
manufacturers 


|| 


featured 


By Premier Shoe Co. This modified sanda} 
in brown Ecré achieves distinction in the 
twisted arrangement of the strap, made 
possible through the light suppleness of 
Eeré. This is a shoe which will have wide 
acceptance because it is different yet con- 
servative. 














Just as hats ran away with style last 





autumn, so are shoes taking the center 


of the stage for spring. Costume effec- |||) 5, woinicar shoe Co. ““Mvra’*—a slender 
rR . | open shank on of ane ou — 

| y silv id. e fluic r 
tiveness will depend upon the sandal, 1] var ane sealiaged trim are entirely 


in accord with the light tracery of Ecré. 


pump or oxford for the occasion. 








And ECRE kid, in both conservative 
By Curt Wolfelt, Inc. This smart sandal 


designed, of brown ‘Heré adds a delicate ||| and new sun colors, is the emphatic an- 
braided T strap which gives it an entirely i] 
new aspect. One can readily visualize this 


fangal ax a complement to an afternoon |||) swer Of foremost quality manufacturers 








to fashion demands. The dominance 
of ECRE in the exhibits at the Hotel 


Commodore seasonal shoe opening was | By Morgan Grossman, Inc. This unusual 


spectator sports oxford combines bright yel- 











b . }/\|| low Ecré with white buckskin. Worn at 
the outstanding sensation of the event. i\!| eountry club events, this oxford will create 
|||} a furore among the younger set, ever on 

the alert for something new. 


We cordially advise your earliest pos- 
sible insurance of ECRE prominence in 


your 1932 lines. 


By Griffin-White Shoe Co. Unique design | BARRETT & COM PANY 
of cut-out pump of fawn brown Ecré with | 

trim of brown kid. The cut-outs are piped | 

with light beige Ecré. | NEWARK, NEW JERSEY 

“ e x 9 
Art in Leather 


By |. Miller & Sons, Ine. This graceful pump designeu 
for afternoon wear introduces effective contrast of ma- 
terials by combining brown Ecré with brown kid. The 
cutouts give it a very light appearance and the curving 
lines are most becoming to the foot. For pre-Easter 
display, this I. Miller pump will add much style in- 
terest to your shoe department. 





By Kurz & Lapidus, Ine. This youthful 
sandal of fawn brown Ecré is available also 
in the gay sun colors that fashion has en- 
dorsed for resort wear. It is a shoe which 
will delight the heart of the debutante. 
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IN JUDGING 


the relative merits of 
juvenile footwear the standard 
for comparison is the 
UNVARYING 
TRADITIONAL 
QUALITY OF 
EDWARDS SHOES 








314-322 N. 12 Street fe ONS PHILADELPHIA, PA. 
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